








What Happens When a 


CASH & CARRY GIANT 


Enters Your Market 


Se WICKES 
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The story of Wickes Lumber Co. and its impact on other yards PACE 46 
including editorial by Art Hood: "Who's Afraid of the Big Bad Wolf?” 


Also in this issue— 
NRLDA Exposition Preview —:— Small-Yard Mechanization 
and Exclusive Survey of Dealer Products and Services 




















THIS WINTER f 
EVERY HOUSE IN TOWN \ STERLING HALITE 
HAS FOUR POTENTIAL |} MELTING CRYSTALS! 

SOURCES OF PROFIT /< 
FOR You! WZ 8 
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HALITE mects 
HARD -PACKED 
SNOW AND ICE 
FROM .. LIKEWISE 
DRIVEWAYS FOR THE 
WALKS 





NEEDS A BAG OF HALITE 
IN THE CAR...IT GIVES 
INSTANT TRACTION ON 

SNOW AND ICE! 


PSsSssT! 
THE PROFIT PER BAG 
OF HALITE is 
HIGHER THAN FOR 
MOST OTHER ITEMS 
YOU CARRY! 


BEST OF ALL, 
THE WHOLE 
GANG OF US Wi!-L 
sect HALIT ~ 
FOR YOU! LOCK 


! 
YESSIREE! HALITE’S FORTHE ADS: 
QUICKER, AND IT SAVES 


YOUR TICKER! C/ Y _- 
ae —— — 


IT’S A FACT: Every customer you have needs Sterling Halite Melting Crystals 
~ when there’s ice and snow on the ground: For driveways, walks, steps, and a bag Ne STERLING) 


\ in the car for emergencies. And this winter, all your customers will know about ‘ 
Halite. A big newspaper cartoon campaign is going to tell them how Halite saves_, 7 
work ... saves time... prevents accidents . . . and how little it costs. This is 

advertising your customers will see, read, and remember. It will bring them into | 


Melting Crystals 


your store for bag after bag of Sterling Halite. So order now: Halite comes in ake 
. “s é FOR ICE & SNOW REMOVAL 


10-lb. bags (6 to a bale), and 25- and 100-lb. bags. Check your wholesaler or ware- 


TWAOWI4 MONS ONV 391 404 


house today. P.S. This winter, use Halite yourself—to keep your sidewalks and 


driveway clear and safe! | (heen now | 


STERLING HALITE”® me.tine crystTAts _ 


Product of International Salt Co., Inc. 
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for a double market! 


New BzD 3/ HP heavy-duty Router gives 


your customers power and versatility! 


Is your customer an advanced home craftsman or pro- 
fessional woodworker? Show him this new Black & 
Decker Tool—one of the lightest, most compact routers 
made with more exclusive features for easier, better 
work! The B&D Router is the complete woodworking 
tool . . . does beading, grooving, routing, fluting, inlay 
work. Ideal for building furniture, cabinets, hanging 
doors, shutters, weatherstripping, etc. Extra power to 
do every job in a jiffy! 

Whether your customer is amateur or professional— 
once you show this router, you’ll sell it. Compare it in 
power, performance and price and you'll see why. 
Call your wholesaler today. THE BLack & DECKER 
Mre. Co., Dept. H-310, Towson 4, Md. 


B&D Router Kir offers Router, six popu- 
lar bits,Straight and Circular Guide in handy 
metal kit for $88.00, saving customers $5.75. 
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PowERFUL, LIGHT — Fast CHANGING—Flat 
Full 344 HP motor, yet top lets tool stand on 
tool weighs just a little p-~ end for fast changing or 
over 6 pounds. = sharpening of bits and 


cutters, adjusting for 
cutting depth. 


ACCURATE ADJUSTMENT 
—Exclusive microme- 
ter-type depth adjust- 

@ament with calibrated 
depth dial speeds accu- 
rate positioning. 


Router Alone 
ONLY 


EAsIER HANDLING — 
Specially designed han- 
dies fit palm of hand. 
Switch operates with- 
out releasing handles. 


NOTE! New B&D Router Manual — pro- 
moted in extensive national advertising— 
creates added demand for the new B&D 
Router and builds sales leads for you. 


_ Visit B&D Booth 324 at the NRLDA Exposition, 


Commercial Museum, Philadelphia, Nov. 4-7. 


Look under "Tools-Electric” 


Black&Decker: 


World's Largest Maker of Electric Tools 
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this gentleman’s known by the customers he keeps! 


He’s a Schlage lock dealer. . . and his talent 
for keeping customers is based on a quality 
product, backed by quality service. It’s a mat- 
ter of pride for him to meet his customers’ 
locking requirements with the world’s finest 
cylindrical lock: Schlage. It’s a matter of profit 
for him, too, when he benefits from Schlage’s 
wide profit margin. 

When you're a Schlage dealer, customers rely 
on your judgement and advice in planning 
their locking needs. By specifying Schlage, 
you protect them from annoying lock failures 


after installation... protect yourself from 
profitless “call-backs” to correct complaints. 
If you're now a Schlage dealer, you know how 
profitable your partnership with Schlage can 
be. If you're not, discover why the name 
“Schlage” stands for the finest in builders’ 
hardware . . . and for dealer prestige and prof- 
its as well. 
For complete information on the Schlage line 
of products, contact your Schlage jobber or 
write to the Schlage Lock Company, P. O. Box 
3324, San Francisco, Dept. Z-10. 


‘SCHLAGE: 


COMPANY 


SCHLAGE LOCK COMPANY, SAN FRANCISCO + NEW YORK « VANCOUVER, B.C. 
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recommend RING SHANK 

‘- ~GYPSUM 
BOARD 
NAILS 


for better Gypsum Board 
installations 


ygirtoncberincie Your customers will find that CF&I Ring Shank 
Gypsum Board Nails are designed specifically to do a 
better job in Gypsum Board installations. 





.098 DIAM. 

















Here’s why: 
HOLD TIGHT...PREVENT POPPING 


The shank of this nail holds tight because it has 
regular annular threads which lock with the wood 
fibers. Due to this locking action, popping is pre- 

wontante vented when CF&I Ring Shank Gypsum Board Nails 
peciendsionsal are properly used in Gypsum Board applications. 











DEVELOPED THROUGH RESEARCH 


Through extensive research The Gypsum Association 
found that the nail illustrated is the best possible 
nail for Gypsum Board applications. These findings 
have been accepted by the American Society for 
Testing Materials and have been assigned Specifi- 
cation Number ASTM C-380-56T. CF&lI Ring Shank 
Gypsum Board Nails are manufactured in accord- 
ance with this Specification. 


These nails have been fully proved in actual service. 


See your nearby CFal representative today for complete details 
on how you can serve your customers better by supplying 
them with the new CFal Ring Shank Gypsum Board Nails. 


Os tinea 
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THE COLORADO FUEL AND IRON CORPORATION § | ‘°¥ | 


PROTECTIO 





DENVER - OAKLAND 


Albuquerque + Amarillo - Billings + Boise + Butte « Casper + Denver + El Paso + Ft. Worth + Houston + Kansas City - Lincoln (Neb.) + Los Angeles 
Ocklond - Oklahoma City + Phoenix « Portland - Pueblo + Salt Lake City » San Francisco - Seattle - Spokane - Wichita 


CANADIAN REPRESENTATIVES AT: Calgary » Edmonton - Vancouver > Winnipeg 4665 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


EVERYBODY IN BUILDING NOW “HOME IMPROVEMENT" CONSCIOUS 


Manufacturers and jobbers and marketing people are showing signs at last that 
they recognize the vast importance of the home improvement market for building 
materials. They are opening their eyes to the fantastic potential growth of 
this market; devising new sales aids for the retailer, who has been doing a 
big sales job without much sales assistance. Now you'll see more and more 
national programs backing you up, promoting home improvement on a national 
level. 














FHA TITLE I APPLICATIONS PROVE IMPORTANCE OF REMODELING 


Thanks almost entirely to promotion-wise lumber dealers, applications for 
Title I FHA loans so far this year are up 20% from 1956. Here is proof that 
lumber dealers' currently strong home improvement business is the brightest 
spot in home building picture and will continue to be so for some time. 











REVISED "0.H.I." PROPOSES $2 MILLION PROMOTION BUDGET 


The American homeowner will really get’ “modernization conscious" if current 
plans of the "Home Improvement Council" (new permanent name of 0.H.I.) are sub- 
scribed to by manufacturers and dealers. Whopping $2 million budget for 1958 
includes $500,000 national consumer contest which could build dealer store 
traffic. See page 12. ; 








KEY CLINICS AT NRLDA EXPOSITION ABOUT MODERNIZATION MARKET 


"Remodeling Profit-Rama," the NRLDA Exposition sales clinic moderated by 
American Lumberman editor, Gordon J. Lawler, will feature dealers who have 
successful modernization departments. Other home improvement panels at the 
Philadelphia show include Kitchen Clinic to be headed by Dwight L. Davis of 
H & S Lumber, Charlotte, N. C. See page 62 for Exposition preview and program. 














LUMBER DEALERS INVITED TO HOME IMPROVEMENT TRADE SHOW 


January 27-29 is date of second annual Home Improvement Product Show, 
Sherman Hotel, Chicago, where wide array of building specialties will be 
exhibited plus dealer seminars. Show is aimed at home improvement contractors 
as well as lumber and building material merchants. Last year's initial show 
was a big success. 














PACKAGE REMODELING IS ANSWER TO CASH-AND-CARRY YARDS 


In exclusive American Lumberman study of effects on lumber dealers from 
entry of volume cash-and-carry yard in Northern Ohio, one fact stood out 
clearly: The most effective way to compete with cash-and-carry is through pack- 
aged remodeling—control of installation, liberal payment plans, etc. See 
page 46 for complete study. 











ANYBODY USING LU-RE-CO COMPONENTS FOR ADD-A-ROOM? 


An increasing number of dealers are now using Lu-Re-Co or similar pre- 
assembly methods for new construction. Search is on to locate use of wall 
panels for home remodeling. National publicity in leading shelter magazine 
awaits lumber dealer who has sold panels for modernization jobs. If you have 
fabricated and sold Lu-Re-Co for this purpose write details to A.L. editors. 


(news continued on page 8) 
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NEWS... 


AND TRENDS 





BUILDING 


Running Behind Demand 


The basic shelter requirement for the 
nation is 12 to 12% million new homes 
in the decade 1956 to 1965, according to 
Nathaniel Ragg, economist for the 
National Association of Home Build- 
ers, speaking at the National Housing 
Center’s recent Executive Marketing 
Conference. 

Those figures are simply for “stand- 
ing still,” Ragg said; representing 
only the housing needed for popula- 
tion growth and making no allowance 
for obsolescence or improvement in 
housing. 

If the shelter industry is to maintain 
its current position of gaining 12.3% 
of consumer spending, it will be neces- 
sary to increase current home build- 
ing yearly by $2 billion over 1956 
level, he warned. 


Home Building in 1958 

After a long, 35% drop from the 
1955 peak, the rate of new home 
building appears to have bottomed out, 
according to the Arnold Bernhard & 
Co., New York investment advisers. 
They estimate 950,000 homes will be 
started this year, the smallest num- 
ber since 1948. The next move in hous- 
ing is likely to be upward, they say. 


NAHB Exposition Jan. 19-23 


More exhibits and fewer but better 
and more informative program events 
are scheduled for the annual conven- 
tion and exposition of the National 
Association of Home Builders in Chi- 
cago, January 19-23. In addition to 
product exhibits, an increasing num- 
ber of light construction equipment 
will be shown this year, according to 
Paul S. Van Auken, exhibit director. 

Registration and hotel reservation 
application for dealers who are not 
NAHB members will be accepted after 
Nov. 1. Advance fees are $15 for 
men, $10 for women. Mail your reser- 
vation with business classification and 
expected date of arrival to National 
Association of Home Builders, 140 S. 
Dearborn, Chicago 3, III. 
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Automatic Brick Packaging 

The first automatic brick packaging 
machine, called “SCR package line”, 
is now being tested at the Des Moines 
Clay Co., Des Moines, Iowa. The ma- 


chine is the result of three years re- 
search at a cost of over $100,000, 
according to Robert B. Taylor, director 
of the Structural Clay Products Re- 
search Foundation. 

Taylor said that the machine is de- 
signed to automatically package 10,000 
standard bricks per hour, ready for 
shipment. Each package contains 62 
bricks made up of three individually 
strapped bundles of 20 bricks each 
plus two spacer bricks. These pack- 
ages can be moved singularly by hand 
trucks on smaller jobs and several at a 
time with mechanical fork lifting 
equipment on larger ones. Taylor 
claimed savings of 15% or more in on- 
the-job labor through reduction of han- 
dling costs. 


Cement Merger 

Plans to merge Hercules Cement 
Corp., Philadelphia; Peerless Cement 
Cerp., Detroit; and Riverside Cement 
Co., Los Angeles, are underway. The 
combination would have an annual ca- 
pacity of 18,500,000 barrels, and sales 
would be approximately $50 million. 
Under present plans a new name will 
be selected. 

If plans materialize the new company 
would be either the fifth or sixth larg- 
est cement producer in the country. Mr. 
D. C. MacBride of Hercules is slated to 
be the new president. 





ead 


UNIFORM 8' NESTLED FLOORING BUN- 
DLE figured, marked and priced on a true 
SQUARE-FOOT basis, introduced by Cro- 
mar Co., Williamsport, Pa. It contains 
assortment of lengths, replacing method 
of selling flooring on a “per thousand 
board foot" basis. 

The Cromar people said that the pack- 
age system will save 35% in dealer labor 
putting flooring into warehouse and an- 
other 35% taking it out. Dealers can sell 
the flooring on a per-package price basis. 

Samples of the new packages will be 
on display at the NRLDA Exposition, Nov. 
4-7, in Philadelphia. 


LUMBER MARKETS 


SAN FRANCISCO—Biggest news in 
the market is a $2 to $4 jump in list 
prices on sanded plywood, with %-in. 
AD quoted at $70 to $72 for October 
shipments. The tendency is upward, in 
fact, for the entire plywood market. 

Lumber, however, remains in a 
slump. Direct mill shipments of green 
dimension is practically non-existent. 

In the Northern California area, con- 
struction and better green dimension 
is down to $57 with 22 and 24-foot 
lengths bringing only $5 or so more. 


TACOMA — Tacoma area plywood 
firms are included in the upward price 
trend. Spokesmen here said that in- 
crease is generally from $68 to $72 
on index grade. Recent increase in or- 
ders were said to be simply a move to 
beat the expected price raise. 

On the logging side, milling and log- 
ing operations in nine western Wash- 
ington counties were ordered closed or 
curtailed once more because drying 
season winds have lowered humidity 
and increased possibility of forest and 
brush fires. 


KANSAS CITY—The advances that 
were chalked up on board prices in the 
area east of Mississippi river a few 
weeks ago failed to hold and quotations 
were shaved about $1 on the average. 
Prices on the west side of the river, 
however, held, and the $1 to $2 pre- 
viously reported advances were main- 
tained. 

Some pickup in production and 
anxiety on part of a few mills to dis- 
pose of inventory led to price cuts. 
However, these are expected to be re- 
stered shortly as inventory is lowered 
and the rainy season comes on. 

Prices on 1x6 boards slipped to $80 
and the 1x8s were bringing $82 on east 
side of the river. 

Dimension stock still is in strong 
demand, with prices ranging from $90 
on 2x4-16s to $100 on 2x12s. 


SEATTLE—Most items are in the 
doldrums here. Fir has softened since 
last report and hemlock has followed 
suit. It is reported that California 
and Texas are only consuming areas 
buying at this time. Pine market is 
described as nearly at_ standstill; 
Alaska spruce competes with low- 
grade pine. 

Rising log inventories as of Sept. 
1 at Puget Sound total 567 million 
feet—41 million more than August 
and some 90 million feet more than 


(News continued on page 12) 
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OMPARE! 


Your De Walt Your 
Power Shop Franchise present 
gives you: line? 
See why [(¥ THE FIRST RADIAL ARM all-purpose power tool—the [] 


machine that revolutionized the power tool market! 


DE WALT cI THE MOST IMITATED of all multi-purpose power 


tools (over 40 different manufacturers have tried to 
is the biggest money-maker imitate De Walt’s original radial arm design during 
‘ the past 35 years) ! 
in the power tool field! THE MOST DEMONSTRATED all-purpose power tool 
on the market—over 8 million people saw it demon- 
strated last year alone! 
THE ONLY all-purpose power tool with 100% un- 
divided, world-wide advertising support—in maga- 
zines your customers read for the do-it-yourself infor- 
mation they need. 
LIBERAL COOPERATIVE ADVERTISING ALLOWANCE to 
help share the cost of your local promotions. 
THE FIRST power tool so simple in concept, so accu- 
rate in performance that it makes woodworking easy 
and practical for everybody, from the novice to the 
“pro”! 
THE FIRST power tool to do the work, save the space 
and cost of a shopful of other tools! 


THE SAFEST power tool design on the market— 
demonstrated through actual experience! 

THE ONLY power tool of its kind thoroughly proved 
by over 35 years of outstanding performance in 
industry! 

A COMPLETE AND READY-TO-USE unit—no extra 
motor to buy—no tricky assembly by you or your 
customer! 

THE ONE MODERN, simple, functional design that 
needs no trunkful of clamps, guides and assorted 
devices to make it work! 

THE POWER TOOL with a Direct Factory Franchise 
that offers you the full profit on every sale! 

THE ONLY FRANCHISE that offers you a complete 
and fully-proven selling program throughout the 


year! 


Ask Carlisle Hardware of Springfield, Massachusetts! 





Ask about a DE WALT Franchise at Booth 125 


National Retail Lumber Dealers Exposition Compare the De Walt® Franchise—point by point—with 


any other. See why the power tool that revolutionized 
the industry offers you a profit opportunity you can’t 
afford to be without! 


Get on the profit-wagon now! Send the coupon for the full, exciting profit story today! 











De Walt Inc., Dept. AL-710, Lancaster, Pa., Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 


© Send full information on how the De Walt Franchise can boost my profits! 





Name 


D e Wat Company 


POWER TOOLS Address 
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... Styled to STAND OUT 
in any home! 


You offer your customers more than 100 beautiful and distin- 
guished lock design possibilities to choose from in Sargent’s new 
SentryLock. 

For their front door SentryLock, they can select one of the 20 
handsome new escutcheons...one of the 9 graceful knobs. Choose 
from 6 handsome finishes. 

Beautiful new vinyl inserts are also available. In Mocha and 
Brass. Straw and Dull Bronze. Flamingo and Aluminum. Black 
and Dull Bronze. Black and Bright or Dull Chrome. With separate 
purchase for field installations. 

And so it can go... exactly the lock builders want for every 
door in the house. Because all SentryLock units . . . knobs, finishes, 
functions, escutcheons, roses... are interchangeable. 

SentryLocks are equipped with the dependable Sargent safety 
features .. . providing extra protection, extra convenience. And no 
lock can be installed faster than SentryLock! 

Ask your Sargent Supplier to show you the new SentryLock. 
Or, for complete information, write direct to Sargent & Company, 


New Haven 9, Conn., Dept. 3-K 


Visit us at booth #417 
NRLDA — Building Products Exposition 
Philadelphia, November 4-7 


SARGENT LOCKS 


... sign of a well built house’ 
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the inventory a year ago. Columbia 
river total is 607 million feet, up for 
the month by 37 million feet. 
BALTIMORE—Boards and dimen- 
sion is on the weak side here, with Fir 


dimension dropping $2 to $3 per M 
in the past month. Some Douglas fir 
items have dropped from $127 per M 
to $114. A large order of scaffolding 
changed hands the other day at re- 
ported price of $130 per M—which 
represents about a $40 drop from a 
comparable order a year ago. A new 
local tax on inventories has aggravated 
the unpleasantness of the situation. 


91 Mills on Exchange 

The new National Lumber Exchange 
at Portland, Ore., reports that 91 mills 
from five states, representing a com- 
bined annual capacity of 1,820,000,000 
board feet, have applied for member- 
ship. Inquiries are being received in 
quantity from wholesalers, says How- 
ard Baker, executive director. 





Plan $2 Million Home Improvement Campaign 


Participating retail lumber dealers will benefit from 


program outlined by Home Improvement Council. 


plans to make the 
country more home improvement 
conscious than ever before have 
been announced by the Home Im- 
provement Council, successor to 
Operation Home Improvement. 

The plan calls for a $2 million 
promotion budget in 1958. Of this 
sum, $500,000 has been ear-marked 
for a consumer contest described 
in this article. 

Key figure in the revitalized OHI 
is Fred C. Hecht, general retail 
manager for Sears Roebuck & Co., 
who outlined the 1958 program to 
200 manufacturers’ representatives 
in New York and Chicago meetings 
last monh. Hecht said the HIC pro- 
gram is different from OHI in three 
respects. . 


Ambitious 


1. It is permanent. 


2. It is aimed directly at the con- 
sumer. 


3. It will give the local level organ- 
ization a louder voice. 


tetail lumber dealers can partici- 
pate actively in the program and 
are bound to profit by new home- 
owner interest in remodeling that 
the program is sure to create. Mem- 
bership for dealer and contractors 
with less than 25 employes is $25; 
over 25 employes, $50. For this, 
dealers will receive the HIC seal, 
advertising and display materials, 
contest entry blanks and other ma- 
terials to identify themselves as 
home improvement headquarters. 

The assessment for participating 
jobbers is $50. Manufacturers and 
national sales organizations are 
asked to contribute .01% of 1% of 
their annual sales in home improve- 
ment products. Specific membership 
assessments have been established 
for other segments of the industry. 
Membership dues for 1958 will be 
accepted now at the Home Im- 
provement headquarters, 2 East 
54th Street, New York 22, New 
York. 

The proposed 100-man board of 
directors will consist of 25 manu- 
facturers representing the major 
products used in home improve- 
ments; 45 directors representing 
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association of dealers and contrac- 
tors, lenders, manufacturers’ asso- 
ciations and allied interests; 30 
regional directors located in the 30 
retail trade centers of the country. 

Regional directors will be charged 
with securing members and imple- 
menting the promotion program in 
their areas. Each region will even- 
tually have its own local level or- 
ganization. One-half the fees paid 
by local-level members will go to 
the regional councils for local 
promotion. 

Intensive research to determine 
the size and nature of the home 
improvement market is on the coun- 
cil’s program for 1958. HIC also 
hopes to evaluate product use by 
geographical areas and discover 


a see 
o b y a 
TP ROSS 
NEW SEAL which 


HIC members will 
be eligible to dis- 


play. 


Hecht 
HIC Chairman 





consumer motivations for various 
types of home improvements. 

Promotional plans include a docu- 
mentary movie selling the whole 
idea of better living through home 
improvements. It would be distrib- 
uted for showing by local council 
members to service clubs and other 
organizations. 

Don Moore, who directed OHI in 
the last months, will continue as 
executive director of HIC. 


$500,000 Home Improvement Contest 


To get the homeowner to look at his home critically and then do something to im- 
prove it, the HIC has announced plans for a $500,000 consumer contest starting Janu- 


ary |, 1958. 


The contest breaks down into two phases. In the first phase, the first six months 
of the year, contestants will fill out a 16-page check list, which will make it necessary 
for the homeowner to examine his house from cellar to roof and finally describe his 
No. | home improvement project in 25 words or less. 

In the second phase of the contest, the second six months, the contestants must 
actually complete a home improvement project using the products and services of a 
local HIC member and submit a report on his project. Contestants may enter one of 
several categories. Manufacturers are being encouraged to offer extra awards to prize 


winners using their products. 


Contest entry blanks will be available for distribution by all HIC members. In 
addition, Better Homes & Gardens magazine is planning to bind the questionnaire into 
its January issue, which will reach 4'/2 million homeowners. 


SUPPLIERS HEARD Hecht explain HIC pro 


stone, Chicago, last month. Similar session was held in New York City. 


gram at luncheon meeting at Hotel Black 
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Quick way to say DICKS-ARMSTRONG-PONTIUS 
putties and glazing-caulking-sealing compounds 
© 


Action-packed 
advertising 


plus strong 


a = Ed 
wt i 
gecoMMEND Ain © 


merchandising 


big dealer benefits like these 


You wouldn’t feel the full impact of DAP national 
advertising without the DAP dealer tie-in materials 
pictured here. Hand-out folders, blow-up posters, ad 
easels and other selling helps make sure you get your 
share of DAP prospects pre-sold by DAP ads in The 
Saturday Evening Post, Sunset, Popular Mechanics, 
Popular Science, Family Handyman and other top 
magazines read by millions. They’re FREE—and 
the complete DAP dealer program gives you: 

FULL LINE! Finest possible quality—and there’s 


a product just right for dozens of do-it-yourself jobs. 
All backed by Dicks-Armstrong-Pontius, inc., too. 


NEW PACKAGES! Eye-catchers wherever stocked 
or displayed. Special application features that make 


quick, easy work of home repairs. Instant identifica- 
tion for dealers. 


NEW DISPLAYS! Easiest way to boost profits. Cus- 
tomers sell and serve themselves. And side-by-side 
use of displays can multiply every sale. 


“NEW” CUSTOMERS! Shoppers who never bought 
before will know the need for DAP products — rec- 
ognize the DAP name and DAP packages — keep 
buying to build repeat business. 

That’s as much of the story as we can give here. 
Just remember . .. the DAP line is the oldest “new” 
line in the business with the first real dealer program 
in the industry. Get complete information from your 
DAP wholesaler, or by sending the coupon. 


World’s Largest Manufacturer of Putties and Glazing-Caulking-Sealing Compounds 


DICKS 
ARMSTRONG 
PONTIUS, inc. 


General Offices: Dayton, Ohio 


(Formerly The Dicks-Pontius Company, its 
subsidiary, Landen Putty Works, Inc., and 
The Armstrong Company.) 


BUILDING PRODUCTS MERCHANDISER 


DICKS*ARMSTRONG*PONTIUS, inc. A 
General Offices: Dayton, Ohio 


C I’m selling DAP now. Send my FREE promotion kit. 
0 I want more facts on the DAP dealer program. 


NAME 





ADDRESS 





CITY ZONE STATE 





Circle No. 6 on Coupon, page 152. 





t, Buti 
Lully Dislling 


M-D Nametal WEATHER STRIP 
PACKAGED DOOR & WINDOW SETS 


DOOR SET WITH METAL & FELT DOOR BOTTOM 
Completely packaged with all necessary strips, nails 
and instructions. Sets are available with or without 
metal and felt door bottom. 


DOOR SET WITH THRESHOLD & EXPOSED HOOK 
Packaged door sets are also available with metal 
threshold and exposed hook. Sets are complete with 
nails, screws and instructions—ready to use, ready 
to sell! 


PACKAGED SETS FOR WINDOWS 

Here again in one package is a complete weather 
strip set for one window. Available for all standard 
28", 30”, 32” and 36” double hung windows. M-D's 
packaged window sets save selling time cut han- 





MACKLANBURG-DUNCAN CO. _ 


SIZES AND STYLES 


Door Sets in Stainless Steel or 
Bronze to fit 2’6” x 68” (30” x 
80”); 2’3” x 6’8” 32” x 80”); 


dling costs .. 


3’ x 68” (36” x 80”); 3’ x 7’ 
(36” x 84”) available with any of 
following accessories: with EI-S 
Stain. Steel & Felt bottom, with 
El-A Alum. & Felt bottom, with 
EIl-B Brass & Felt bottom, with 


make inventory easy. 


Aluminum Threshold AF-1%”, 
with Brass Threshold BF-1%,”, 
with Alum. Threshold AFT-3 2”, 
with Alum. Threshold AFFT-3 2’, 
with no door bottom Lock keeper 
strips in boxes of 25 or 50 





m-D On-GARD 
COIL 


WEATHER STRIP 


M-D Vz‘WAY WEATHER STRIP 


Display takes 

small space... 
does big job of 
selling! 

The ideal coil metal 
weather strip) which 
comes in handy rolls— 
100 ft. each in individ- 
val carton—8 sizes 
from 9/16” to 12” 
wide ... or in 17 ft. 
rolls 1%” in individual 
carton packed 12 to, 
display. Available in 
stainless steel or 
bronze. Specify metal, 
width and lengths de- 
sided 


Fast-selling because it’s so easy to put on. 
This is the “‘original’’ coil metal and wool 
felt weather strip. Each individual carton 
contains one 18 ft. roll with nails and in- 
structions, Packed 12 cartons in free display. 


i ey ee cee I ee ee oo 
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Keep Weather Out...Keep Sales Up! 


M-D —4Z-GARD Automatic 
DOOR BOTTOM 


UP 


automatically 
to clear carpet 
easily when 
door opens 


snugly against 
floor to seal 
out drafts when 
door closes 


Here's the perfect door bottom for all doors Com- 
pletely solves old problem of clearing rug or floor every 
time door opens—felt strip automatically raises 
Smartly designed and available in silvery-satin finish 
or anodized Albras (permanent brass color) finish on 
shield—neither will rust or tarnish. Packed in individ- 
val cartons for 28”, 32”, 36”, 42” and 48” doors 


M-D _Nimeul DOOR BOTTOMS 


Made of extra thick wool felt and heavy 
gauge stainless steel, brass or aluminum 
Standard lengths 28”, 30”, 32”, 36”, 
42” and 48”—packed one dozen same 
length to carton Special lengths also 
available 


M-D Extruded Aluminum 
DOOR BOTTOM 


Heavy duty door bottom with extra thick 
wool felt. Packed in individual poly tube. 
Available in natural Alacrome and in 
3 permanent Anodized finishes Standard 
lengths 32”, 36”, 42” and 48” 








M-D DRIP CAPS 
for windows and doors 
Prevents rain from draining or blowing 
under door or wood casement windows. 
At left is DCB Brass or DCA Aluminum 
Holes punched, nails furnished—comes 
in any length. 


Extruded Aluminum DRIP CAPS 
New, heavy duty drip cap. Packed in 
individual poly tube. Available in natural 
Alacrome and in 3 permanent Anodized 
finishes, Standard lengths 32”, 36”, 42” 
and 48”, 


direct today: 
promptly. 


ERS Order 
oe shipped 


M-D SPEED LOADS 


Meets 
Federal 
Specifications 
TTC-598 
: “es (Grade 1) 
be sALKiNE eg ay - a - ? 
ee Se Fg _-) 


PACK 


Now shipped in 12- 

pack or 24-pack, M-D 

Speed Loads are avail- 

able in Off-White or 

White colors, with or without plastic nozzle. Off-White 
load without nozzle shipped unless specified. Freight 
prepaid and allowed on orders of four 24-packs (96 
loads) or more. Remember to order in multiples of 12 
or 24 
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M-D Extruded Aluminum 
THRESHOLDS 














Now comes with vinyl 
calking strips on each foot 


INSWINGING 
DOOR 
Now M-D Extruded Aluminum 
Thresholds Nos. AP-3%, and AP-118 
have vinyl calking strips along the ; 

outside foot on both sides, as well a SrA 
as the replaceable vinyl insert on 
top. Also available in Anodized 
Albras (brass finish—never tar- 
nishes—never needs polishing). 


OAK THRESHOLD 








Above is application on the 
bottom of a door of the 
AP-158 Threshold. 


hardware, 
ERS Sold by . 
-ontnagpe building supply dea 
vo throughout the country. 





now... ALCOA Aluminum Nails 


ARE “PACKED FOR PROFIT’ TO MOVE FASTER! 


new Jo" “Household Packs 


Ten different types of ‘“‘most-used”’ nails 
for home craftsmen and “do-it-your- 
selfers” . . . presorted and precounted 
to eliminate handling problems . . . and 
brightly packaged in red-white-and-blue 
“‘see-through”’ boxes that invite inspec- 
tion and buying! Customers like ’em; 
they’re so convenient . . . and you'll 
like the way they speed up sales! 


Shipped in Compact Display Cartons 


Sturdy, space-saving shipping cartons (9” x 13” 
x 342’) have snap-out lids that mount for ef- 
fective selling display. Each carton holds 12 
“Household Packs” of a single type of nail. 


Sees Handy Job Box 


Designed to hold the right number of nails 
to do specific jobs . . . and packaged for self- 
service. Available with 10 most-called-for 
types of nails, each in a full range of sizes. 


P.S. Sell your builders and contractors on Alcoa Alu- 
minum Nails in 50-lb bulk cartons. They add a sales 
plus to new homes by preventing unsightly “nailpox.” 
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THEY’RE MERCHANDISING MAGIC ... Alcoa® Alu- 
minum Nails in popular new “Packs” take the nuisance out 
of nail sales, put more profits in. They’re presold, too... 
millions of readers of Better Homes and Gardens and view- 
ers of TV’s famous Alcoa Theatre know aluminum nails 
never rust, can’t stain, and eliminate offensive “‘nailpox” 
forever. Order your supply now, through the facilities of 
Macklanburg-Duncan Company, Oklahoma City, Okla- 
homa, and other leading distributors. 


: Vv. EET Your Guide to the Best in Aluminum Valve 
L atu eo _ we NEW! 

Deere rsrnn | “ALCOA THEATRE” 

4 asvermve pati vor ance -~ Exciting Adventure 

OF a / Alternate Monday Evenings 
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No. 2 RUSSWIN "Buy-Catchers” for '57 


NEW 
DISPLAY 
MOUNTS 


The 1957 line of display mounts 

are getting an enthusiastic reception 
from Russwin dealers everywhere. 
Their modern styling and rich 

color combinations provide 

a most appropriate setting for 

the new imaginatively-styled 
Russwin Doorware. 


Point-of-purchase displays are given 
a very important spot in the line-up 
of Russwin merchandising aids 

to dealers. On the counter or in 
the window, they attract attention, 
invite inquiries, spark sales. 
They're designed to make selling 
easier—and make national 
advertising more productive for 
every Russwin Dealer. Ask your 
Russwin representative to show 

you these display mounts. They 

help Russwin Dealers realize 
attractive profits on the 

“All Star” Line. Russell & Erwin 
Division, The American Hardware 
Corporation, New Britain, Conn. 


Russwi 


OM-Siak’ 


Dealers have the edge 





Job-Rated" 


» 


3 Grades — MEET ALL OUTDOOR STORAGE REQUIREMENTS 


Medium Reinforced and Creped 
... for relatively short term storage 


Tough, Duplex Creped Kraft with “controlled pattern” re- 
inforcing and flexible asphalt laminant. Folds without cracking 
and is highly impervious to moisture. Ideal for low cost, on- 
the-iob protection or short-term yard storage. 





Super-Reinforced Grade 
.. . for intermediate term storage 


ed 
Super strength Kraft with finer mesh “‘controlled pattern” re- 
inforcing and flexible asphalt laminant. Wet strength treat- 
ment reduces shrinkage damages. Excellent for intermediate 
storage — it's about twice as serviceable as grade 1 above. 








Super-Reinforced » Poly Coated 
... for long term storage 


Top grade, identical in make-up to grade 2 above — PLUS, 
a coating of Black Polyethylene which adds overall strength 
and substantially increases wrapper’s longevity by highly re- 
sisting damaging sun. Ideal for long term storage. 
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. ng? 
e There’s no need to invest more than 
necessary to get the protection you 
need from lumber wraps. Choose the 
Thilco “Job Rated” grade that best fits 
your needs and save money! You'll find 
all three grades excellent in strength, 


Write for FREE 
sample kit. It tells 
how to wrap — 
contains quick 
reference unit 
wrapping 

charts. 


flexibility, moisture resistance and easy 
to handle and apply without scoring or 
cracking — All ‘‘Job Rated’’ to keep 
lumber bright, clean and dry — free 
from blue rot and discoloration. Check 
the grades you need. Your inquiry will 
bring a prompt reply on where to get it. 


Functional Fiafeers FONE TAO ML LM tt 


NEW YORK @ CHICAGO 
DETROIT @ CINCINNATI 
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Billboard Offers Specials 

A huge buying audience for 
special offerings of seasonal mer- 
chandise is obtained by O’Neill 
Lumber Co., Las Vegas, Nevada, by 
using a large painted billboard on a 
prominent highway. The firm’s 
spring specials, including redwood 
fencing, garden tools, lawn seed 
and fertilizer, and paints and stains, 
are featured on the board. Manager 
of O’Neill Lumber Co. is Robert 
H. Foote. 


a, '™SuLar; 
CONTR EQpy 


ire Alarm System Hooked 
Up to Signal Lights 

Indicator lights hooked up to a 
fire alarm circuit give added fire 
protection at Moser Lumber, Inc., 
Naperville, Ill. The indicator panel 
is located so it can be seen from the 
office as well as from the yard’s main 
driveway. Each light indicates one 
building. A plot plan of the yard has 
been painted on the light panel. 
Each building shown on the plan is 
connected to the warning lamp with 
a line on the board. In addition, each 
building and lamp is identified by 
name. If fire should start in one of 
the buildings, the proper lamp glows 
and a gong rings. Yard help and the 
city fire department can be directed 
to the fire immediately. 





More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 
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S75. “SSS - A new million-dollar plant 
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Next time order the finest... 
Frostbrand Hardwood Flooring 





selected from the 
finest sustained-yield 
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Forest Products Division 


OLIN MATHIESON. CHEMICAL 
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Folding Door Hardware 


... with 
EXCLUSIVE 


FEATURES 


that help you sell 


* 


HANGERS SUPPORT 
DOORS and ease stress of 
door weight. 








* 


FOUR-WAY ADJUSTMENT 
enables carpenter to align doors 
in minutes, 


* 


TRACK FITS WITHIN V6" 
STOP and requires minimum 
amount of headroom. 


Research shows trend to folding doors... 


cash in on sales power 
of new, economical SCOTTIE ‘‘2300” 


More and more of your customers are adding beauty and saving 
space in their homes with folding doors. Now, take advantage 
of this trend with new Scottie “2300” by Kennatrack. With the 
9300" you get quality hardware loaded with extra features — 

tts 8 nee” NEW SPACE-SAVING 
at economy prices! Package includes track, hangers, pivots — PACKAGE has removable top: 


everything needed to complete the job! ideal for display and speeding 
up sales. 


Write for free catalog. Get all the details on the new Scottie “2300” 
plus information on Kennatrack’s complete line of fine hardware 


fcr gliding and folding doors. 











For quiet and for quality 


IKMENNATRACK 


SOUND-CONDITIONED GLIDING DOOR HARDWARE 


KENNATRACK HARD- KENNAFRAME—the 
Kennatrack Corporation, Elkhart, Indiana 


WARE is sound-condi- original patented all-steel 
tioned; it glides. Only frame with aluminum track A subsidiary of Ekco Products Company 
©1957 


Kennatrack offers eight for fast, easy pocket door 
installations. 


tu 


floating nylon wheels. 


Circle No. 8 on Coupon, page 152 October 14, 1957, AMERICAN LUMBERMAN AND 





Plastic 
with no 


pipe ad 
picture? 


Because the picture just wouldn’t have meant anything. 
Because almost all flexible plastic pipe looks the same. 
Because you know yourself that looks can be mighty de- 
ceiving and jobs that go wrong can be mighty expensive. 
Just be sure that the pipe you use is made by a reputable 
manufacturer who has had real experience in the field. 


There are dozens of brands of flexible plastic 
pipe on the market— good, bad and indifferent. 
Inferior pipe, often “bargain priced,” can cost 
you plenty in replacement and repair costs — 
and in good will lost. Read the facts below 
about Supplex — and bear them in mind next 
time you’re in the market. 


WHO makes it? Supplex pipe combines the 
experience and integrity of two of the industry’s 
greatest names: American Hard Rubber Company, 
founded in 1852, is noted for plastic piping made to 
the strictest requirements of precision industries — 
and the Supplex Company division adds advanced 
techniques in production and quality control. 


WHAT about use for drinking water? 
Supplex Plastic Pipe bearing the NSF Seal is certi- 
fied safe for drinking water by National San- 
itation Foundation, Ann Arbor, Michigan. 


Supplex Pl 


Supplex Company, Division of American Hard Rubber Company, eg 


335 Broadway, New York. 13, N. Y. 


BUILDING PRODUCTS MERCHANDISER 


WHERE do I use it? For wells and farm water 
systems. For construction job water lines, industrial 
piping, mine drainage systems. For lawn and golf 
course sprinklers...recirculating water lines in 
air-conditioning. 


HOW does it come? Six diameters — each in 
two different lengths. Uniquely packaged to prevent 
damage in transit. And remember: American Hard 
Rubber Company also makes 8 other types of 
plastic pipe! 


WHICH fittings and clamps? Complete line 
— made of high-impact virgin polystyrene. NSF 
approved. All stainless steel clamps. Screwdriver and 
jackknife are the only tools you need. 


WHEN don’t I use it? We do not recommend 
Supplex Plastic Pipe for use with temperatures 
higher than 125° F. nor jet wells deeper than 125 ft. 
Make American Hard Rubber your one source of 
supply for all types of plastic pipe — the right pipe 
for the job. 


astic Pipe 


mad N HYLENF 
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Stacks Plywood for 
Easy Order Filling 


By making it possible to take 
small orders of plywood from bins 
at the bottom and large unit orders 
from the top of its storage racks, 
Wiley Lumber Co., Long Beach, 
Calif., has speeded order filling and 
reduced handling time. 

By using bins to stock partial or 
small unit loads of plywood near the 
floor so they can be handled manu- 
ally easily, Wiley has reaped a bonus 
of extra storage space. Large unit 


Brick Siding Display 

Brick siding is really merchan- 
dised at the Leon Builders Supply 
Co., Tallahassee, Fla. When this 
firm built its new showroom and 
retail office, they used different 


22 


loads of plywood are stacked on top 
of the bins with a fork lift. 

If an order comes in for a few 
sheets of plywood, the yardman can 
easily slip them out of the bin. For 
larger orders, the fork lift is used 
to pick it off the top of the storage 
piles. 

To make it easier to insert the 
fork between sheets of plywood, 
George Wiley devised a knife tip 
which slips over the fork. The shoe 
sleeve to hold the knife tip and the 
tapered tip add 10 inches to the 
length of the fork. 


Versatile Sign 


An electrically-lighted yard sign 
with provision for movable and in- 
terchangeable letters is responsible 
for the sale of a goodly number of 
special table tennis table kits at the 
Northgate branch yard of North 
Seattle Lumber Co. Yard manager 
Roy DeWeese said that the kit is 
one prepared by the Seattle whole- 
sale warehouse of Georgia-Pacific 
Plywood Co. 

The kit included a two-piece table 
top of plywood, legs and underbrac- 
ing, screws and hinges, white paint 
for boundry lines, green slate paint 
for finishing the top and masking 
tape to help mark the lines. The 
sign began offering the kit early in 
November. Delivery of the kits is 
made on December 23. 

“We find it’s a good idea to change 
the wording on the sign every two 
weeks or so,” DeWeese said. “This 
gives us a chance to check on the 
pulling power of the previous offer, 
since a lot of people will stop and in- 
quire if the bargain is still good.” 





types of brick siding on the outside 
walls to show what this product ac- 
tually looks like when installed. The 
management says this life-size dis- 
play has given siding sales a good 
boost. 


Truck Advertises Millwork 


A traveling billboard ad was 
achieved when the Door and Win- 
dow Division of Grossman’s (28 
building products stores in New 
England) mounted a door and win- 
dow (with glass intact) on both 
sides of its trucks. Driver William 
Simpson out of Braintree, Mass., 
says he knows they attract atten- 
tion because so many people ask 
him about them. 
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P.dewsa Puce Bichage 


"...wraps up 





the complete sale 


at one time 


and one place." 





“Since package selling means furnishing the customer 
with all the items required to do a certain job on a job 
lot basis, it’s bound to mean increased volume and profits 
to the lumber dealer. It’s convenient to the purchaser 
and wraps up the complete sale at one time and one place. 


“‘The Ponderosa Pine Woodwork Package fits this con- 

cept precisely. Too many times a dealer will sell the trim 

and lose the windows, doors, cabinets and the mantels. 

But under package selling, he handles all the items as a P. J. Goodnight, President 

unit.’ Buell & Company, Dallas, Texas 
Yes, smart lumber merchants know that you wrap up 

profits when you train your organization to sell on a 


package basis. And, you get the full benefit of selling the 
Ponderosa Pine Woodwork Package. ae: ant T 








‘ FABRICATOR Je ah ays ooo 


American W000 I TTA Institute 


CONFORMS - UNITED STA 


Your Builder Customer and the Home Buying Consumer are 
being told the Ponderosa Pine Woodwork story in the Sat- 
urday Evening Post, Living for Young Homemakers, New 
he ong Cam. Panag a: om Manual, 

ouse and Garden Book o uilding, House & Home, 1 
American Builder, Practical Builder, N. A. H. B. Journal SELL THE WINDOWS WITH THIS SEAL OF QUALITY 
The American Wood Window Institute Seal on 


. the windows is your customer's assurance that 
j0 RNA they conform to U.S. Department of Commerce 

‘els Commercial Standards and are: 
wiale | © homebvildi 











A re e Correct in design e Preservative treated 
ASEMENT WINDOW y 
CAS ows merican °... nts e Properly constructed « Properly balanced 


LIDING WINDOWS 4 — e Made from carefully < 
. CABINETS - Builder selected kiln dried e Efficiently weather- 


MOULDING lumber stripped 
ENTRANCES 


4s : ~ 
MANTELS STAs WOUEE RrAUTIFCIS ca 


& ‘Sy - i . . + - 
PANEL DOORS Gs | —— Ole 


LOUVER DOORS ry) WOODWOR K 


AWNING WINDOWS 
39 South La Salle Street 
DOUBLE-HUNG WINDOWS Chicago 8, Illinois 








An association of Western Pine Producers and Woodwork Manufacturers 
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NOW! KAISER ALUMINUM 


COMPLETELY NEW SALES 


STOCK KAISER ALUMINUM ROOFING AND CASH IN ON THIS SUPER SALES SUPPORT 


ou can buy top quality building mate- 
rials from any manufacturer. But only 
one— Kaiser Aluminum—backs you up with 
such a complete sales building program! 
Here’s how Kaiser Aluminum backs up its 
products —and its dealers and jobbers. 


$25 Advertising 
Allowance 


Every new dealer is entitled to a $25 free advertis- 
ing allowance to announce himself as an authorized 
Kaiser Aluminum Building Products dealer. Also, 
Kaiser Aluminum will supply free ad mats and radio 
commercial scripts. 


Free Building Plans and Display Rack 


Attractive point-of- 

Personalized Direct : Bee sale display and plans 

Mail Program ge: rack fits on counter 

Every dealer is provided with his own per- \ ya we TET ... complete with se- 

sonalized direct mail program. You and your lection of free farm 

store name will be pictured on the mailer sent building plans. Most 

to your customers. Each mailer includes a of these up-to-date 

timely message of special interest to your best y building plans fea- 

prospects. All you do is provide a mailing or . ture low cost pole 
route list of select customers—we pay post- type construction. 


age, printing and mailing. 


This complete program is made to order to help you pull in more 
customers and close more Kaiser Aluminum Building Products 
sales. Find out now how your business can benefit. Our repre- 
sentative will be glad to give you complete details. Simply mail 
in the coupon. 


Stock lightweight, rustproof Kaiser Aluminum Roof- 7 
ing in 48” and 26” wide sheets and the brand new 
50 ft. rolls of Roll-On*. This superior building mate- 
rial is available in corrugated or V-Crimp, plain or 
embossed finish, .024” and .019” gauge. 


*Trademark 
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OFFERS YOU THIS 


BUILDING PROGRAM! 





“On-The-Spot” Replacement 

Policy 

Any dealer stocking 
Kaiser Aluminum Roofing can 
make an immediate replacement, 
up to a value of $50, should any 
roofing prove defective. No prior 
inspection of the roofing by our 
representative is necessary. You de- 
termine the adjustment. You make 
the replacement on the spot. 











Complete “in Store” 
Display Material 
Includes — 
window decals, 
dealer identification 
plaques, pennants, 
mobiles and special 
consumer literature. 





KAISER 


Aluminum 


Stop in and see us at the Kaiser Aluminum booth, 1957 NRLDA 


y fs: 








Aluminum will spon- 
sor a dealer open 
house for customers 
and prospects. High- 
ly experienced agri- 
cultural engineers 
and sales personnel 
will set up displays 
and personally an- 
swer your customers’ 


Advertising To 
Your Customers 





A continuing program of advertising in the 
nation’s leading farm publications will help 
to pre-sell your customers by featuring the 
many advantages of Kaiser Aluminum 
Roofing and Siding. 


MAIL THIS COUPON NOW! 
(ooo 
Kaiser Alumi & Chemical Sales, Inc. 


Merchant Products Dept. 
919 N. Michigan Avenue, Chicage 11, Illinois 


Gentlemen: 





Please have your representative call with 
complete details about Kaiser Aluminum’s 
dealer-jobber program. 


NAME 





ADDRESS. 





! 
| 
| 
| 
7 
! 
| 
| 
| 
| 





Building Products Exposition, Philadelphia, November 4-7. 
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CLDEALER POUNTERS 


Electric 
STANLEY * Tools 


ae ee 


Nothing Dull Here 


On the counter at Lumber 
Supplies, Inc., Aberdeen, Wash., 
this sign, “Sharpen Your Knife 
While You Wait,” brings a lot of 
takers and builds a lot of goodwill. 

“Dozens of people use it daily,” 
says general manager Ellis Schmidt. 
“Sure, we sell some sharpening 
stones, although the idea is not to 
stimulate sales but to please cus- 
tomers and give them something to 
do while they wait.” 


4 Ca Reeerarp ape: 


Your profits are greater 
with Stanley Routers 


because more attachments are available 

for Stanley Routers than for any other. 

because a Stanley Router can be quickly 

and inexpensively converted to a plane, 

shaper, or hinge mortiser. 

because more than 100 bits and cutters p 
are available for Stanley Routers. S o\ 
because you may select exactly the right Dovetailing 


size and horsepower Stanley Router for | Mailbox Display 
[< 


BR 


your jobs from a complete router line. Wins Distaff Side 


; The complete line of Stanley meutere An easy-to-build display of mail- 
7 hp te as th 08 pd _ § e boxes placed in an eye-catching loca- 
3 — ik sisi OR / A, tion has boosted sales of boxes by 
+ hp R8A with free Groov-a-matic - i) it - , . 

guide and straight bit PAA IN | 1000% for O’Malley Scottsdale 
for your customers now $56.00 — Rabbeting < | Lumber Co., Scottsdale, Ariz. At- 
, tractive mailboxes are hung on a 
Stock and sell the complete Stanley line .. . routers, plane kits, shaper kits, | framed 3’ x 5’ perforated hardboard 
attachments, “Hi-Hone” bits and cutters, and other profit-building acces- | display panel mounted on a wall 
sories. Your wholesaler has them all. where it can easily be seen by 
Stanley Electric Tools, Division of The Stanley Works, New Britain, Conn. sidewalk shoppers. The display’s 
height is such that the boxes are 
within reach of the customer and 

AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY | mav be removed and examined. 
“During the pre-holiday season 
ayy I EY | and Christmas week, we sold out 
our mailboxes seven times,” says 
| assistant manager Lloyd Bowerman. 
ncaa’ | “Women made most of the pur- 
This famous ea RDP over 20,000 quality products of nes Stanley Pages and electric | chases. What’s more, they’re still 
tools + drapery, industrial and builders hardware * door controls « aluminum windows + stampings + springs | eomin g in to buy the boxes and our 

+ coatings + strip steel « ste! strapping—made in 24 plants in the United States, Canada, England and Germany. sales are still going up.” 
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FARLEY & LOETSCHER® 
OOD WOR a ee @ 


Since 1875... Complete Millwork Service 








| DISTINCTIVELY MODERN 




















DON’T MISS THESE EXCITING 
“FASHION LINES OF TOMORROW” 
AT BOOTH 433, NRLDA CONVENTION 


See these “Modern as Tomorrow” Qualitybilt Kitchen Cabi- 

nets, the most complete line in America . . . created in in- 
comparable Birch. The lady of the house will love their 
conveniences . . . and you'll like the easy way they sell! See 

also the new “Streamlined” Qualitybilt Wood Casements .. . 

with their handsome hardware, full weatherstripping, and 
long-lasting, preservative-treated wood parts. Last but not 

least, see the “Functionally Beautiful” DeLuxe Vanities . . . 

so ideal for bathrooms, powder rooms, or convenient 

storage in bedrooms or other rooms in the house! BIRCH KITCHENS 
Don't forget... BOOTH 433... where you'll get full PACKED WITH 
information! Fride Appeal 





F:L FARLEY & LOETSCHER 


[Qualitybilt | 
~WOODWORK= * DUBUQUE, IOWA 
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INSTITUTIONAL 


Presenting! A new sure-fire sales-maker 


MASONITE 


<7” ROYALCOTE 


... the factory-finished, grooved panel in handsome grained pattern 


Once again, Masonite research and development bring you a profit 
winner! 

It’s Masonite® Royalcote, a strong, hardboard panel with an all-over 
wood grain finish and shallow vertical grooves. Just imagine how it will 
dress up the appearance of any room in the home. The large 4’ x 8’ size 
simplifies application, and decorative grooves minimize nailing and 
joint problems. 

The home market for Royalcote, big and profitable though it is, isn’t 
the only market for these exciting new panels. Stores, offices, hotels, 
public rooms of all kinds will be more attractive and luxurious with 
these new and enduring hardboard panels. 

You can reach broader markets and realize greater profits because of 
Royalcote Misty Walnut’s quality, lasting beauty at a surprisingly low 
cost! 

Talk to your Masonite representative or send the coupon today. 

Not available west of the Rockies. 


Be sure to get your big merchandising display kit 


LITERATURE POSTER 
DISPLAY AD MATS 


Pius big national 4-color ad promotion 
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RESIDENTIAL 


MASONITE CORPORATION 
Dept. AL-1014, Box 777, Chicago 90, Ill. 


Please send me more information about Masonite Royalcote 
(Misty Walnut). 


re Name 
MASONITE in 
@ Address 
PROOUCTS a 

Zone County 


®Masonite Corporation—manufacturer of quality panel products. 
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Customers follow 
the leader, too 
... but how 
do you sell 
the leaders? 


* 


*y 


The Saturday Evening 


POST 


A CURTIS MAGAZINE 
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Most dealers can name a lot of 
key customers. They’re the people 
who set the living trends and buying 
habits. They influence the others 
around them. That’s why they’re so 
highly prized as customers. 
National advertisers have been 
trying to woo and win these same 
people for you for years. But, until 
now, nobody knew for sure how to 
influence a large concentration of 


them in every community. 


Now, researcher Alfred Politz has 
discovered how these INFLUENTIALS 


Be Ntiy, 


can be reached through one maga- 
zine. His recent study shows that 
8 out of 10 of the millions of Post 
readers recommend or talk about 
things they see in the Post to other 











millions around them. 

These POST-INFLUENTIALS make up 
a huge market. There are thousands 
of them in every sales territory. 
They’re helping you sell Post-adver- 
tised products... by word of mouth 
and by example. Are you helping 
yourself to more profits by featuring 
the brands they’re pushing for you? 





Sells the POST ff INFLUENTIALS 
-they tell the others! 
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= NOW 12 MILLS 
2 | | TO SERVE YOU 


Topping a spor tree in Georgia-Pacific timber reserves, Western Oregon WESTERN MILLS 
Toledo, Coos Bay, 
Millington, Oregon 
Douglas Fir, West Coast Hemlock 
ond Sitka Spruce. Rail and water 


Farther than the eye can see aT aa 


Feather Falis, California 
: ‘ : sa , $ Pine, P Pine, 
Even in this logger’s position you could not see all the timber in one Donates Per dnd Waite Piette 
. . . : Dried Pattern Lumber and Flask 
of Georgia-Pacific’s western reserves. And from seedlings on through Stock — Our Specicity. 
. . . . Samoa, Eureka, California 
each cycle of growth to giant maturity, these Firs are studied and Cotiteraia Redwood —Finish, 
A y ’ aneling, Siding. 
graded for cutting into quality lumber. Look for the end stamp; SOUTHERN MILLS 
‘ ; ome Cleveland, $. C. » Dumas, Ark. « 
GEORGIA—Paciric a trademark that guarantees limitless timber for Geltan EOS, L tedaen, Mien. & 
: Steelwood, Ala. « Enfield, N. C. 
quality lumber. Southern and Appalachian Mard- 
woods, Shortieaf and Longleaf 
: : : . Yellow Pine and Cypress — Air 
Your orders will be given immediate attention. Dried and Kiln Dried. 


GP) t----- GEORGIA — PACIFIC 


CORPORATION 


Sales Offices: Western Lumber, Equitable Bldg., Portland 4, Oregon; Southern Lumber, Southern Finance Bldg., Augusta, Georgia 
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new STANLEY-HANDYMAN 


° New tools! New fixtures! 
° Exciting new electric sign 
° Features of 1958 program 


NEW TOOLS stanley Handy- way. For example, here are a few NEW FIXTURES Now Stanley 
man is an up-to-date line of tools. of the fast-selling, new tools just offers the new 1958 display fixture 


And Stanley aims to keep it that added to the line: with every improvement that the 
combined experience of manufac- 


turer, wholesaler and dealer de- 
“SURFORM”’—the sensational new sur- veloped in 3 years of successful 
face-forming tools of 1001 uses—wanted selling. This new H2 fixture mer- 


by anyone who sees them, sold to : 

everyone who tries them. Extra blade chandises the 198 tools of the new 
No. 294 fits both — 98¢. T2 Stanley Handyman tool selection 
to best advantage. It is 62 inches 
wide, 30 inches high and the bin 
tray is 16% inches deep. It is solidly 
made of % inch perforated hard 
No. 296__..$2.69 board and hard wood and painted 
IRHA yellow. Complete with bins, 
price tickets and holders, hooks and 
tool racks. 





“NAILMASTER”’—Stanley’s new popu- 
lar-priced all-steel hammer. Chrome- 
plated tubular steel handle. Rim-tem- 


pered face minimizes spalling. Neoprene NEA ELECTRIC 


grip. Also made in 20 oz. curved and 


ox > oz. rip. ‘ies SIGN FREE 
OF CHARGE 


This permanent 9” x 16” 
metal and glass sign iden- 

No. 105 % in._...70¢ tifies your store as Handyman 
Eon . Headquarters. Hang it any- 


cs 
— No. 6350....$4.98 where or set in your window. 


50 FT. STEEL TAPE—white blade “POWER-BORE’’—the only electric It’s a handsome sign of the 
with big black numbers and foot power bit of its kind on the market. times for any store that sells 
markings in red. Smart looking, 6 sizes from ™% to | inch. High 

compact, lightweight. Also made in carbon steel cuts all wood, plastics, Stanley Handyman. 
25, 75 and 100 ft. lengths. plaster, fibre board, laminates, etc. 


Other new tools include a hack saw and blades, new 
aluminum vise, C-clamps, pump pliers, an open-end wrench 
set, Screw-Mates in new one-to-a-card pack, and many more. 





AMERICA BuvuILoOS BETTER AND Lives BETTER with STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric tools 


S TA N L § VY + builders and industrial hardware + drapery hardware « door controls + aluminum windows + stampings * springs 


* coatings « strip steel + steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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Retail Price 
of Tools 
H2 Fixture ($57.50) 
and 198 tools.... $260.85 $305.00 
..198 tools only , 305.00 
Display fixture if 
purchased separately .... 67.50 





HOW YOU GET IT 


Your sign is furnished free when you order 
any one of these: 


$260.85 


or 
Your choice of tools from the Stanley 
Handyman catalog at a total dealer cost 
of at least 


New and powerful advertising of Stanley and Stan- 
ley Handyman tools continues in magazines like 
AMERICAN WEEKLY, THE SATURDAY EVENING 
POST and many, many more. Stock, show and sell 
Stanley Handyman tools. 


| 
& 4 "ans a 
ASE) “ 


The HT3 unit shown below is a new and compact 
Stanley Handyman fixture and tool assortment espe- 
cially designed for the smaller store, or for duplicate 
display at high traffic areas in a large store. Only 
30” x 24” x 11”, the fixture provides selling display 
for a good selection of Stanley Handyman tools. 


Retail Price 
Cost of Tools 
H3 Fixture ($22.50) 
and 73 tools..................$99.50 $115.50 
73 tools only We 115.50 
H3..._ Display fixture if 
purchased separately .... 27.50 


New stuffers, want-list order forms, dealer catalogs, 
window streamers and other helps available to Stanley 
Handyman dealers. See your wholesaler or write 
Stanley Tools, Division of The Stanley Works, New 
Britain, Connecticut. 


STANLEY TOOLS @ The Tool Box of the World 
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uniform quality 
every time in 
aluminum 
jalousies 


built and backed 
by TRUSCON 


Truscon® Aluminum Jalousie Windows are 
designed right, built right... to sell right 
...and to stay sold. Only a window manu- 
facturer of Truscon’s scope and experience 
can give you such consistent high quality— 
quality that never varies, order after order. 


Truscon makes corners square, for true 
fit in the wall. Weatherstripping that really 
seals. Operators that work. Design that 
pleases. In a complete size range for every 


possible job. 


Get into the act. Start making money on 
fast-moving jalousies. Get the full Truscon 


story. Return coupon today. 


TRUSCON STEEL DIVISION - REPUBLIC STEEL 
Dept. C-4414 
1058 Albert Street - Youngstown 1, Ohio 


* TRUSCON STEEL DIVISION 
t REPUBLIC STEEL 


Yes, I'd like to learn more about a really good aluminum A 
TRUSCON 


jalousie. Send me facts. 
Youngstown 1, Ohio 





Name 
A NAME YOU CAN BUILD ON 
i altepemeesiemenieneieeniamemeall 





Firm 


CS eee ee 


ee es ee ee ee ees eee eee eee 


Circle No. 18 on Coupon, page 152. October 14, 1957, AMERICAN LUMBERMAN AND 





Builders Adhesives 
that sell themselves 


«because they’re so easy to use! 





Customers look for adhesives and 
cements that have a good reputation 

. that are easy to use... by the 
handy-man around the house or farm, 
as well as the expert. Adhesives that 
really do a fine job. And save time 
and money. 

A PROFIT LINE 

You have everything that large 
and small builders, contractors, 
farmers and do-it-yourselfers need 
and want... in Flintkote-ATLAS 
Builders Adhesives. Quick-setting 
Floor Tile Cement, non-flammable, 
brush or trowel applied. Wall Tile 
Cement, with high strength and long 
open time. Waterproof Adhesive 
for Linoleum, Cork and Rubber 
Flooring. 

And all the others. Tileboard 
Cement. Asphalt Tile Cement. 
Acoustical Tile and Wallboard 
Cement. Linoleum Paste. Asphalt 
Emulsion—for Underlayment 
and Tile Adhesive. Cove Base 
Cement, etc. 

Get the complete story on the 
Flintkote-ATLAS Line of quality 
adhesives... available from one de- 
pendable source. Ask about mer- 
chandising aids, too. 


THE FLINTKOTE COMPANY 
ATLAS ADHESIVE DIVISION 
80 Rockefeller Plaza, New York 20, N. Y. 


FLINTKOTE 


ATLAS ADHESIVES 
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TESTS SHOW 


UNSURPASSED WEATHERTIGHTNESS 





RECENT AIR 
INFILTRATION 
TESTS 


by the Pittsburgh Test- 
Extra-strong 1-3/32” ing Laboratory reveal 
extruded sections stand ; an amazingly low in- 
up under heavier loads = : filtrat factor af = 
and usage. ; . ‘ litration factor of only 
: 016 C.F.M. for Ware 
Casements . . . which is 
just a fraction of the 
standard of 50 C.F.M. 
set for these _ type 
windows by Aluminum 
Window Manufactur- 
2 f ers Association CA-1 
3/16” ventilator web . a & x 3 . 
gives greater strength, { specifications. 
prevents binding... t 
mokes possible tighter F 7 ’ 
closing. ? © The renewed popularity 
ae 3 : of casement windows 
in many areas is an 
added reason why it'll 
pay you to get all the 
facts on this competi- 
tively priced, time- 
proven Ware Casement. 


Brood faces of vented 
sections assure moxi- 
mum we rotec- 
einen. protec Now completely 


tion thru greater metal- : 
to-metal and weather- weatherstripped— yet competitively priced 


stripping contact. 


) ALITY 4 ny ¢ 
Ss PAN R OU EU 


1204 omy Seem tame cme 
== 





dsisbte. 25th St., Miami, Florida 
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Beautity 
with blocks 


Bruce Block Flooring is distine 
tively different, yet stylishly 
right for all homes. The modern 
geometric pattern is high in 
decorative interest and there’s 
always-appealing beauty in 

the grain and coloring of this 
solid oak floor. Bruce Blocks may 
be blind-nailed to wood 
subfloors or laid in mastic on 
concrete. They are avail- 

able with the famous cost-saving 
Bruce factory finish or for 
on-the-job finishing. Write for 
color booklet. See our 

catalog in Sweet’s Files. 

E. L. BRUCE CO 


Memphis 1, Tennessee 


Hardwood Floors 


Natura 


Furniture by Knoll Associates, Inc 
Photo by Hedrich-Blessing 








EACH 
IN POLYETHYLENE 
BAGS, 10 TO SHELF BOX 


No. 560 MAGNA-TITE SELF- ALIGNING 
MAGNETIC CABINET CATCH 


NEW LOW PRICE FOR AMERICA'S FOREMOST MAGNETIC CATCH 


EACH ) 
CABINET PACK, 100 Cc 
TO BOX, EACH IN 
POLYETHYLENE BAG EA 
SEE YOUR JOBBER, 
OR WRITE TO— 


THE ENGINEERED PRODUCTS CO. 


P.O. BOX 118 FLINT, MICHIGAN 
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Write for a better way 
to bag new business 


If you’re gunning for more business from new construction, Dodge Reports can help improve your aim. 


They point out your live prospects . . . put an end to the hit-or-miss method of finding business. 


If you would like to see how Dodge Reports can build your business . . . 
help your profits mount, just read this coupon, and mail it today! 


TO: DODGE REPORTS, DEPT. 28, 119 WEST 40th STREET, NEW YORK 18, N. Y. 

Yes! I'd like to see how to get more business by knowing in advance who’s going to 
build, what, when, where. 

I want to know whom to contact and when to submit bids. 


I'd like to see some Dodge Reports, and I'd like a copy of your booklet that tells 
how to use this accurate, daily, up-to-the-minute construction news service. 


I understand that I can pick just the area in the 37 Eastern States and the type of 
construction activity that interests me. Also, that I won’t have to wade through mounds 
of data to find the information I need. 


I'm interested in General Building (_]} House Construction [|] Engineering (Heavy Construction) [| 


in the Following Area: - 








NAME NO 7 
os ly, 


vy 


Ue, 


ADDRESS ee 
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Dodge Reports 


as tt aeeeeeconenes omnia — For Timed Selling to the Construction Industry 
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irst in profits .. . 


You can make more profit on Armstrong Textured Cushiontone 


than on any other ceiling tile on the market today! 

Textured Cushiontone gives you an opportunity to make ceil- 
ings one of the most profitable lines in your yard. Dealers enjoy 
profit margins of as much as ten cents per foot on this new 
sound-conditioning ceiling and report tremendous consumer 
enthusiasm and acceptance for it. And no wonder! Textured 
Cushiontone gives your prospects a new kind of low-cost luxury 
ceiling, so distinctive in appearance that it’s especially appro- 
priate in living or dining areas. 








ik ES tc Ss Sigil 





new textured Cushiontone 


For the complete story on this new profit oppor- you how you can make more money buying small 
tunity in Textured Cushiontone and the complete stock quantities of Armstrong Ceilings from you 
line of new Armstrong Ceilings, call your Armstrong wholesaler’s warehouse than you can buying plain 


or wholesaler representative today. He can show tile in carload lots 


Armstrong Ceilings are advertised regularly on Armstrong Circle Theatre (alternate Wednesdays, CBS-TV ). 


Armstrong CEILINGS 


Textured Cushiontone® Full Random Cushiontone 


Decorator Temlok Tile (Tweed Diamond, and Starlite 





) 
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EDITORIAL ON "CASH AND CARRY" (also see page 46) 


Who’s Afraid of the Big Bad Wolf? 


Cash-and-carry competition can be made 


ineffective by the resourceful, aggressive and 
courageous dealer who will carry the fight 


to them. 


1. Accept the fact that you are in a fight. Compe- 
tition is the heart of the free enterprise system. Don’t 
get panicky. Be calm and deliberate in your actions 
and reactions. Keep your temper. Leave emotion out 
of it. Plan your strategy and tactics carefully. You 
have the strength to win. You have a problem in 
confidence building — confidence in yourself — and 
confidence on the part of your customers in you. 

2. Don’t be in a hurry to quote a price. Thoroughly 
explore everything the buyer is thinking of doing 
with the materials. 

3. If the prospect is a consumer, get out to his 
property. You will find that this opens up a whole 
new area for productive suggestions and winning 
sales talks. Buyers are always grateful for really 
helpful suggestions they haven’t thought of. Never 
forget that consumers are willing to pay different 
prices at different times at different stores for differ- 
ent services, viz, clothing—do you always go to the 
bargain store? 

4. If your salesmen will take time to really dig 
into the what, when, where, why and how, and what 
with of the customer’s requirements, it is often pos- 
sible to make an addition, change of specification 
or other “switch” to change the basis of competition 
so that you and the cash-and-carry will not be quot- 
ing on the same items. 

5. Another good technique is to figure up the total 
difference between the cash and carry price and 
yours, then deduct the difference for services and 
arrive at the net differential if any. When this net 
figure is arrived at, translate the deal to a monthly 
payment project and show that the difference is less 
than X dollars and cents a month, when spread over 
a period of time. Some people hate to part with cash 
and will readily accept this type of proposal. 

6. Use testimonials of satisfied customers as props 
in the competitive sale. 

7. Study the list of 40 services rendered by the 
lumber dealer (see Pricing for Profit) and build an 
itemized list of things you are doing for the custom- 
ers that cash and carry won’t do—sketches, blue- 
prints, etc. 

8. Provide a written guarantee of satisfaction or 
their money back, and point out that they can’t get 
that from cash-and-carry—they can’t even return 
unsatisfactory goods! 

9. Get at the complete price for the full needs. 
Figure it out in detail. Never sell on the price per 
M. A difference of $15 per thousand sounds big but 
$15.00 per M on 100 feet is only $1.50. 

10. Refigure vour actual costs on the competitive 
deal after you have all the facts at hand. Perhaps 
you can think of some resourceful way of lowering 
your costs as a basis for a price adjustment. 

11. Advertise your establishment heavily as head- 
quarters for anyone who wishes to build anything. 

12. Always discuss the application labor involved 
in every material sale—offer to provide it, finance 
it and handle the payments to the contractor. 
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13. Recognize cost differences. Cash-and-carry 
yards’ cost of doing business is 10% to 18% of sales— 
yours including all your extra services is around 
20-22%, a difference in costs of about 8%. The cash- 
and-carry people count on turnover to get their re- 
turn on the investment so they are content with a 
3-5% margin on sales. Hence their prices average 
15% below yours. 

14. Get the man to agree that if he deals with the 
lowest bidder he should add a little to the price for 
the risk he runs. C and C prices average 15% below 
yours—nearly *3 of this 15% is made up of costs that 
the consumer incurs instead of the dealer!! Point 
this out to the prospect and then show him that the 
other 5% is made up of conveniences the cash-and- 
carry competitor does not offer, such as displays, 
builders’ library, show room, extra wide selection of 
diversified stocks, credits, costs, etc. 

15. Get schedule of truck rental charges (actual) 
to show the costs of delivery. 

16. Figure out the distance to the cash and carry 
operation from the prospect’s building site and arrive 
at cost of prospect’s (a) gas and oil (b) time (c) 
wear and tear on truck (d) or truck rental (e) haul- 
ing contingent liability because of unfamiliarity with 
traffic rules, inconvenience of digging up cash in 
advance. 

17. Suggest to the prospect that all things being 
equal, he would buy at home and then prove to him 
the essential equality of your proposal. 

18. Find out if the prospect has a cut price situa- 
tion in his own economic life. Suggest the Golden 
Rule. 

19. Meet competition after adding above costs to 
the cash and carry competitor’s price but insist on 
duplicating cash-and-carry service exactly. 

20. Should you switch to complete cash-and-carry? 
Only if you can project sufficient volume to operate 
at 10% to 13% cost. 

21. Expand your counter merchandise items, espe- 
cially those which lend themselves to self-service and 
self selection. They will increase your consumer traffic 
without increasing your fixed expenses. Increase your 
advertising budget to 3% of consumer sales. 

22. Point out to your contractor customers that you 
are creating business every day for them with your 
advertising of homes and home improvement package. 
If they continue to give their patronage to cash and 
carry yards who create no business for them, you have 
only one recourse—to go into the contracting business 
and directly compete with contractors who buy from 
Cash-and-Carry’s. 

23. Dealers who have lost contractor trade to cash- 
and-carry yards and who have gone into the contract- 
ing business after warning their cash-and-carry yard 
buying contractors, have reported very satisfactory 
profits on contracts as well as full material prices. (See 
report starting on page 46, this issue.) 

24. The cash-and-carry boys depend on mailed price 
lists for building consumer traffic. If the dealer will in- 
crease his mailings of home and home improvement 
magazines, many a consumer will come to the dealer 
first because the dealer is talking about the end-use 
packages the consumer is thinking of, instead of mate- 
rial prices which are so confusing to many consumers. 

25. The overwhelming majority of consumers want 
quality in both materials and service—there are cheap 
stores in every line of consumer goods but the real 

(continued on page 44) 
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Facts you should know before you sell power tools 


No. 3 in a series. 


SPACE REQUIREMENTS 


Your best sales potential lies 





in power tools for the home 
owner, and perhaps light in- 
dustrial or school shop tools. 
You don’t want a lot of slow- 
moving, large industrial tools 
that take up valuable floor 
space and appeal only to a 
limited market. But, you do 
want a profitable, complete 
line that will occupy only a 
minimum floor space. 





Mixed brands take more space 
You will find that, by combining 
2 or 3 brands of tools, you can 
get a complete line, but you also 
can end up with costly dupli- 
cation. A ‘‘mixed’’ line often 
looks unattractive. (It may even 
resemble a dirty machine shop!) 
This tool display could take up 
100-150 square feet of floor 
space. However, there is another 
way to display and sell a com- 
plete line of power tools in far 
less space, and the compact group 
is handsome as well. 


Why Magna is 
America’s most 


wanted power tool 


franchise 


OG 


MAGNA POWER TOOL CORPORATION 
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DOUBLE STAND 


Magna takes less than 50 sq. feet! 
Take a look at the diagram 
above. You can display the com- 
plete Magna-Line in a ‘‘single 
island department.’’ Designed 
to meet minimum space require- 
ments, it gives you a complete 
tool department, creatively en- 
gineered with a neat, modern 
appearance. You deal with one 
supplier (on a direct, factory-to- 
you basis) and MAGNA elimi- 
nates space-taking duplication, 
because the major accessories for 
SHOPSMITH (Bandsaw, Jigsaw, 





1. Creative engineering 


2. Market-tailored distribution 

3. Display complete line in less tha 
4. Built-in capacity for today’s mat 
5. Extra profit from repeat business 
6. America’s finest complete line of 
7. Profit you can depend on 

8. Traffic-building merchandising 
9. Selected franchise reserved for s 


Jointer, Belt Sander and 
Sprayer) can also be mounted 
on individual stands and sold 
as single-purpose tools! (Not 
shown in this display dia- 
gram, are MAGN A’s new traf- 
fic-building ‘‘thrifty-three”’ 
power tools — 8-in. Tilt Arbor 
saw, 12%-in. Jigsaw, and 4-in. 
Belt Sander — value-packed 
price leaders to help you “‘sell- 
up’’ to other MAGNA pro- 
ducts.) All this in so little space! 
And don’t forget your customers 
want to save space too! 


Get the facts from Magna 

You may be eligible fora MAGNA 
power tool franchise. Have you 
talked to your local MAGNA Dis- 
trict Manager? He’ll be glad to 
advise and assist you in establish- 
ing a power tool department that 
suits your needs best. Write Fran- 
chise Department 753-A, MAGNA 
Power Tool Corporation, Menlo 
Park, California, for catalogs and 
complete information. 


n 50 square feet 


erials 


power tools 


elected dealers 


Circle No. 23 on Coupon, page 152. 





volume is done by the quality merchants in all lines. 
Sell quality and service. 

26. Put in a bargain corner, bargain lot or bargain 
section in your operation with attractive signs. Buy for 
real bargains and leaders and advertise them heavily 

“You'll always find bargains at Blanks”. 

27. Also buy some cheap merchandise for two pur- 
poses (1) to trade-up the buyer through contrast and 
comparison and (2) to supply the occasional customer 
who wants the very cheapest meterial. If this section 
is large enough, have a cash-and-carry entrance. 

28. Advertise a “take with” price on items which 
would normally require delivery but could be gotten 
into a consumer’s car or truck. 

29. Have one man (preferably an executive) spe- 
cialize in handling cash-and-carry deals. When cash- 
and-carry prices are flashed on a salesman, have the 
salesman say “You want to talk to our cash-and-carry 
specialist, Mr. ’’. and then introduce the prospect 
to him. He should be trained in these 48 techniques. 

30. Ascertain if prospect can wait for delivery. “We 
have some of that material coming in Monday. If we 
don’t have to put it in stock we can do a little better 
on the price.” 

31. Buy some 2x4s, 6 foot, at a bargain price and 
advertise piece, linear foot, and per M prices below 
the price of the cash-and-carry yards for longer pieces. 

32. Have your wholesale suppliers keep on the look- 
out for distressed stocks, specials and bargains that 
will place you in a more competitive position. When 
you lose volume to cash-and-carry outfits your 100% 
loyal wholesale suppliers lose it, too. 

33. You are foolish to carry a brand stocked and sold 
at cut prices by the cash-and-carry operators. Take on 
a competitive brand that will play ball with you and 
carry the fight to them on a “better” brand basis. 

34. Consider the breakeven point. Try to reach this 
every day, then this extra competitive business becomes 
less costly to handle than your regular trade, and you 
can shade your price to meet competition because you 
are not rendering either the tangible or intangible 
service you are giving your other customers. 

35. Offset every dollar of concession to meet cash-and- 
carry prices with extra profits on package sales. You 
can add a 10% to 25% overall profit on both labor and 
materials and still be 35 to 40% below the typical ap- 
plicating contractors’ prices. 

36. Advertise your various credit services—“9 Ways 
to Pay at Blanks”, “A Million Dollars to Lend”, etc. 
Use “as little as’ and “as low as” frequently in your 
ads. 

37. Strive to become the best and most successful 
building products merchant in your area. The tech- 
niques for doing this are known, recorded and available. 
Seek them out, put them to work, and you’ll win out 
over any competition. 

38. End-use package merchandising is the source of 
the extra profits you need to divert your customers 
back from the cash-and-carry suppliers. 

39. The first strategy is to stop the growth of these 
cash-and-carry sales among your customers and in your 
trading area. No business can stand still—it is either 
going forward or stepping backward. When you stop 
the growth of the Cash-and-Carry volume, attrition is 
certain to set in. 

40. Fight for reduced costs in all items except sales 
and advertising investments. (These should be _ in- 
creased. ) 

41. Put incentives to work in your organization for 
both increased sales and reduced costs. Develop a fight- 
ing spirit among your employes. 

42. Hold more frequent meetings with loyal contrac- 
tors and building tradesmen. Enlist your local building 
industry factors, finance companies, etc., in the fight. 


43. Yard fabricate component parts. Cash-and-carry 
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Here is a story to use in training your men to 
compete with cash and carry. It can be related with 
telling effect on certain consumer sales. 


THE AXE STORY 


A certain dealer in North Dakota priced an axe 
to a farmer at $6.85. 

The farmer said "I can buy that axe for $5.35 
from the mail order catalog." 

The dealer said "All right, I'll meet their terms. 
Give me $5.35 plus 45c shipping charges and I'll 
sell you the axe." 

The farmer forked over the money. When the 
dealer finished wrapping the axe he put it up on 
a high shelf. 

The farmer said "Give me my axe." 

The dealer replied "Come in and get it next 
week; you'd have to wait at least that long for 
the mail order axe." 

The farmer got the point, admitted the value 
of prompt local service, walked out with his axe 
and became a good customer who never questioned 
the dealer's price again. 











yards are not geared to do this. Show the contractors 
and consumer customers the overall savings in the use 
of components. 

44. Conduct regularly scheduled training sessions 
for your personnel and cooperating contractors. 

45. Follow-up service after the sale is another way 
to bring customers back to you that might otherwise 
go to cash-and-carry. Making a follow-up call, or send- 
ing a thank-you letter asking if everything was satis- 
factory, are good ways to make repeat buyers. 

46. The basic answer to cash-and-carry competition 
is, of course, compensatory pricing. If this theory be- 
comes a thoroughly established practice in your oper- 
ations, the cash-and-carry boys will have a tough time 
competing with you. (If you do not have the book 
Pricing for Profit, send for one. Price 50c per copy.) 

47. Remember that we live under a free enterprise 
system and that the cash-and-carry yards have as much 
right to be in business as you have. Some day, if they 
keep on growing you may want to own one of these 
yards yourself! As a matter of fact, just as our finest 
department stores have bargain basements, the sur- 
viving lumber and building products merchant of the 
future will have a cash-and-carry or “take with” de- 
partment. 

48. It is also a good idea to keep in mind that no 
single factor can get all the business. Cash-and-carry 
is just another of the many forms of “by-passing”’ 
troubling the lumber dealers. Possibly it would be in 
some cases a good idea to tackle another front—like the 
volume lost to the applicating contractor. If that volume 
could be restored to a dealer, two things would happen: 
(a) the dealer wouldn’t worry so much about cash-and 
carry and (b) the extra profit on the business recap- 
tured from the applicators would provide (atomic) 
ammunition in carrying the fight to the Cash-and- 
Carrys. 


“Count that day lost whose low descending sun 

Sees prices shot to h--l and business done for fun.” 
If you do these things the real question will be “Can 
the cash-and-carry yards compete with us?” 
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GER-PAK -- THE SHORT WAY TO SAY SUPERIOR POLYETHYLENE FILM 





VIRGIN POLYETHYLENE FILM 


Outstanding sales points, 
unlimited uses 


DRAW CUSTOMERS 


Hike up your sales volume with Ger-Pak virgin polyethylene film, the moisture 
vapor barrier material that attracts new customers, satisfies old ones! Versatile 
Ger-Pak film has hundreds of suggestion-selling uses for every contractor, architect, 
carpenter and handy man. It lets you fill every order calling for moisture vapor 
barrier material, equipment covers, painting drop cloths, curing covers and similar 
on-the-job uses. And there’s a whole new source of volume sales in the ever-growing 
agricultural uses of Ger-Pak. So order a sure repeat business getter—order Ger-Pak 
film from your distributor today! 

Out-Features All Others— 

LARGEST SELECTION OF WIDTHS—from 10-in. flashing up to 40-ft. wide. 

CHOICE OF COLOR—Natural, black, and all white Ger-Pak for construction, agri- 
cultural and general uses 

EASY TO HANDLE PACKAGING—Even 40-ft. widths come conveniently packaged 
in 10-ft. cartons. 

FREE DISPLAY AND SALES AIDS HELP BOOST VOLUME—Free ad mats, stuffers, 
printed swatches and other sales aids spark ideas that lead to extra sales! 


Virgin Polyethylene Film 


GERING PRODUCTS INC., Kenilworth, New Jersey 


Designed 
To Meet FHA 
Requirements 


BUILDING PRODUCTS MERCHANDISER Circle No. 24 on Coupon, page 152. 





EXCLUSIVE A.L. DISTRIBUTION REPORT 





What Happens When a 


ASH & CARRY GIANT 


Invades Your Market 


An exclusive report on the Wickes Lumber Co. 


business methods and their impact upon retail lumber 


and building material dealers. 


WICKES 
ensure BY) on 
LUMBER co 


Building Materials 


OPEN MON. SAT. Bae 


ROADSIDE SIGN at left above signals entrance to Wickes Lum- 
ber Co. “rural'’ cash-and-carry yard in New Milford, Ohio. 
Wickes’ is the fastest-growing retail lumber company in the in- 


dustry today. 


While most retail lumber yards have had to scramble 
to keep business on par with last year, the fast-grow- 
ing Wickes Lumber Corp. has stacked up volume in- 
creases each month in 1957, at least at their Ohio out- 
lets. And, reportedly, the increasing volume is being 
sold at a profit generally above that of the average 
retail lumber dealer. 

The success formula is a rigid, one-price cash-and- 
carry policy which brings contractors, customers and 
farmers to Wickes’ rural-highway locations from as far 
distant as 150 miles. 

Wickes’ yards are operated either as Wickes, Wolo- 
han Lumber or Cashway companies. They are located 
in LeRoy, N. Y.; Elwood, Ind.; Springfield, Ohio; and 
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in Gladwin, Milan, Kalamazoo, Davidson, Birch Run, 
Bay City, Freeland, Portage and Hemlock, Mich. The 
Ohio, Indiana and New York yards are the newest. 
10-25% Off for Cash. The Wickes formula pro- 
vides most materials at from 10% to 25% below pre- 
vailing retail prices, quality for quality. Observers 
estimate that markups are 20% to 25%, while cost of 
doing business is about 10% or one-half of the usual 
percentage for dealers. Absolutely no credit is ex- 
tended to any customer. Although the company wil 
refer a customer to a rental truck firm, Wickes itself 
does not deliver a single board. Advertising is confined 
to price-list circulars. All stock is new, comparable with 
materials in any dealer’s yard. No seconds or rejects 
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are sold, thus eliminating the stigma of “junk yard” 
which characterized many cash-and-carry attempts in 
the past. 

Fulfillment system. A customer brings his own car, 
truck or trailer (or a rental truck). He obtains a num- 
bered tag at the entrance to the salesroom. A jacketed 
salesman-serviceman, with memo pad in hand, ac- 
companies the customer to sheds where materials are 
selected and placed on wheeled carts, then rolled to the 
customer’s car or truck. The customer refers to his 
mimeographed price-list while selecting the materials. 

After the salesman-serviceman assists the customer 
in loading his order, both customer and salesman return 
to the office where a sales ticket is written and cash 
received. 

There are no exceptions to the cash policy. Tickets 
are not paid before fulfillment because of likelihood 
that the customer would add or subtract from order 
while filling his order in the shed, necessitating re-write 
of tickets. There is no leakage because salesmen-serv- 
icemen accompany all customers from start to finish. 
Each young salesman is courteous and helpful. although 
he is more of an order-taker than salesman. There is no 
“high-pressure.” 

On lumber, trim and sheathing, returns are forbid- 
den; other items can be returned by sacrificing a 10% 
handling charge. 

In the New Milford yard (pictured), 31 employes 
are kept hustling from 9 to 6 daily except Sunday. Rail 
cars are being unloaded almost constantly. 

Competitive edge. This is obviously a new kind of 
cash-and-carry operation. It is not a junk yard. It is 
clean, efficient. It has appeal for contractors as well 
as consumers who are willing to travel into the country- 
side and spend time and trouble to buy at reduced 
prices. 

The initial Wickes Corp. yards using the specialized 
cash-and-carry method were opened under the name of 
Wolohan Co. and under Cashway lumber companies in 
the state of Michigan. Wolohan is now a division of 
Wickes. These yards still blanket the state and in the 
past five years have forced innumerable dealers to alter 
their methods of doing business. It is no secret that in 
Michigan as elsewhere the Wickes system has forced 
certain small dealers out of business. The after-effects 
of Wolohan and Wickes are in fact still taking place 
in Michigan—only this year the Peacock Lumber Co. 
in Port Huron converted to cash-and-carry; the Lake 
View Drive-In Cashway in Battle Creek is another 
comparatively new changeover. Other dealers have 
taken the opposite turn, competing with 100% empha- 
sis on package selling, land development, building serv- 
ice. The successful package service program of Little 
Rock Lumber Co., Mt. Pleasant and Alma, Mich., re- 
ported in Sept. 2, 1957, issue of American Lumberman 
is a prime example. 

The impact of the 18-month-old Wickes yard in 
northern Ohio has been even more severe than in 
Michigan. This is because the newer branches, which 
include those in Elwood, Ind., and LeRoy, N. Y., are 
larger in size and their operating formula scientifically 
developed after five experimental years in Michigan. 

Undoubtedly the Wickes method will continue to 
spread into new areas. For this reason, American Lum- 
berman conducted a special study of the New Milford, 
Ohio, branch opened in the spring of 1956. 

New Milford is halfway between the major markets 
of Akron and Youngstown, on Route 18. By flooding 
the area with mimeographed pricelists, the New Mil- 
ford yard attracted customers from its inception from 
as far distant as 100 miles. Business has increased each 
month during the past 18 months. 

Dealers in the New Milford area admit that they 
cannot compete pricewise with Wickes because of the 
costs in credit facilities, delivery and other services. 
The Wickes prices are even below the highly-competi- 
tive Cleveland market where big-volume yards work on 
thin margins. 

The "half-way" idea. Immediately after the New 
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CARS, TRUCKS from 100-mile radius are seen at New 
Milford, Ohio, yard of Wickes Lumber Co. Customers in- 


clude contractors, consumers, farmers. 


CUSTOMERS pick up a numbered tag at entrance, wait at 
counter for salesman-serviceman. 


HUGE WAREHOUSE where customers select materials with 


aid of salesman-serviceman. 


MATERIALS ROLLED on carts from sheds to customer's 
vehicle. Serviceman (left above) helps load order. Then, 
serviceman and customer return to office where sales 
ticket is written and cash payment is made. 
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QUALITY FRAMING LUMBER — — Fir 
2x 4's 8 & 16 Ft. Lengths 4 
2x 4's All Other Lengths 
2x 6's All Lengths 
2x 8's All Lengths 
PREMIUM FRAMING LUMBER — Douglas Fir 
2x 6's All Lengths 8 to 20 Ft 
2x 8's All Lengths 8 to 20 Ft. 
2x 10's All Lengths 8 to 20 Ft. 
2x 12's All Lengths 8 to 20 Ft 
Lengths 22 Ft. and Over Add $12.00 Per M Ft. 
2x 4's White Fir 16 Ft. Lengths $110.00 
2x 4's White Fir All Other Lengths , -- e+. 105.00 
2x 6's White Fir All Lengths ; . 110.00 
Spruce Studs 2 x 4's - 8' (Premium) ... 99.50 
Douglas Fir Studs 2x 4's Precision Trimmed to 7' 85%"' Long 105.00 
WESTERN PINE SHEATHING LUMBER 
1x6, 1x8, 1x 10, 1x 12 #4 S45 $ 89.50 
1x8, Ix 12 #3 S45 110.00 
DRY YELLOW PINE 
1x8 S4S $105.00 M |x 6 Centermatch $ 105.00 
WESTERN RED CEDAR SIDING — Beveled — Clear & A-Grade 
(Appro. 50% Each Grade) 
Yoxb $119.75 tA Y2x8 
OAK FLOORING 25/32 x 2!/, Kiln Dried 
| and Better Shorts (15"° Average) $109.50 
#1 Common Red 153.50 
Clear Red 207.50 
FIR FLOORING | x 4 D-Select $115.00 
GARAGE & BARN SIDING 
1x8 Pattern 116 - 106 and | x6 Pattern 106 Kiln Dried 
Western White Spruce $139.50 M 
1x6 Pattern 106 Kiln Dried D Select Fir . 139.50 M 
Dolly Varden — Siding #2 & Btr Beveled White Spruce 
%,""x 8" .. 125.00 M 
(Thoroughly Dried) 
IDAHO PINE PANELING | x 8" and | x 10"' Good Lengths $159.50 M 
REDI-CUT BRIDGING | x3 Random Lengths Lineal Ft. 03'/2c 
\'/ex 2 Pine Cut-to-Length for 2x8, 2x 10, 2x 12 Joists Pr. 12¢ 
Steel Bridging Pr. 12¢ 
FINISH BOARDS — Pine 
4/4 Pine S4S Al) Widths x4 to Ix 12 $170.00 M 
4/4 Pine D & Better Selects All Widths 325.00 M 
6/4 Pine D & Bet'er Selects All Widths ... 350.00 M 
8/4 Pine D & Better Selects All Widths . 350.00 M 
FINISH BOARDS — Spruce 
4/4 Spruce Shelving #2 & Btr 
4/4 Spruce Select - 6"' - 8" - 
4/4 Spruce Select - 12" 
5/4 Spruce Select 
BIRCH BOARDS 
1x 4 Boards - S4S Lin, Ft. 45c Ix 6 Boards - S4S Lin. Ft. 55¢ 
1x 8 Boards - S45 Lin. Ft. 65¢ 1x 10 Boards - $4S Lin. Ft. 75c¢ 
1x 12 Boards - S4S Lin. Ft. 85¢ 
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$149.50 M ¥%x 10 $210.00 
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$170.00 M 
10" 235.00 M 
290.00 M 
310.00 M 


OAK BOARDS 

1x4 Lin. Ft. 15¢ Ixé Lin. Ft. 25¢ 1x8 Lin. Ft. 35c 

Ix 10 Lin. Ft. 45¢ 1x 12 Lin. Ft. 65¢ 

MAPLE BOARDS 

1x4 Lin. Ft. 15c 1x6 Lin. Ft. 25¢ 1x8 Lin. Ft. 

Ix 10 Lin. Ft. 45c¢ Ix 12 Lin. Ft. 65¢ 

ASPHALT SHINGLES 

245 lb. Sealdons - Self Sealing - 5 attractive colors 

215 Ib. Thickbutts - all colors 

250 Ib. Woodtex 

170 Ib. Saf-T-Lok Single Coverage 

230 Ib. Saf-T-Lok Double Coverage 

9" Starter Strip 

18"' Starter Strip 

15 Ib. Asphalt Felt (432 ft. roll) 

30 Ib. Asphalt Felt (216 ft. roll) 
GYPSUM PRODUCTS 

%''- 4x 8 Plaster Board . Sheet $1.45 

".4x 8 Plaster Board Sheet 1.70 

¥%"' -16x 48 Plaster Lath . 34.00 M 
JOINT SYSTEM 

5 lb. pkg. With 60 ft. perfa tape $1.25 

20 Ib. pkg. With 250 ft. perfa tape 3.25 
FIBERGLAS ROLL BLANKET INSULATION 

1'/9"" Thick Economy $35.00 M 

oy Medium Thick 44.50 M 

3" Full Thick 58.00 M 

2" Medium Thick - foil enclosed 72.50 M 
Vermiculite Housefill Insulation Bag $1.20 
ALUMINUM FOIL INSULATION 

500 ft. roll - Foil one side $6.25 

500 ft. roll - Foil both sides ... 0.50 
INSULATION BOARD PRODUCTS 

Ceiling Tile - al! sizes 

Acoustic Tile 

'/,""y 4x8 Interior Wallboard 

¥%"'x 4x8 Interior Wallboard 

25/32''x 2x8 Exterior Building Board 

25/32''x 4x8 Exterior Building Board 

"*y 2x8 Exterior Building Board 

/."'x 4x8 Exterior Building Board 

15'/. x 48 x 5/16 Insulating Shingle Backer (114 Sq. Ft. Bdl.) 
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TYPICAL PRICE LIST issued by Wickes Lumber Co., New Mil- 
ford, Ohio. This is only partial list of materials and merchandise 
in company's price mailer, 
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CASH AND CARRY YARDS 


(begins on page 46) 





Milford yard opened, some dealers started “cash-and- 
carry” departments or cash-and-carry prices in addi- 
tion to service prices. This is in effect a cash discount. 
Some observers said that 25% of established dealers 
in the area experimented with this idea; some yards 
still maintain a cash discount system. However, such a 
split price program (outside of a few selected shorts or 
token ‘bargain bins’) invites trouble. Eventually the 
cash-and-carry customer will demand the same service 
given to other customers. That is precisely the problem 
which has vexed the cash-and-carry dealer in the past: 
regulations were not stiff enough and the cost of doing 
business got out of control. 

Wickes’ cash-and-carry policy is 100% maintained. 
There are no exceptions. 

Regular yard conversion. Another step to meet 
Wickes competition was to convert an established 
service yard into a full-blown, 100% cash-and-carry 
system, eliminating delivery and credit, At least a dozen 
established yards in the New Milford area have made 
this switch. One example is the Wickliffe Lumber Co., 
Youngstown, Ohio, who claim their new policy has 
been successful to date. Another example is the 
Andrews Lumber Co., near New Castle, Penna. 

There is a tendency, however, for the independent 
cash-and-carry dealer to sell seconds and rejects and 
used materials, which results in a “horse of another 
color.” 

New cash-and-carry outlets. In some cases, new 
yards have been or are being established to give Wickes 
direct cash-and-carry competition. In fact, property 
has been purchased by a leading dealer directly across 
Highway 18 from Wickes and a yard is planned for 
that spot. 

In Akron, the Cashway Lumber Co., set up as a re- 
sult of Wickes, reports good volume and acceptable 
profits almost from its opening day. Several others are 
planned in the Akron area. 

To the shower. In almost every community within 
market range of New Milford there has been dealer 
casualties within the past year. The Wickes competition 
plus the general decline in new construction has liter- 
ally forced them out of business. In most cases, other 
dealers purchased these yards and thus have received a 
greater slice of the remaining business. 

Selling service. The dealers who did not switch to 
cash-and-carry are fighting the new development 
through strong promotion of end-use packages, more 
and better financing plans, land development and simi- 
lar merchandising and management programs which 
guarantee good profit and dealer control of building. 
They have accomplished this with success. 

Even if new services have not been established, deal- 
ers are beginning to advertise their standard services 
such as delivery, credit plans, planning counsel, custom 
millwork, ete. In other words, to impress upon both 
consumer and contractor the value of lumber dealer 
services. 

1 Alliance, Ohio, nearby New Milford, Bill Robert- 
son of Robertson Lumber Co. said: 

“The dealers in this town have permanently lost 
about 50% of their contractor sales to the Wickes 
cash-and-carry yard. However, for ourselves we have 
vigorously promoted new homes on our own land, 
pushed packaged remodeling, brought in more store 
merchandise. As a result, we now have lower volume 
but MORE PROFIT. We are indebted to Art Hood and 
his management workshop for the leadership he has 
given us in this direction.” 

Warren E. Carter, president, Carter-Jones Lumber 
Co., Akron, Ohio, said that he could see no reason why 
service yards with good neighborhood retail stores 
could not compete with cash-and-carry. He cites the 
recent opening of his fifth neighborhood branch in 
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suburban Stow, Ohio, as evidence of his faith in a 
service-type establishment, catering primarily to the 
consumer and small contractor. 

“Business in these yards,” Carter said, “has been 
good this year. One reason is that our hardware and 
specialty lines have increase from 17% to 22% of our 
volume during 1956 and I expect eventually that 30% 
of our sales will be with non-lumber lines.” sande 

Other dealers have ventured into panel fabrication 
and/or full-blown contracting business. 


Who buys cash-and-carry? In communities 15 to 
20 miles from New Milford a goodly portion of contrac- 
tors have apparently switched to the Wickes yard on a 
permanent basis. After a 20 to 25-mile point, however, 
the loss of contractor trade by local dealers is at best 
spasmodic. The traveling time and the possible wait 
at the yard of several hours often nullify any savings 
on material. Loomis Laird, owner of several retail 
yards in northeast Ohio, said: 

“When Wickes first opened we had our friendly con- 
tractors come frankly to us, asking ‘what about these 
prices’? We explained how such prices were made at 
the cost of all services, returns, etc., and also advised 
them to figure their travel and waiting time as part of 
their costs. Today we feel that a few from our area do 
go to New Milford, but only a small minority.” 

Selected individual homeowners in nearby towns told 
American Lumberman that they had considered buying 
at Wickes, but that their repair and modernization 
needs were so small that they figured the savings did 
not warrant the trouble. These people would respond, 
apparently, to a pre-cut, self-service, fast pickup shed 
operation at any community yard. 

So although contractors obviously are trading with 
Wickes, it seems that the main draw is with do-it-your- 
selfers working on large projects and farmers. The 
time element is not important to these people. 

There are many women customers at the Wickes 
yard, either buying for their do-it-yourself husbands 
or for contractor husbands. 

Despite the disadvantages such cash-and-carry 
methods incur, the fact remains that sales have in- 
creased monthly at the New Milford yard. Working 
over such a wide area, new customers are created con- 
stantly. Feasibly the company could keep its 30-men 
crew busy if the yard procures only but 1% of the 
lumber and building material business within a 100- 
mile radius. 

Moot question. The big question remains as to what 
effect the entry of additional cash-and-carry yards will 
have on Wickes and on established service dealers. One 
dealer expressed the problem this way: 

“It is my impression that cash-and-carry yards are 
making considerably more net profits than does the 
retailer who renders a complete service. Because of this, 
I am somewhat of the opinion that it will not be long 
before there are so many cash-and-carry yards that 
the margin of profit will shrink to such an extent that 
the majority of cash-and-carry operations will find it 
very difficult to stay in business.” 

In other words, he sees these yards deteriorating 
after the fashion of used-car dealers and wrecking con- 
cerns. The “junk” dealer is a nuisance, of course, but 
not really a tough competitor. 

The manager of Wickes’ New Milford yard is con- 
scious of such a development. He said: “You cannot 
expect to stay in business on a volume basis very long 
if you sell inferior materials, seconds or used junk. We 
will vie with any dealer for quality goods. As a matter 
of fact, you would be surprised at the number of small 
lumber dealers who purchase materials from us.” 


Out West. The cash-and-carry lumber yard is a bone 
of contention in other areas besides the North Central 
states. One region which has wrestled with the problem 
for years is the Nebraska-Western Iowa area. 

The original Western cash-and-carry yards are those 
located near stockyards. After disposing of cattle, 
farmers will load up with lumber from nearby yards 
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3-COL. AD for Wolohan's Cash-Way yards in Michigan includes 
reference to Prompt Delivery Service Available; Very Reasonable 
Rates." 





at cash-and-carry prices. Much of the lumber is low- 
grade, which these dealers defend on the theory that 
farmers in most instances do not need high-grade lum- 
ber. “If a rural dealer does not carry the lowest grades 
of lumber he is not catering to his market,” one dealer 
told American Lumberman. 

For this and other reasons the cash-and-carry sub- 
ject in the West is a highly emotional subject among 
dealers. There is certainly much to be said of a ques- 
tionable nature about some cash-and-carry yards in 
Nebraska. One reporter said: 

“Most lumbermen adhere to ethics in advertising. 
The cash-and-carry yards in the Nebraska area tend 
to use what one could term deceptive or misleading ad- 
vertising. For example, they will advertise 2x4s at $85 
a thousand. When one checks the ad, they will find the 
$85 price is for very low-grade shorts.” 

It is estimated that there are about 15 to 20 cash- 
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VJOINT 


FULL-PAGE ADS and flyers for Wickliffe Lumber Co., Youngs- 
town, Ohio, which converted to cash-and-carry after Wickes Lum- 
ber opened in nearby New Milford, uses unique "package" price 
system. For example, overhead doors are sold 3 for $139.50, or 
singly for $48.95, the "'regular’’ price; 10 pieces of fir plywood 
are advertised for $26.95, or regular price one piece for $2.99. 
All orders for fractions of packages get ‘regular’ price. 





3001 W. FEDERAL ST, RT. 22 Ph Ri 48d 
3710 MAHONING AVE, RT. 18 Ph Sw 9-979 
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CASH AND CARRY YARDS 


(begins on page 46) 





yards located in Western Iowa and Eastern 
catering especially to farmers. 


and-carry 
Nebraska, 

Distribution mess. Even if the operations such as 
Wickes are given a verdict of clean competition (which, 
as reported above, many cash-and-carry yards do not 
earn), the evolution of volume cash-and-carry yards 
causes serious eruptions of building material distribu- 
tion. 


For example, in New Milford, the Wickes company 


NEW "SERVICE" STORE opened recently in Stow, Ohio, by 
Carter-Jones Lumber Co., is in market area of Wickes’ cash-and- 
carry yard. President Carter believes the neighborhood type of 
yard and store with good displays and merchandising can effec- 
tively compete with volume cash-and-carry yards. 


MODEL ROOMS 
for packaging sell- 
ing on installed 
basis is chief com- 
petitive tool against 
cash-and-carry, ac- 
cording to small 
and medium-sized 
Ohio dealers. Dra- 
matic store display 
room at right at 
Falls Lumber Co., 
Cuyahoga Falls, 
Ohio, about 15 
miles from Wickes' 
cash - and - carry 
outlet in New Mil- 
ford. 


sells two national brands of windows at reduced cash- 
and-carry prices. Small lumber dealers, who must pur- 
chase from wholesalers, are naturally up in arms 
against these brand-name manufacturers. And the 
wholesaler is caught in the middle. 

The independent dealer patiently explains that the 
cash-and-carry dealer does not CREATE business; he 
simply siphons off business that is created by the con- 
tinuous local promotion by service dealers. 

It may be that cash-and-carry, even in its best form, 
will adjust itself to a definite but minor place in lum- 
ber and building material distribution. Or, it could 
grow into proportions that will have long-range impact 
upon the entire industry. Meanwhile, if northern Ohio 
dealers are any indication, an alert retailer can meet 
this new competition successfully while the marginal, 
ill-capitalized or poorly-managed dealer faces extinc- 
tion. 





Art Hood discusses the cash-and-carry problem: 


“Who's Afraid of The Big Bad Wolf?” 


(Special editorial in this issue, page 42) 
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THE BIG NEWS COMES FROM YOUNGSTOWN KITCHENS 





NEW 
IDEA 
ADVERTIS 


on 

Youngstown Kitchens 
big 30” 

Jet- Tower 
Dishwasher 


works for you | CLEAN UP TIME? LESS THAN 10 MINUTES WITH 
YOUNGSTOWN KITCHENS BIG 30° DISHWASHER 





No more dinner blues! Just scoop up those Saves even more time, work and worry when 
t ‘em all in the Big 30” 7 t -Tower c e efficie ingstown Kitchens 
D hwas he r—and ie it do the work No ” 
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But sted 30” is more than a time-save 
ver wk-saver; it reduces the hazards of 
germs a bacteria, as no other method can! 


NOW! NO DOWWM PAYMENT...36 MONTHS TO PAY* 


ore s0-11.ToweR, — Frilehens 


« $299.95 


NAME e aoprREess #@ erry at 


This FULL COLOR Advertisement in Better Homes 
and Gardens (November) spearheads a new 
national campaign. BACKED BY A BIG FREE 
PROMOTION PACKAGE, this advertising SELLS, 
SELLS, SELLS, the Big 30” Jets; Tower Dishwasher 
that cleans up to 200 dishes in every load with no 
pre-rinsing. Ask your distributor for your Dish- 
washer promotion package. 

TIE IN...Don’t miss this opportunity to make 
sales when holiday entertaining puts more customers 
in the mood for this work-saving kitchen appliance. 

Check your Distributor or write to Youngstown 
Kitchens, Dealer Dept. AL-10, Salem, Ohio for in- 

, formation on new easy payment plan. It lets you 
DIVISION OF Ait Bueteet = y— offer any Youngstown Kitchens aan for No Money 
nice trad SS Down, 36 months to pay! Also available in Canada. 
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12 CU. YD. BATCHES speed 14 million dollar improvement of New York’s Idlewild Airport. 
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FAST, THOROUGH MIX AND A FAST, CLEAN DISCHARGE: You get both with a Jaeger. no matter if it’s up-hill. Model shown is a 


horizontal-drum type, with rear-lift hoist. 


Above all its other advantages 
a Jaeger mixes better concrete 


It is important to know that today’s 
Model “F” Jaeger is lighter, mounts 
to better advantage, is faster to oper- 
ate and costs even less than previous 
models to maintain. 

But, most important, this latest 
Jaeger gives you, unchanged, the 
Jaeger “Dual Mix” drum and action 
that have out-mixed all other truck 
mixers ever since the famous Hollister 
tests. 

END-TO-END DUAL MIXING, by which 
the Jaeger drum achieves higher 
strength, more workable concrete, re- 
sults from a design combination 
found in no other truck mixer. This 
combination has been developed, per- 
fected and proven over the nearly 30 


BUILDING PRODUCTS MERCHANDISER 


years since Jaeger pioneered the 
truck mixer: 
1: Short, double-coned drum having 
correct ratio of diameter to length. 
2: Continuous mixing spirals of 12” 
minimum width. 
3: Exclusive Jaeger ‘throw back” 
blades which reverse the mix. 
You can easily see the difference. 
When Jaegers and other mixers are 
used on the same short haul pour, 
operators are usually astonished at 
how much less time a Jaeger needs 
to “make a mix.” It shows up, again, 
in Jaeger’s much faster speed of dis- 
charge, often saving several minutes 
where low-slump specification con- 
crete is being poured. 


JAEGER’S 3-SPEED TRANSMISSION pro- 
vides 114 rpm to 16 rpm drum speeds 
at proper engine speeds a complete 
range for charging. mixing and dis- 
charging under all conditions. Loader 
hoppers. drum opening and_ blades 
all are designed to permit the fastest 
intake and discharge of material of 
any mixer built today. 

For more complete information, on 
which to base your selection of a 
truck mixer, talk to your Jaeger dis- 
tributor—or ask us to send Specific a- 
tion TMS7. 


THE JAEGER MACHINE COMPANY 
160 Dublin Avenue, Columbus 16, Ohio 


Jaeger Machine Company of Canada, Ltd., 
St. Thomas, Ontario 
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Strap and wrap for outdoor storage Bundle short pieces, millwork, stakes 


Down come handling and delivery costs 


Unitize what you sell, and save! 


Do you unload, handle, store, count, load and unload things stick by stick, 
item by item? A few cents worth of Signode steel strapping unitizes the 
pieces, makes one out of many. Handling is faster; tallying is simpler; a 
load of lumber is dropped at a job site in minutes; pilferage is prevented. 
With simple, inexpensive Signode tools, you can unitize stakes, shingles, 
millwork, lumber, brick—almost everything you sell—and save on every one. 
For a demonstration and helpful suggestions, call the Signode man near 


you, or write: 


SGNODE | 
cay SIGNODE STEEL STRAPPING CO. 


2605 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal * Toronto 
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NRLDA - AMERICAN LUMBERMAN 
SPECIAL INDUSTRY SURVEY/1957 





Characteristics of the 


MODERN LUMBER DEALER 





PRODUCTS * MARKETS ° SERVICES * SALES 





To provide factual information on current operations 
and facilities of retail lumber and building product deal- 
ers, a comprehensive survey has just been completed, 
jointly sponsored by the National Retail Lumber Deal- 
ers Association and the American Lumberman. 


In addition to new information heretofore unavailable, 


and The Saturday Evening Post. 

The highlights of the new survey, below and on the 
following pages, show the basic development of the 
retail lumber merchant as of the summer of 1957. These 
figures are calculated on a return from 2,101 dealer- 
readers of American Lumberman, representing a re- 


turn of 36% of those surveyed. Replies were received 
by the NRLDA and tabulation made by an independent 
research organization. 


the survey obtained a comparison of dealer growth in 
products sold by measuring the results with a similar 
survey of dealers in 1954 made jointly by the NRLDA 


—Sales for all dealers increased 60° from 1948 to 1956. 


—As an industry, about 39% of sales are to consumers, 39%, 
to contractors, about 14°, to farmers and 8° to commer- 
cial accounts. 


—Product lines continue to expand. For example, appliances 
are now sold by 52.3% of lumber merchants compared to 
10% in 1954; 95.5% sell builders’ hardware compared to 
83.1% in 1954; 41.3% sell lawn and garden supplies com- 
pared to 21.4% in 1954. 


Highlights 
of the 


—Hardware and tools top the list of lines which dealers plan 
to add. Hand tools are already handled by 60.5% of the 
dealers surveyed; of those not selling tools now, 22.6%, indi- 
cated an interest in adding tools soon. 


Retail Lumber 
& Building Product 
Dealer Today 


—Multi-unit dealers sell a broader line of products than single- 
unit dealers. 


47%, of all dealers sell remodeling "packages." 
Of these, 82% arrange financing; 81.4°%, will arrange actual 
construction. 


—64.4°/, of dealers employ salesmen; half of these sell outside 
the store at least part of the time. 


—97.3% of dealers provide delivery (average of 5 trucks per 
dealer); an estimating service is provided by 93.4% of re- 
sponding dealers; 88.3% will suggest contractors to con- 
sumers; 65.7°/, have a plans and design service. 


—Dealers report that they supplied materials for an average 
of 52.8 houses per dealer in 1956. 


Turn page for details... 
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CHARACTERISTICS OF THE MODERN LUMBER DEALER — CONTINUED 





Number of Separate Outlets 


Number of Outlets* Percent of Dealers 


1 82.7% 
2-4 12.8 
5 or more 4.5 


*An outlet is either a local branch outlet or a branch in 
separate town or marketing area. 





Number of Full-Time Employes 


Full time employes reported average 16.1 per dealer 
and 9.5 per outlet. Here is the breakdown: 


Number of Employes Percent of Dealers 


1-9 53.3% 
10 - 19 23.7 
20 - 49 15.2 
50 or more é 
On the average, 2.9 employes have a direct buying func- 


tion. Slightly over 10% of reporting dealers had five or 
more employes with buying functions. 





TYPES OF 


For the industry as a whole, the survey shows that 
39.1% of total dealer sales are made to homeowners; 39% 
to contractors; 13.8% to farmers; 8.1% to commercial 
accounts. oe 

There is a wide variance in percentages from individual 
dealers as to type of customers, however. Only 10.6% of 


1, Sales to Homeowners 


38.1% 
ESS 


21.8% 


DEALER FACILITIES 


DEALER PERSONNEL 


CUSTOMERS 





Number of Retail Stores 


Of lumber dealers responding, 88.3% operate a retail 
store, 70.3% of whom built new or remodeled their present 
store during the past five years. 14.6% of those same deal- 
ers plan to build another store in the next two years; 
36.5% plan further remodeling within two years. 

39.4% of responding dealers have self-service-type store 
fixtures. 

Of the dealers who do not currently have a retail store, 
53.1% report they plan to build a new store or remodel 
their yard to include store facilities within the next two 
years. 





Number of Sales Employes 


64.4% of lumber dealers report they regularly employ 
salesmen. The average is 4.2 salesmen per dealer — half 
of whom make regular sales calls outside the yard and 
store. Salesmen employed regularly: 


% of Dealers 
AllSalesmen Outside 


Number of Salesmen 


0 per dealer 
1 per dealer 
2-4 per dealer 
5 or more per dealer 
(Construction mechanics are regularly employed by 
21.9% of dealers.) 





the dealers, for example, did from 75% to 100% of total 
sales with homeowners. 

The following charts compare the percent of dealers 
doing various portions of sales with each of the types 
of customers: 


2. Sales to Contractors 
31.2% 


/ 


a 





4 
ZZ. 
) 
a 
% 


25=49% 50-74 15—100% 


3. Sales to Farmers 


41.4% 


12.3% 


- 5.8% 
S_= 2.4% 
DEALERS _ _ 
SALES R k 25=49% 50-74% 75<100% 


56 





25-49% 50=—74% 75—100% 


4. Sales to Commercial Concerns 


58.3% 


6.3% 


DEALERS: 5 == 1.0% 0.8% 





Sales: 0% 1~24% 25-49% 50—74% 75=100% 
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yes indeed — 
whitest in the bag— 
whitest in the mix— 
whitest in the 


completed job! 


TRINITY WHITE 
TRINITY WHITE 
TRINITY WHITE 


Trinity White is a true portland cement made from materials that 
are free from color minerals. It is an intense and very beautiful white. Makes 
the most attractive of all concrete, either in the pure white or with tinting 
pigments added. A favorite with architects and builders and with 
do-it-yourself home owners. For dealer information write quan a» en amen ananasanan 


Trinity White, 111 W. Monroe St.. Chicago 


| : i liad 
fl ' x = mre 
i : . 
* 
pony. 
s white | os snow | } / 
plain or waterproofed 1 ms y 
| tt 








a product of GENERAL PORTLAND CEMENT CO. 


CHICAGO + DALLAS + CHATTANOOGA «© TAMPA + LOS ANGELES 


Send for your copy of this new 
populor booklet for consumers. 
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CHARACTERISTICS OF THE MODERN LUMBER DEALER — CONTINUED 


——TYPES OF MARKETS —BY END-USE OF PRODUCTS— 


New Housing 


Lumber dealers report they supplied materials for an 
average of 52.8 houses per dealer in 1956. 


25.8% of dealers reported that they were actively en- 
gaged in actual construction of homes in 1956. On the 
average these dealers built 25.5 houses — 13.5 on contract 
12 on speculation. 


Lu-Re-Co (Lumber Dealers Research Council) pre-as- 
sembly method of components, or a similar system, was 
reported in use by 11.5% of dealers. Another 9.1% indicate 
they plan to start the manufacture of house parts within 
two years. 


Millwork or woodworking shops are maintained by 
50.7% of lumber dealers. 





Type of Service % Dealers Providing 


Delivery of materials 97.3% 
Estimating ; 
Recommendation of Contractors 

Financing Assistance 





Practically all lumber dealers advertise to attract cus- 
tomers and to maintain patronage. They spend an aver- 
age of 1.3% of sales for advertising. Lumber dealers use 
all media available to them, including distribution of spe- 
cially-edited consumer shelter magazines which they spon- 
sor in their area. Compared with results of the 1954 
NRLDA-Saturday Evening Post survey, dealers have in- 
creased their use of advertising during the past three 
years. Present percentages, by media, are listed at right. 





DEALER SERVICES 


HOW DEALERS PROMOTE 


FASTEST GROWING LINES 


Home Improvement 


Homeowner sales include repair, maintenance and big- 
ticket remodeling. From 25% to 47% of dealers reported 
active sales of complete end-use “packages” for home im- 
provement; 82.1% of these will arrange time payment 
plans and 81.4% will arrange for actual construction. 
Typical “packages” and percentages of dealers now sell- 
ing each: 
Package % of Dealers Selling 
Roofing 
Combination doors 
Siding 
Insulation 
PRN Sa la Gyo, 5 sig vig whinins a& ce ones Nye 6 oe : 
Flooring 
Add-A-Room 
Porch enclosures 
Attic remodeling 
Basement remodeling 
Bathroom remodeling 








Type of Service % Dealers Providing 
Cutting Lumber to Size 

Plans and Design Department 

Rental Tools and Equipment 

Clinics, Demonstrations 





Advertising Media Used by Dealers 
Medium Regularly Used % Dealers Using 
Classified Telephone Directory 
Newspapers 
Direct Mail 
Radio 
Magazines 
Television 





The product lines which have enjoyed the highest per- 
centage increase in number of lumber dealer outlets in 
the past three years are as follows: 


% of Dealers Selling 
1957 


Appliances ..........c0020+- 520% 10.0% 
Bathroom cabinets, accessories 60.2 83.7 
Builders’ hardware 95.5 83.1 
Glass 86.5 63.7 
Hand tools ....... ; 60.5 53.6 
Insect screening .. ee Ay 79.0 
Ladders 78.6 68.7 


Products 





Products % of Dealers Selling 
1957 1954 





Lawn and garden supplies .... 41.3 21 
Masonry supplies 90.7 81 
Paint and sundries 91.4 81. 
Power tools 52.7 42. 
Vinyl] floor tile 52.5 25.9 
Wood Paneling .. ee) by 


4 
4 
7 
5 


(Survey results continued on page 60) 
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ON DISPLAY ! D-aS DE DOOR HAR 


CONCEALER 
® 


DWARE 


Acme Concealed Fold-Aside Door Hardware fits any standard opening from 2’0” to 80”. 


It has all the superior features of Acme Series 2000 Fold-Aside Door Hardware, plus these extras— 
Pivots and nylon guide wheels are completely concealed from either side of the door. 


An adjustable aligner keeps doors closed tightly and eliminates the need for 


anything on the floor, even center guides. 
Doors can be easily adjusted vertically and horizontally after hanging. 
Doors can also be quickly removed without disconnecting the hardware. 


With Acme Concealed Fold-Aside Door Hardware, stylish, low-cost Fold-Aside doors 
can be installed anywhere in the house. 


Available in packaged sets or bulk from your Acme jobber today. 





ACME APPLIANCE MANUFACTURING CO. 
> (ACME), 200 East Railroad pontoon California 


© Acme Appliance Mfg. Co., 1957 
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CHARACTERISTICS OF THE MODERN LUMBER DEALER — CONTINUED 





Per Cent of 
Types of Products 


hase 52.3% 


EERID MOWING occsccensicsecsssssoncss Ome 
Built-in Range Hoods ............ 25.7 
Dishwashers : 
SPERMINE RITES. coc ecccencsodsssesesces 
PENNING BOURIND cose scscessessacoonssvsene 
Ranges, Electric 

Ranges, Gas 

Refrigerators 
ico tahassune 


Bathroom Cabinets and 
Accessories 


Builders’ Hardware .................... 95.5 
Cabinet Hardware 91.4 
Closet Hardware .. 88.4 
Hinges ... vee BOQ 
NN cn sas Comsinehieopbebes 93.5 
Sliding Door Hardware ........ 93.3 


Doors 97.6 
Combination 
Folding 
Flush 
Louvre 
rd Panel 


Electrical Supplies .................... ¢ 32.0 
Lighting Fixtures 
Electrical Sundries ................ : 


Fencing 
Steel 
Wood 


Flooring 
Hardwood 


Garages 
Garages (complete package) 36 
IE SEN a & 
Garage Door Hardware 


“Doubie- Glazed U nits eee bee 
OS OD ee ee F 


Window 
Translucent Panels 


Hand Tools 


Heating and Plumbing .......... 
Air Conditioning Equipme nt. 
Heating Equipment 
Pipe and Conduits .... 
Plumbing Supplies 
Water Heaters 
Water Pumps 





Of dealers reporting, 43.4% said that they are seriously 
considering taking on additional lines of products: 


% of Dealers Planning 


Lines Planned 
Hardware and tools 
Heating and plumbing . 
Electrical supplies 
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Dealers Selling 


TYPES OF PRODUCTS DEALERS SELL 


Per Cent of 


Types of Products 
Dealers Selling 


— continued 





Per Cent of 


Types of Products 
Dealers Selling 


— continued 








Insect Screening 
Aluminum Wire 
Bronze Wire 
Steel Wire 
Fiberglas .... 
Plastic 


ae a eee 95.6 
Aluminum Foil 
Glass Wool 
Rock Wool 
Vermiculite 
Wood Fibre 


Kitchen Cabinets .......:0.00:0i.....000 67.0 
Cabinets, Steel 17.9 
Cabinets, Steel, Wood-Faced 9.1 
Cabinets, Wood ) 


78.6 
OA RSE ee 24.3 
78.1 
Magnesium 6.6 


Lawn and Garden Supplies ...... 41.3 
NBER on. ccscvasnnovosense 18.6 
RFR TU OTN BONE oo osccsececcssecccscssesecee 34.5 
Oe he 6 {na ; 55: 
Garden Tractors 
Power Mowers ...............- 
Sprinklers 


Hardwood 
Redwood 
Southern Pine 
Western Pine 


Masonry Supplies ............00........ ‘ 


Brick 

Cement 

Clay Pipe 
Concrete Block 
Lath, Gypsum 
Lath, Metal 
Plaster 
Ready-Mix Plant 
Sand, Gravel 


Nails, Screws, Nuts & Bolts .... 


Paint & Sundries ...................000 ¢ 


Paint 

Abrasives 

Adhesives 

Brushers and Rollers 

Glazing & Calking 
Compounds 


ADDITIONAL LINES PLANNED 


Appliances 


22.6% Millwork 


Masonry supplies 


Plastics 
Plastic Laminates 
PIBBUC PIDC s.0sccivvcsiessscrsesccrnasy OO 0 


J 98.0 
geben 85.4 
Softwood 96.3 


Power Tools 
Bench 
Portable 
Resilient Floor Coverings 
Asphalt Tile 
Linoleum 
Vinyl Tile 
Vinyl Asbestos Tile 
Roofing 
Asbestos 
Asphalt 


Wood Shingles .... 


Sheathing 
Gypsum 
Insulating Board 
MP MDUOEL © gacsebtuacvesaceccissaxcoenaneioveecice 93.3 


RN as ccchntcnr sachs cacpksh tiv setaveates 96.5 
PAIN RRIII 5 cincccicdcconcssscosenbaconsnee 23.5 
Asbestos 
Hardboard 
Insulating 
Wood 


Wall & Ceiling Coverings.......... ‘ 
Acoustical Tile ‘ 
CRT THOTT -osscccsescceccsconnsoose 
Insulating Board 
Plastic Paneling ..................0008 33. 8 
Prefinished Hardboard ......... 
Wallboard 
Wall Tile 
Wood Paneling’ ............ccceseceeees ( 


Windows 
Aluminum 
Steel 
Wood 


(Types of Windows) 
PPOUN TROY isccncssssssicscsceescens 
Casement 
Combination 
Horizontal Slide 
Picture, without flankers ...... 
Picture, with flankers ............ 
Awning type 
Projected 
Basement type 
BMAD sccdincessiicos cacti cussesectoveseanss 


NWaANoNnveyaAOoN 


Om I-III 4W08HO 
© 


mR OD 





Lawn and garden supplies 


Resilient floor covering's 


Paint 
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House in rear, built by Saul Sonnier, was 
roofed with conventional strip shingles. 


SEAL-TABS are on house in front, and 
Audrey couldn’t blow one tab loose! 


HURRICANE AUDREY couldn’t budge 
Flintkote self-sealing, hurricane-resistant 


SEAL-LAB Shingles! 


Remember what Hurricane Audrey 
did to Texas and Louisiana! Left 
thousands homeless! Ruined or 
damaged thousands of homes! 


Yet... Audrey more than met her 
match in Flintkote SEAL-TAB 
Hurricane-resistant Shingles. Not a 
single SEAL-TAB was even lifted! 


Many letters were received by 
Flintkote in praise of the unbeliev- 
able tenacity of SEAL-TABS. Here 
is what Mr. V. P. Pierret, Lafayette, 
La., builder, said: 

“T made it a point to check all the 
SEAL-TAB Shingles I used in the 
homes I built and to my satisfaction I 
found that what these shingles were sup- 
posed to do, they did, and in a superb 
manner. They held the ‘‘Fort’’ and didn’t 
let a shingle loose. This is an excellent 
shingle, believe me. 

“You may rest assured that all of my 
future homes, new and re-roofed ones, 
will have this shingle on them.” 


FLINTKOTE 





Another Lafayette, La. builder, 
Mr. M. P. Dumesnil, Jr. writes: 

“SEAL-TABS withstood the hurri- 
cane winds very well, while the conven- 
tional shingles were torn off the roofs 
pretty generally. As a result, I intend to 
use FLINTKOTE SEAL-TABS on 
all my homes in the future.” 

And Mr. Paul V. Nohe, Jennings, 
La. building supply dealer writes: 

“During this storm there was not one 
SEAL-TAB Shingle lost on any roof, 
and to the contrary, regular shingles were 
blown off in all sections. There is no 
doubt in my mind that from now on 
SEAL-TAB Shingles will sell like hot- 
foolish not to 


cakes and a person is | 


buy them.” 


Get ready for the big demand for SEAL-TABS! 
Get in touch with your Flintkote 
supplier today. Or write for com- 
plete information to The Flintkote 
Company, Building Materials 
Division, 30 Rockefeller Plaza, New 
York 20, New York. 


Onuginator of the 
Asphalt. Strupp 


Seals itself down! Each SEAL-TAB Shingle 
has a strip of special Flintkote-developed 
adhesive, factory-applied on the underside 
of the butt. SEAL-TABS are self-sealed by 
the heat of the sun—making a sturdy, 
weather-tight roof. 


Easy application! SEAL-TAB Shingles are 
easily and quickly applied on new housing 
or over old roofs. Their exclusive aluminum 
strip retards the adhesive action until the 
shingle is applied—prevents delays and waste. 





cet O84 Oirums 
Ge * o 
* Guaranteed by > 
Good Housekeeping 
« * 
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NRLDA Plans Big 


Exposition Program 


LEADING FIGURES at the Building 
Industry luncheon, Thursday, at the Con- 
vention Hall will be Albert M. Cole, 
Housing and Home Finance Administrator, 
left, and Paul Ely, president, NRLDA. 


gs » 
KEY CONVENTION PLANNERS are 
Paul V. DeVille, chairman of the 1957 


NRLDA Exposition Committee, left, and 
T. Merritt Ludwig, clinic chairman. 


Here are the details of what you will see at the exciting 


show in Philadelphia, November 4-7. 


All roads point to Philadelphia 
for the fourth National Retail 
Lumber Dealers Exposition, Mon- 
day through Thursday, November 
4-7. 

New products, exhibits, demon- 
strations and down-to-earth clinics 
are expected to draw a record num- 
ber of dealers from California to 
Maine and from North Dakota to 
Texas. 

Convention headquarters will be 
the recently-opened Sheraton Hotel. 
The exhibits, demonstrations and 
luncheon clinics will be held in the 
Philadelphia Trade and Conven- 
tion Center, just 10 minutes by cab 
from downtown hotels and five min- 
utes from the Pennsylvania and 
B. & O. stations. The Center is just 
a block from the University of 
Pennsylvania campus. Parking 
space is available for 1,200 cars. 

NRLDA exhibits, clinics and 
demonstrations will occupy almost 
five acres. In addition to the 180,- 
000 square feet of area within the 
building, there is 31,000 square 
feet, where a pole shed will be lo- 
cated and materials handling dem- 
onstrations held. 

Luncheon clinics will be held in 
the 9,000 square foot air-condi- 
tioned ballroom with a seating ca- 
pacity of 1,250. In addition to snack 
bars, the Center’s air-conditioned 
restaurant has a seating capacity of 
800. 

Special entertainment is being 
planned, including a full calendar 
of social events for the ladies. The 
principal event will be the dinner- 
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dance and entertainment on Wed- 
nesday night. The entertainers will 
include Roger Price, gag writer 
and TV personality, singers Earl 
Wrightson, Lois Hunt and The 
Brigadiers. 

Many months of preparation and 
hard work has gone into the pro- 
gram. Dealers from all parts of the 
country have not only been active 
in arranging the details, but will 
actively participate in many of the 
sessions. 

Paul V. DeVille, president, The 
DeVille Lumber Co., Canton, Ohio, 
is chairman of the 1957 NRLDA 
exposition committee. T. Merritt 
Ludwig, executive vice-president, 
Merritt Lumber Yards, Reading, 
Penna., is chairman of the Exposi- 
tion Clinic Committee. 

Other members of the Exposi- 
tion Committee are: H. W. Black- 
stock, H. W. Blackstock Lumber 
Co., Seattle; Phil Creden, Edward 
Hines Lumber Co., Chicago; Deyo 
W. Johnson, Wm. H. Deyo Co., 
Inc., Ellenville, N. Y.; Robert A. 
Jones, executive vice-president, 
Middle Atlantic Lumbermen’s As- 
sociation, Philadelphia; Aren Kas- 
lander, Chas. Bahr & Son, Inc., 
Verona, N. J.; Watson Malone III, 
Watson Malone & Sons, Philadel- 
phia; Jack Pomeroy, executive vice- 
president, Lumber Merchants Asso- 
ciation of Northern California; 
Oertell Collins, president, Forest 
City Lumber Co., Savannah, Ga.; 
R. A. Schaub, Northern Indiana 
Lumber & Coal Co., Whiting, Ind.; 
Martin C. Dwyer, exposition direc- 
tor, Washington, D. C. 





IA 


CLINIC MODERATORS 
AT NLRDA EXPOSITION 


me bh’ 

RUSSELL W. 
NOWELS, "'Estima- 
ting the New Way 
— Simple and 
Easy,’ Wednesday 
luncheon session. 


GORDON J. 
LAWLER, "Remod- 
eling Profit-Rama," 
Tuesday noon, Con- 
vention Hall ball- 
room. 


ARTHUR E. 
CLIFFORD, ''Per- 
sonnel are Respon- 
sible for Profits," 
Thursday breakfast 
clinic, Sheraton 
Hotel. 


JOHN R. NOW- 
ELS, ‘Profit Plan- 
ning for Small 
Yards,"' Wednesday 
breakfast clinic, 
Hotel Sheraton 
ballroom. 


ART HOOD, 
"Profit Planning for 
Large Yards,'' 
Tuesday breakfast 
clinic, Hotel Sher- 
aton. 


DEYO W. JOHN- 
SON, ‘Storage 
Buildings for Mech- 
anical Handling," 
Monday at 2:30 
p.m., Convention 


ELIAS NUTTLE, 
“Solution to Your 
Materials Handling 
Problems," Thurs- 
day at 2:30 p.m. 
Meeting room at 
Convention Hall. 


MAURICE R. 
LARGE, "Getting 
More Farm Busi- 
ness,'' Tuesday 
breakfast clinic, 
Warwick Hotel. 





hi 





RAYMOND C. 
TYLANDER, ‘'Mer- 
chandising Lu-Re- 


WARREN CAR- 
TER, ''Cash-and- 
Carry versus Con- 
ventional Lumber- Co and Component 
yards,"" Wednesday Construction Meth- 
luncheon clinic, ods," Tuesday and 
Conventional Hall. Wednesday, 10-12 room. 

and 1:30-3:30, 
Convention Hall. 


Daily Exposition Schedule 


Below is the schedule of events for NRLDA's fourth 
national exposition in Philadelphia, Monday through 
Thursday, November 4-7, at press-time. Any additions 
will be reported in the next issue of AMERICAN LUM 
BERMAN, October 28. 

Note that two breakfast clinics are scheduled concur- 
rently, one at the Warwick Hotel, the other at the Shera- 
ton Hotel. The luncheon clinics will be held at the Conven- 
tion Center. 


MONDAY 


7:45 a.m.—Kickoff breakfast, Sheraton Hotel ballroom. 
Welcome by Mayor Richardson Dilworth. Last-Minute 
program announcements before boarding special busses 
for the Convention Hall. 


10-12—Materials handling demonstrations. 


12 noon—Luncheon clinic, "Estimating the New Way— 
Accurate and Easy.'’ Russell W. Nowels, president, 
Nowels Lumber & Coal Co., Rochester, Mich., clinic 
chairman. (Panel to be announced.) Place: Convention 
Hall ballroom. 


12 noon—Luncheon clinic, "How to Get Mortgages for 
Small Towns," G. Hunter Bowers, William D. Bowers 
Lumber Co., Frederick, Md. (Panel to be announced.) 
Place: Convention Hall. 


2:30-4 p.m.—Materials handling clinic, ‘Storage Build- 
ings for Mechanical Handling," Deyo W. Johnson, 
Wm. H. Deyo Co., Ellenville, N. Y., clinic chairman. 
Panelists: Earl Brenneman, Little Rock Lumber Co., 
Alma, Mich.; L. R. Aldrich, Aldrich & Co., Billings, 
Mont.; W. J. Salmon, Building Supply News, Chicago; 
Grant T. Facer, Kaiser Aluminum & Chemical Sales 
Co., Chicago. Place: meeting room near demonstration 
area, 


TUESDAY 


7:45 a.m.—Breakfast clinic, "Getting More Farm Busi- 
ness." Maurice R. Large, Farmville, Va., is dealer chair- 
man. Also on the panel are Homer Frakel, Versailles, 


BUILDING PRODUCTS MERCHANDISER 


DWIGHT L. 
DAVIS, ''Making 
Kitchen Moderniza- 
tion Pay,"’ Wednes- 
day luncheon, Con- 
vention Hall ball- 


HOA 


HARRY V. BAL- G. HUNTER 
COM, "Developing BOWERS, ‘How to 
Housing Sites and Get Mortgage 
Improving Contrac- Money for Small 
tor Relations,’ Towns,'' Monday 
Wednesday break- luncheon, Conven- 
fast clinic, War- tion Hall. 
wick Hotel. 


HAA 


Ohio; A. B. Russell, Wolcott, N. Y., and Arthur J. 
Henry, Neffs, Penna. Place: Warwick Hotel ballroom. 


7:45 a.m.—Breakfast clinic, "Profit Planning for Large 
Yards." This clinic is sponsored by AMERICAN LUM- 
BERMAN. Art Hood, chairman ot the editorial board, 
is co-chairman with George Withy, W. R. Shaw Lum- 
ber Co., South St. Paul, Minn. Panel members also in- 
clude Charles West, West Lumber Co., Atlanta, Ga.; 
Ed Mathieu, Mathieu Lumber & Supply Co., Blue 
Island, Ill, and John C. Lunney, Rob-Lun Lumber & 
Builders Supplies, Niagara Falls, N. Y. This clinic is 
intended for dealers having an annual volume exceed- 
ing $250,000. Place: Sheraton Hotel ballroom. 


8:30-10:30—Hour-long conducted tours of stores, yards, 
warehouses and dock facilities. (See ‘Field Trips” for 
details.) 


10-12—"'How to Merchandise Components and Com- 
pletely Packaged Homes.’ Place: room at the north 
end of the Exhibition Hall. 


12 noon—Luncheon clinic, ‘Remodeling Profit-Rama,"’ 
sponsored by AMERICAN LUMBERKMAN. Gordon J. 
Lawler, editor, and C. Albert Stephan, Peter Lumber 
Co., Philadelphia, are co-chairmen, Uther panel mem- 
bers are J. H. Coman, Jr., Coman Lumber Co., Dur- 
ham, N. C., and R. A. Parker, R. A. Parker Lumber Co., 
Ponca City, Okla.; Norbert Coutu, president, Coutu 
Lumber Co., West Warwick, R. |. Piace: Convention 
Hall ballroom. 


1:30-3:30 p.m.—''How to Merchandise Components and 
Completely Packaged Homes." Place: room at north 
end of the Exhibition Hall. 


2:30-:4 p.m.—Materials handling clinic. Progress report 
on test program of unitized lumber shipments in which 
284 retail dealers, 66 mills and 30 lumber wholesalers 
are participating. W. J. Salmon, Building Supply News, 
Chicago, moderator. Panelists: J. C. O'Malley, O'Mal- 
ley Lumber Co., Phoenix, Ariz.; George Flanagan, Elk 
Lumber Co., Medford, Oreg.; John Moeling, Sterling 
Lumber & Supply Co., Chicago; G. F. Prange, National 
Lumber Manutacturers Assn., Washington, D. C.; Paul 
Williams, Winton Lumber Sales Co., Minneapolis. 
Place: meeting room near demonstration area. 

(continued on page 64) 
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WEDNESDAY 


7:45 a.m.—Breakfast clinic, "Land Development and Im- 
proving Contractor Relations.’ Harry Balcolm, Bolin- 
ger Lumber and Supply Co., Bossier City, La., clinic 
chairman. Other participants are Richard Schaub, 
Northern Indiana Coal and Lumber Co., Whiting, 
Ind.; D. C. Dawkins, Dawkins Building Supply Co., Jack- 
sonville, Fla.; Harold E. Moser, Moser Lumber Co., 
Naperville, Ill, and J. DeForest Venter, DeForest & 
Hotchkiss Co., New Haven, Conn. Place: Warwick 


Hotel ballroom. 


7:45 a.m.—Breakfast clinic, ‘Profit Planning for Small 
Yards." This clinic is planned for dealers having under 
$250,000 volume. John Nowels, vice-president and gen- 
eral manager, Nowels Lumber & Voal Co., Rochester, 
Mich., and Jack Parshall, executive editor, Building 
Supply News, are co-chairmen. Also on the panel are 
William Stine, Stine Lumber Co., Bryan, Ohi; John 
Seiler, O. H. Paddock Lumber Co., Pana, Ill., and Cole- 
man Stromwasser, Freehold (N. J.) Lumber Co. Place: 
Hotel Sheraton ballroom. 


8:30-10:30 a.m.—Hour-long tours of stores, yards, ware- 
houses and dock facilities. (See ‘Field Trips" for de- 
tails.) 


10-12—"'How to Merchandise Components and Com- 
pletely Packaged Homes.” Place: room at north end of 
Exhibition Hall. 


12 noon—Luncheon clinic, '"Cash-and-Carry versus Con- 
ventional Yards." Warren E. Carter, president, Carter 
Jones Lumber Co., Akron, Ohio, clinic chairman. (Panel 
members to be announced.) Place: Convention Hall. 


12 noon—Luncheon clinic, “Making Kitchen Moderniza- 
tion Pay.'' Dwight L. Davis, vice-president, H. & S. 
Lumber Co., Charlotte, N. C., clinic chairman. (Panel 


members to be announced.) Place: Convention Hall 
ballroom. 


1:30-3:30 p.m.—''How to Merchandise Components and 
Completely Packaged Homes." Place: room at north 
end of the Exhibition Hall. 


2:30-4 p.m.—Materials handling clinic, “How | Profited 
from Mechanization." James T. Eliason, J. T. & L. E. 
Eliason, Inc., New Castle, Del., moderator. Panelists: 
William E. Hyne, F. T. Hyne & Son, Brighton, Mich.; 
Otto Lieber, Lieber Lumber Co., Neenah, Wis.; Ralph 
Brach, Pine Bush Builders & Farmers Supply Co., Pine 
Bush, N. Y.; James H. Coman, Jr., Coman Lumber Co., 
Durham, N. C.; J. J. Walker, Walker & Hallowell, Inc., 


Sarasota, Fla. 


THURSDAY 


7:45 a.m.—Breakfast clinic, "Personnel Are Responsible 
for Profit." Discussion of salesmen's compensation and 
incentives. Arthur Clifford, president, A. W. Burritt Co., 
Bridgeport, Conn., clinic chairman. (Panel to be an- 
nounced.) Place: Sheraton Hotel ballroom. 


12 noon—Building Industry luncheon. Builders, bankers, 
realtors and architects will be guests. Albert M. Cole, 
Housing and Home Finance Administrator, will be the 
main speaker. Paul Ely, NRLDA president, will be mas- 
ter of ceremonies. Place: Convention Hall ballroom. 


2:30-4 p.m.—Materials handling clinic. "Solution to Your 

Materials Handling Problems," Elias Nuttle, Nuttle Lum- 
ber & Coal Co., Denton, Md., moderator. Panelists: 
Stuart S. Caves, Jr., S. S. Caves, Inc., Honeoye Falls, 
N. Y.; Frank Hankins, Jr., H. H. Hankins & Bro., Inc., 
Bridgeton, N. J.; Leonard Koenen, Mayfair Lumber 
Co., Chicago; Joseph A. Moran, Wister-Heberton 
Lumber Co., Philadelphia. 


UC 


SEEING LUMBER UNLOADED from a freighter will be a high- 
light of the guided field trips scheduled for Tuesday and Wed- 
nesday, 8:30-10 a.m. 


FIELD TRIPS 


Conducted tours of store, yard, warehouse and dock 
facilities will be available on Tuesday and Wednesday, 
Nov. 5-6. Tours will run from 8:30 to 10:30 a.m. and 
will be about an hour in length. 

Dealers will have an opportunity to watch lumber 
being unloaded from a freighter at Pier 179; a tour 
through Weyerhaeuser Lumber Company’s tremendous 
storage area; a trip through the J. R. Quigley ware- 
house (180,000 square feet), one of the largest mill- 
work houses east of the Mississippi; a tour of the 
Watson Malone and Sons timber yard. 

Guides will describe the work in progress at each 
stop and dealers will have an opportunity to ask ques- 
tions. Transportation will be provided by special busses 
picking up passengers at the downtown headquarters 
hotels and returning them to the Exposition Hall. 

Watson Malone III, a past-president of NRLDA, is 
chairman of field trip operations. 


(continued on page 68) 
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“EVERYTHING HINGES ON HACER /: 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street * St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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...a hard-selling 
Aluminum Building 
Products department 
in just 12 feet! 


Alcoa’s brand new merchandising display makes it 
possible for you to profit from the powerful $1,000,000 
new Care-free Building Products promotion. Right now 
over 50 million people—architects, builders, consumers 
—are being exposed to Care-free Building Products 
through television and magazines alone! 

The merchandising display both shows and sells the 
Care-free Building Products you handle—no matter how 
many or few. Helps you sell do-it-yourselfers as well as 
builders and their home-buying customers. The service 
includes complete blueprints, identifying sign, product 
source list, and how to use and sell from the display 
itself. And on every Alcoa Care-free Building Product 
you display, the now-famous Alcoa Care-free tag flags 
your customers down and helps you sell. 

For big profits fast, become the Alcoa Care-free Build- 
ing Products Dealer in your trading area. Fill in and 
mail the coupon for complete details . . . today for sure! 


Aluminum Company of America, Pittsburgh 19, Pa. 


Designed by Joseph A. Guillozet 


Mr. Joseph A. Guillozet is the 
country’s leading authority on lum- 
beryard and building supply dealer 
merchandising. His plans for dealer 
displays and stock turnover are rev- 
olutionizing the building products 
industry. Dealer profits in stores that 
he has counseled on merchandising 
have been tremendous. 


Care-free Building Products 
1971-K Alcoa Building, Pittsburgh 19, Pa. 


Show me! Give me all the facts about your new Merchandising 
Service for Lumber and Building Supply Materials Dealers. No 


obligation, of course. 


My name 
Firn 


\ddress 


See this display at the 
NRLDA Convention in NEW! 


2 AS 


Ee 


wy 


“ALCOA THEATRE” 


Exciting Adventure 


Philadelphia, Booth ¥ p 7. Alternate Monday Evenings 
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the special materials handling demonstrations each day. 


MATERIALS HANDLING CLINIC 


Demonstrations of materials 
handling equipment and _ clinics 
covering shipping, handling and 
storage will be held Monday 
through Thursday. Electrically- 
powered handling equipment will 
be demonstrated for the first time 
at an NRLDA show. Over $500,000 
worth of equipment will be seen in 
action. (See daily exposition sched- 
ule for details. ) 

Standing by for the first unload- 
ing demonstration will be over-the- 
road semi-trailers, unit-loaded by a 
mill to fill an actual stock order for 
a Philadelphia yard. A_ portable 
dock and ramp will be demonstrat- 
ed. Use of steel strapping and pro- 
tective coverings for outdoor stor- 
age of lumber and other materials 
will be shown. 

Dealers will see the mechanical 
stocking of conventional lumber 
bins, utilizing end-loading equip- 
ment, side roll-off, conveyors and 
push-pull with “A” frames. The 
specialized uses of straddle and lift 
trucks will be demonstrated with 
particular emphasis on the smaller 
fork trucks. 

Other sections of the outdoor 
program will show efficient use of 
mechanical equipment in order as- 
sembly of lumber and building ma- 
terials, using end-loaders, fork 
trucks, semi-live skids and other 
materials handling equipment. 
Truck loading and delivery meth- 
ods will be shown, loading mixed 
orders and unloading at the job 
site. 

The demonstrations will be held 
10-12 each day, Monday through 
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Thursday, in the South Exhibition 
Hall and an adjoining outdoor area. 
The Monday morning program will 
be repeated on Wednesday and the 
Tuesday program on Thursday. 


Warehouse program. A model 


warehouse display 80’x100’ will 
show an ideal layout from the 
standpoint of utilizing available in- 
door storage space. The display 
area will contain lumber and most 
types of building materials nor- 
mally stocked in a dealer’s ware- 
house. Lumber and building mate- 
rials will be displayed in manufac- 
turers’ standard shipping units. 
Demonstrations will show the effi- 
cient use of materials handling 
equipment in the warehouse. 


Pole shed. A 28’ x 40’ umbrella- 
type pole shed will be erected in 
the center of the demonstration 
area. One section of the shed will 
be equipped with conventional type 
lumber storage racks. Lumber un- 
loaded from semi-trailers and rail 
cars will be strapped, covered and 
moved across the area by modern 
materials handling methods and 
placed in storage racks in the pole 
shed. Lumber and building mate- 
rials will be taken from storage and 
used in demonstrations of mech- 
anized assembly and over-the-road 
truck loading. 


Special rail cars. These will in- 
clude the box car containing unit- 
loaded lumber; a bulkheaded flat 
car; a plugdoor box car and a 
loaded piggyback car. The cars will 
be open for “walk-in” inspection on 
the railroad siding in the rear of 


Room Reservations 


For room reservations at the NRLDA 
exposition, write direct to the address 
below. Confirmation will be received di- 
rect from the hotel. Your request should 
state number of rooms, names of occu- 
pants and approximate rates desired; day 
and hour of arrival; day and hour of 
departure; your name, also name and 
address of your company. 

Mail your request to: NRLDA Housing 
Bureau, Juniper and Filbert Streets, Phil- 
adelphia 7, Penna. 











the demonstration area during Ex- 
position hours on all four days. 


Clinics. Daily clinics on materials 
handling subjects will be held Mon- 
day through Thursday from 2:30- 
4 p.m. The sessions will be held in 
an acoustically-treated meeting 
room at the west end of the South 
Exposition Hall. 

“Storage Buildings for Mechani- 
cal Handling” will be the Monday 
topic. The panel will list specific 
recommendations for types of new 
buildings and will detail methods 
and costs of converting existing 
structures for efficient mechanical 
operation. 

The Tuesday clinic will be a 
progress report on the test program 
of unitized lumber shipments in 
which 284 retail dealers, 66 mills 
and 30 lumber wholesalers are 
already participating. 

“Success Stories” will be the 
subject of the Wednesday clinic. 
An all-dealer panel will handle this 
program, using films and slides to 
illustrate the various operations 
under discussion. 

“Perfecting Your Handling Sys- 
tem” will be the theme of the 
Thursday session. New ideas, gim- 
micks and methods will be stressed 
with tips on training equipment 
operators. Under consideration is 
an additional Thursday clinic which 
would run concurrently with the 
regular clinic. This would be a 
basic course for the dealer who 
wants to get the ABC’s of the sub- 
ject. 

Field trips will give dealers a 
chance to see materials handling 
equipment in every-day use. Visits 
are scheduled to the nearby Weyer- 
haeuser lumberyard and the J. R. 
Quigley warehouse, which has been 
largely converted to a mechanical 
handling operation. 

“Our program is geared to meet 
the materials handling require- 
ments of the small dealer,” says 
Stuart S. Caves, Jr., clinic chair- 
man and himself a successful user 
of materials handling equipment in 
his home town, Honeoye Falls, 
N. Y. (See “3 Big Benefits from 
Lift Truck,” American Lumberman, 
May 138th, page 61.) 


(More NRLDA News 
turn to page 72) 
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You sell this Easi-Bild* Pattern for $1.00. That 
leads to a sale of up to $90's worth of Sisal- 
Glaze, lumber, paint and fittings. 


New Sisal-Glaze Sunhouse-Greenhouse 
Backed by BIG National Promotion 


Sisal-Glaze is the new exciting plastic discovery that everyone is talking 
about. It is absolutely plate-glass clear . . . semi-rigid . . . low cost . . . and 
will last for years and years. 


And unlike ordinary glass or any other low-cost plastic, Sisal-Glaze 
continuously transmits ultraviolet rays. 


Think of the market you have of people who would like their own small 
greenhouse, if they could afford it. Now they can! 


Think of all the people in your community who would like to sun 
tan all winter in their own back yard. Now they can! 


An Easi-Bild Pattern shows them how to build, provides a complete list of 
materials, step by step assembly illustrations everyone can follow. You sell 
pattern customers Sisal-Glaze, lumber, hardware, paints — a minimum sale 
of $90.00. 


The Sisal-Glaze Sunhouse-Greenhouse will be featured in national advertis- 
ing this Fall. A complete Promotion Kit is available in- 
cluding 6 Easi-Bild Patterns, plus, counter displays, 





The Sisal-Glaze Sunhouse- 
Greenhouse will be advertised in 
these magazines with a total 
circulation of over 8,000,000: 


HOUSE AND GARDEN 
HOUSE BEAUTIFUL 
NEW YORKER 
CAPPER’S FARMER 
FLOWER GROWER 
POPULAR GARDENING 
FLOWER AND GARDEN 
HORTICULTURE 


r.M. REG 


American SISALKRAFT Corporation 


205 W. Wacker Dr. 
Chicago 6 


55 New Montgomery 
San Francisco 5 


folders, newspaper mats, etc. Ask your distributor or 
Sisalkraft representative. 


101 Park Ave. 
New York 17 
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window variety 


The illustrations on these pages are part of a 
big Curtis Window Selector Chart, now being 
used by Curtis Woodwork dealers to speed 
sales of Silentite and Style-Trend windows. 

Hailed by lumber and woodwork dealers as 
one of the biggest merchandising aids in many 
years, this chart enables the customer to select 
window styles and sizes quickly without having 
to leaf through a bulky catalog. 


The time-saving is tremendous. And even 
more important, the wide variety of the Curtis 
Silentite and Style-Trend window lines pro- 
vides windows for every taste, every purpose 
and every purse. 

Curtis also offers a Door Selector Chart— 
equally effective in selling. These are selling 
tools you can use in your business to boost 
sales and profits. 























Picture windows combined with Silentite casements 
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builds sales for dealers 








Curtis Style-Trend removable gliding windows 


CurtiS 


woooworR« 


prenrir 


SILENTIT Are you satisfied with your window and door sales and profits? Curtis offers 
the 


window the most complete line made. May we give you complete information? 


CURTIS 


WOODWORK heart of the home 


CURTIS COMPANIES INCORPORATED, Clinton, lowa 


Clinton, lowa ¢ Wausau, Wisconsin @ Chicago, Illinois ¢ Sioux City, lowa @ Lincoln, Nebraska 
Minneapolis, Minnesota @ New London, Wisconsin @ Oconto, Wisconsin 
Scranton, Pennsylvania @ Charlotte, North Carolina 
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PHILADELPHIA 
NOVEMBER 4-7 


BUILDING 
PRODUCTS 
EXPOSITION 
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NRLDA HIGH LIGHTS (begins on page 62) 





HOW TO MERCHANDISE components 
and completely packaged homes will be 
discussed at morning and afternoon clin- 
ics both Tuesday and Wednesday. 


COMPONENT CLINIC 


How to merchandise components 
and completely packaged houses 


1958 SALES BUILDER STORE 


Because of the enthusiastic re- 
ception of American Lumberman’s 
model store at the Chicago show 
last year, dealers will view a show- 
room about double the size of the 
Chicago model. The new store will 
cover an area of 5,400 square feet. 
It is a copy of a recently-opened 
midwest yard. 

The store is designed to encour- 
age self-service of both lumber and 
building materials with special em- 
phasis on lumber in self-service 
sizes. Store fixtures will be fur- 
nished by the W. C. Heller Co. and 





Visit A. L. Booth 


Professional store design and 
merchandising advice will be 
available by American Lumber- 
man’s consultants at our booth 
No. 724 located near the main 
entrance. 

James N. Lindenberger, Chi- 
cago architect and consultant to 
American Lumberman in store 
design, will be available for con- 
ference. Photographs, sketches 
and floor layout plans for many 
of the buildings designed by 
Lindenberger will be on display. 

Paul Ergang, a member of 
Sears Roebuck & Company’s 
store planning staff for many 
years and formerly a merchan- 
dising executive for Macy’s, New 
York City, will also be available 
for consultation on interior store 
layout and merchandising prob- 
lems. 

Members of American Lum- 
berman’s editorial staff will be 
on hand to answer questions. 
You'll be welcome whether you 
drop by for advice or just to get 
acquainted. 











will be covered on Tuesday and 
Wednesday with both morning and 
afternoon sessions. Morning ses- 
sions will be from 10-12 and after- 
noon sessions from 1:30-3:30. Ses- 
sions will be held in an acoustically- 
treated meeting room at the north 
end of the Exhibition Hall, just off 
the main exhibit floor area. 

Topics scheduled for discussion 
are: personnel needs for component 
construction; type of machinery 
required; investment needed; mer- 
chandising components; follow- 
through with contractors; financ- 
ing; profit potential. Three subjects 
will be covered in the morning and 
three in the afternoon. 

The switch from the clinic dem- 
onstrations of previous conventions 


the Franklin Hardware and Supply 
Co., a Philadelphia jobber, will 
supply the hardware inventory. 

An illustrated booklet document- 
ing every department will be avail- 
able at the store. Streamlined text 
will highlight the important fea- 
tures. The booklet will provide deal- 
ers with a permanent reference on 
store design, display, traffic flow 
and merchandising. 

Several retail dealers in the area 
are expected to cooperate in stock- 
ing the store with merchandise. 
The NRDLA display panels will be 


WHAT TO SEE AND DO IN 


One of the most historic cities 
in the country, Philadelphia offers 
dealers and their families plenty of 
ways to enjoy their spare time. 
Here are some of the places you 
may like to visit. 


Independence Hall — home of 
the Liberty Bell. Declaration of 
Independence signed here. 


Betsy Ross House — first Stars 
and Stripes made here. 


Walking tour — 30 spots of his- 
torical significance are indicated in 
a pocket-sized folder available at 
the NRLDA registration desk. 


Valley Forge — see actual can- 
non manned by Washington’s hun- 
gry army in the winter of 1777-78 
and the entrenchments they dug. 
It’s a 1,500-acre park of great 
beauty. 


to merchandising techniques _in- 
volving components is expected to 
draw a large audience. Monday is 
left open for conducted tours 
through the components area, 
where a number of modular units 
manufactured by exhibitors will be 
displayed. 

A full-scale bench for the pro- 
duction of Teco trussed rafters will 
be displayed and Teco engineers 
will be available for questions on 
trussed rafter fabricating and 
merchandising techniques. Techni- 
cal information will be available to 
enable dealers to set up fabrication 
facilities for Teco trussed rafters 
with a minimum investment. 

Clinic co-chairmen are Raymond 
C. Tylander, treasurer, Tylander’s, 
Inc., West Palm Beach, Fla., and 
Raymon Harrell, research direc- 
tor, Lumber Dealers’ Research 
Council. 


seen in action throughout the store. 
Many of the manufacturers, whose 
products will be shown, have adopt- 
ed the NRLDA panels as a standard 
method of displaying their prod- 
ucts. The panels will feature mer- 
chandising and end-use promotion 
kits prepared especially by exhibi- 
tor manufacturers to fit the display 
panels. 

A question-and-answer clinic on 
merchandising methods will be held 
in an adjacent meeting room. The 
owner and manager of the original 
store will be on hand to answer 
questions. Phil Creden, merchan- 
dising manager, Edward Hines 
Lumber Co., Chicago, is clinic 
chairman. 


PHILADELPHIA 


Sightseeing tours — these in- 
clude the U. S. Mint, the Naval 
Base, the Museum of Art, Fels 
Planatarium and Academy of Mu- 
sic. (Concerts by the Philadelphia 
Orchestra are scheduled for Nov. 1 
and 8 at 2 p.m. and Nov. 2 and 9 
at 8:30 p.m. Advance information 
by writing Mrs. Catherine Haley, 
Academy of Music, Broad and Lo- 
cust Streets, Philadelphia.) 


Sporting events — Universary 
of Pennsylvania football team will 
play Harvard on Nov. 2 and Yale 
on Nov. 9 at Franklin Field. Phila- 
delphia Eagles will play the Detroit 
Lions in a professional game on 
Nov. 10. 


Frank Buechley, president of the 
Middle Atlantic Lumbermen’s As- 
sociation, is chairman of the Ex- 
position Entertainment Committee. 
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Amazingly successful way to sell 
top-profit lawn and garden tools 
































6 dozen matched Green Thumb tools in mobile self-serve Tool 
Island. Retail value $211.21. Price to dealer $127.27* deliv- 
ered, if ordered before December 15. See your Green Thumb 
wholesaler. 


*Slightly higher in West 





What it is doing 
for others, it 
will do for you 


Thousands of dealers tell us this 
Green Thumb Merchandiser is 
the best set-up they have had for 
selling. Steel Goods —that it 
increases customer self-service, 
impulse buying and multiple pur- 
chases — that it has sold more 
first quality tools than anything 
they have ever used. 

You can see why. The GREEN 
THUMB Merchandiser puts a 
complete matched selection of 
garden tools in a small (24%4x4 
ft.) space, in an up-front or out- 
side traffic location, and encour- 
ages self-service. 

Order yours now for next Spring, 
along with other needed items of 
Steel Goods. Take full advantage 
of your 5%% early order discount. 


THE UNION FORK & HOE COMPANY 
Columbus 15, Ohio 


Typical Testimony of 
Thousands of Dealers 


“Sells tools we had never stocked 
before and thought would not sell 
ALLEN BUILDING SUPPLY, Boise, 
Idaho 


Easy to move to any part of the 
store and stock is easily controlled 
COWLEY’S LUMBER & HARDWARE, 


Olathe, Kansas 


Surely helps to sell more tools.” 
CHARLIE’S PAINT & SUPPLY, Wo 


burn, Massachusetts 


“| credit my sales to your wonderful 
stand.’' JOHN'S LUMBER HARD- 
WARE, Mt. Clemens, Michigan 


Having no wall display, your tool 
island has put me in the garden tool 
business."’ BRADBURY HTS. HARD- 
WARE, Washington, D. C 


We built a garden department 
around this island with seeds, fer 
tilizers, lawnmowers and other gar 
den and lawn merchandise. It not 
only increased tool sales about 25% 
but also helped sell the other gar- 
den goods."’ LEHMAN HARDWARE, 
St. Louis, Missouri 


‘Displays tools so customers can 
handle them. We like it WOLFE 
& REECE, Boonville, North Carolina 


“Altho we have a well lighted wall 
display, we find the Green Thumb 
island a tremendous help with the 
impulse buyer. Already have had to 
place a fill-in order.’’ SMITH HARD- 
WARE & IMPLEMENT, Clinton, 
Oklahoma 








ESTIMATING CHARTS 
FOR 
FARM BUILDINGS 


By E. A. Malm, Architect 


The latest revised 
Estimating Charts 


; 


struction detail 
Plank 


PRICE $15.00 


Order From 
American Lumberman, 
139 N. Clark, Chicago, 2. 


RECREATION ROOM doubles as a Junchroom 


and materials display room. 


Pool Hall, Recreation Room 


Also Do a Good Sales Job 


Canadian lumberman provides an employe recreation area, which 


also serves as a permanent display for floor tile, paneling and building 


materials. 


Setting aside part of its facili- 
ties as an employe recreation room 
10 years ago, Snetsinger Lumber, 
Ltd., Dundas, Ont., also created a 
practical, in-use display of build- 
ing materials. 

Besides providing a comfortable 
place for employes to relax during 


October 


coffee breaks, the area is also 
used for special club meetings and 
ladies’ nights. At Christmas, Snet- 
singer holds a special party for 
customers in this room. Three 
years after the recreation room 
was opened, the firm expanded its 
employe recreation facilities to in- 
clude a pool table. 
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NEIGHBORHOOD LUMB 


NHrOLESAz « 


PLYWOOD 
HARDBOARD 


-iStri buto" 


PLYWOOD - HARDBOARD - LUM 








Suburban dealers know 


it’s smart 


to buy from jobbers! 


And smart dealers everywhere know the jobber as 
a prompt, reliable source of supply. He carries a 
complete and varied stock, which reduces your 
inventory problems. The jobber also helps you 
with his information about the local market, his 





EVANS 


PRODUCTS COMPANY 


manufacturers of w 


EVANEER FIR PLYWOOD 





BUILDING PRODUCTS MERCHANDISER 


sales promotion ideas, his fund of general knowl- 
edge. And remember, your jobber can receive 
both Evaneer plywood and Evanite hardboard 
in the same carload. That’s another reason why 
it’s smart to do business with him! 


EVANS PRODUCTS 0, DEPT. $-10, PLYMOUTH, MICH. © 


_ Sales Offices: Plymouth, Mich.; New York City; Chicago; 
, Tampa, Fla.; Coos Bay, Ore. | : : 


Evans Products Company also produces: fir lumber; Evanite 
* battery separators;‘railroad Idading equipment; trutk and 
bus héaters ‘ond = systems; bicycles and*velocipedes. 


. s = P 


“ EVANITE HARDBOARD * >. ee Bs ce 
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monthly feature for dealer-fabricators 





Special 3-Part Report on 


COMPLETE PARTS for one 
house are loaded on 2!/2-ton 
truck by Limoges Lumber, 
Lewiston, Me. The 40° gable 
end is loaded by 10-ton fork 
lift. 


FINISH-IT-YOURSELF PANEL PACKAGES 


On the assumption that people will always appre- 
ciate savings in home construction and will use their 
own sweat to achieve these savings, many lumber re- 
tailers continue to develop and sell building materials 
packages for self-erection or for self-finishing of new 
homes. 

A new twist in this market is dealer use of Lu-Re-Co 
(Lumber Dealers Research Council) panel construc- 
tion, which gets the framing up fast for the self- 
builder. A small-crew can fabricate the panels in any 


76 


dealer’s shed or shop. (This is a franchised system. ) 


The precision cutting of panels, trusses, etc., as well 
as other materials makes work easier for the amateur 
builder. 


Three examples of using Lu-Re-Co for this market 
are shown in articles on the following pages, from 
California, Florida and Maine. It is significant that 
each of these reports concerns a modest-sized yard, in 
a typical dealer market. 
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The MAN with the MONEY 
gets a remodeling job ... 
quality lumber is 

always in the picture! 


The Man with the Money ... the man who has money to spend for your lumber . . . 
doesn’t have to be a big operator to be a mighty valuable customer. The independent carpenter 
who’s in business for himself, for example, turns out a lot of work. In fact, he does 
a huge percentage of all residential remodeling jobs. 
And remodeling is one place where quality lumber definitely pays off for the Man with the Money. 
Its appearance must be clean and bright. It must be smoothly milled to exact dimensions. 
And it must be thoroughly kiln dried so it “stays put” once it’s nailed in place; so it holds paint. 
The Man with the Money knows he'll get lumber with these qualities when he specifies a reputable brand name. 
More and more carpenters are specifying the premium quality KD Ponderosa Pine lumber 
end-stamped with the “Indian Sign.” — it, and you'll be a man with money, too! 
Here’s the kin quality and dependability the custome: in 
e the fine, soft texture of high- aheabe timber . kiln dried . precision milled 
e brand identified clean, bright appearance; waxed ends_ e consistently graded 
e carefully handled and loaded e speedy, dependable delivery the year ‘round 


That's the kind of lumber — and service — Southwest a rs! 





SOUTHWEST BRAND PONDEROSA PINE LUMBER 
Made to please the Man with the Money—your customer 


') Southwest, 


SIDING + SHEATHING + SUB-FLOORING + ROOF DECKING + PANELING + INTERIOR FINISH 


General Offices: P.O. Box 908, Phoenix, Arizona 
Mills at Flagstaff and McNary 











BUILDING PRODUCTS MERCHANDISER Circle No. 34 on Coupon, page 152 





AMAZING 


“Build-it-Y ourself’ 


MOUNTAIN OB VALLEY 


HOMES 


- UNDER ROOF, 


hd 
Pa hd 
* 
ie. see 





COMPLETE 2 BEDROOM PACKAGES AS LOW AS $2495.00 «:»<:0-. 





G, 


Check These Features 


MONA ES 


| MOUNTAIN 


UNDER ROOF 
@ Low Cost IN A DAY 


@ Pre-Packaged THE 
Delivery 

@ Build It Yourself 

@ Engineered Design 


VALLEY HOMES ” 


GIBSON LUMBER 


ANTEED PRICE. 


Guaranteed Price... 


GUARANTEED PRICE IS EXACTLY WHAT WE MEANI SIMPLY WALK INTO 
OUR OFFICE, EXPLAIN YOUR NEEDS AND WALK OUT WITH A GUAR- 


COMPLETE 2 BEDROOM PACKAGES AS LOW AS 2495 (naviu 








California dealer’s program— 


Panel Package for Everyone 


With a modest-sized fabrication crew, 


Gibson Lumber 


merchandises panel system and counsels those who want to do 


work themselves. 


More than 30 Lu-Re-Co packages, 
most of them on a do-it-yourself or 
finish-it-yourself basis, were sold 
from April to July of this year by 
the modestly-sized Gibson Lumber 
Co., Merced, Calif. Jack G. Gibson, 
president, said: 

“We had to redesign Lu-Re-Co to 
fit our regional requirements, but 
our results have thus far been better 
than we expected, even though we 


have been faced with a tight money 
situation.” 


Type of packages. Gibson 
breaks down his Lu-Re-Co packages 
between the complete do-it-your- 
selfer and the finish-it-yourselfer. 
(He also has a program pending for 
contractors as well as the complete 
packaged house for consumers. ) 

The build-it-yourself plan in- 


COME IN OR WRITE FOR YOUR FREE BROCHURE 


IBSON 
UMBER 


OPEN ALL DAY SATURDAY 


FULL-PAGE WIDE newspaper ad shows 
Gibson Lumber's emphasis on one-day 
erection of Lu-Re-Co homes and cabins. A 
12-page brochure available to prospects 
gives details of the materials package 
plans. 


cludes “step-by-step” plans from 
laying out foundation to hanging 
factory-finished cabinets. Eight 
hours of job supervision is given to 
the self-builder, at his convenience. 

The company arranges for job- 
site demonstrations. On every do- 
it-yourself job Gibson will take four 
to seven prospects to the job site 
and explain the details of construc- 
tion. If possible, says Gibson, the 
prospect is also taken to watch a 
contractor’s crew in action. Gibson 
says: 

“We have found that this is the 
most impressive way to convince a 
prospect that Lu-Re-Co can be con- 

(continued on next page ) 
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Only a real star can pass this kind of “screen” test 


Fiberglas is coated 
with sinewy vinyl. 
It is bonded at 
each intersection 
of the weave. 


MAGNIFIED 4 times larger than actual size. 


These two famous names || USS CYCLONE SCREENING 
"tan REASON WHY more and more homemakers are insisting — Ot"Ehediuy * ! gp on Bacereg, mth 
upon FIBERGLAS for their window screens and screen doors is that Screening, , and Galvanized. 
they’ve found a real “‘star’’ in this material. It has undergone the 
most rigorous tests that can be imposed on a product —and USS WSS 
CYCLONE FIBERGLAS SCREENING has passed them with flying oh deat 


Wh, CYCLONE 


What is FIBERGLAS Screening? It is not a plastic. It is made 


from pure glass fibers—coated with vinyl—woven and bonded. SCREENING 


Hundreds of glass fibers are combined in each strand. 


MADE WITH 

, itis bonded, or fused, at each intersection _ 'treduces glare, won't stretch or shrink, 
of the weave. won't stain, never needs painting, re- OWEns -COanING 

, Wt has superior burst strength, as proved by sists seashore climates, heat, moisture IBERGLAS 
fests conducted according to procedures and industrial fumes. 4 
outlined in Federal Specifications L-S-137. 


But these are only a few of its many advantages which offer 
you exceptional opportunities for more sales and profits. For the 
complete story on USS CycLoNnE FIBERGLAS SCREENING, just 
fill in and return the convenient coupon. Write for our free descriptive literature today 


Se: A WE Bae WO AE Te LAG PT CME eee” 


CYCLONE FENCE DEPARTMENT e@ AMERICAN STEEL & WIRE DIVISION, 
UNITED STATES STEEL CORPORATION 


Waukegan, Illinois * Sales Offices Coast-to-Coast * Pacific Coast Headquarters, Oakland, California 
United States Steel Export Company, New York 


USS Cyclone © 
FIBERGLAS’ Screening 


os 


Cyclone Fence, Dept. GG-107, Waukegan, Ill. 


Please send me complete information 
on USS CyYcLone FIBERGLAS SCREENING. 
Alsoon OC Aluminum Screening 
Bronze Screening 
C) Galvanized Screening 


Company 


Address 


State 


moe cms cam i nib Oe th cia cine om ones em wl 
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OFFICE BUILDING is of Lu-Re-Co panels—"The Gibson Way”. 
It was built last May, completed cost $5.28 per square foot. 
Size: 24'8"' x 40'8". Exterior is of Masonite Ridge-groove. 


ao ml P 


GIBSON “GOLDCREST" PACKAGE is sold on build-it-yourself 
basis for $4,440. This is 3-bedroom design, 1,020 square feet, 
plus attached garage. 


structed easily, and drives home the 
idea that anyone can build our pack- 
age home.” 

Gibson Lumber arranges con- 
struction loans for the do-it-your- 
self builder. 

For the customer who wishes only 
to finish the package, the Gibson 
Lumber Co. provides a_ building 
service which includes the follow- 
ing: 

Footings, foundations and 
subdeck. 
Erecting wall 
trusses. 
Applying roof sheathing and 
finish roof. 

Setting interior partitions. 
Installing heating, plumbing, 
electrical. 


panels and 


“From a current cost sheet pre- 
pared by local sub-contractors for 
Lu-Re-Co homes and labor costs by 
contractors, we can carry the con- 
struction to any point the customer 
desires,” explains Gibson. 
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Cabins or ranches. The Merced 
dealer has a panelized cabin pack- 
age which retails for as low as 
$2,495. Then there are several 
standard ranch homes of Lu-Re-Co 
design, either two bedrooms or three 
bedrooms. For the customer who 
wants a complete job he may select 
any design of his choice. 


Smart promotion. The Gibson 
building program of package selling 
is getting off to a good start partly 
because of planned promotion. 

First, the company’s office is a 
Lu-Re-Co structure. This acts as a 
selling point in itself. Next, the 
dealer has been advertising in the 
newspapers and over the radio. 

Gibson’s entire sales story is now 
included in a 12-page brochure 
(each page 514x814) which empha- 
sizes the speed and economy of Gib- 
son panel homes, including on-site 
pictures of a typical erection. Pre- 
cision-cut materials, pre-engineered 
and a guaranteed price on the house 
materials packages are among the 


TWO-MAN YARD CREW installs pre-glazed aluminum sash in 
window panel. Masonite will be applied in shop; insulation batts 
on job site. This 2-man crew turns out a house every two days. 


TYPICAL COMPLETE PACKAGE JOB is this Lu-Re-Co W-P model 
in which dealer furnished all materials, land, financing and com- 
pleted construction. 


key selling points elaborated upon 
in the booklet. This is followed by 
a list of the materials in each of the 
Gibson packages. All packages con- 
tain: ‘Modular wall panels with 
siding applied; modular window 
panels with windows, screens and 
hardware pre-installed; modular 
door panels with doors pre-hung; 
gabled end trusses with siding and 
attic ventilators installed; pre-en- 
gineered roof trusses, nailed, glued 
ready to set. All other structural 
component parts pre-built and ready 
to install.” 

“One week after these brochures 
are mailed we make a personal fol- 
low-up,” explains Gibson. “After 
this we use a direct mail card to 
keep our prospective customers in- 
formed of any changes or advances, 
along with any new plans in Lu-Re- 
Co booklet form.” 

Contacts are being made with real 
estate agents to handle the Gibson 
homes and cabins in outlying areas. 
A Lu-Re-Co model house will be dis- 
played on the dealer’s premises. 
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This Paint Company 
Dealers 








Vie 


ee diye s ly yyy 


Franchise Agreement 
between 


The Hanna Paint Manufacturing Company, Inc. 


and 


IS Gl ‘TEED that a mutually agreed upon 
territory shall of allocated to the above dealer by The 
Hanna Paint Manufacturing Company, Inc. 


f IS GUARANTEED that the above dealer shall 
throughout the life of this franchise be free from compe- 
tition by company stores owned or operated by The Hanna 
Paint Manufacturing Company, Inc. 


that The Hanna Paint Manu 
facturing Company, Inc. shall supply the dealer with a 
complete line of finest quality paint products for homes, 
farms, and industry. 


rE in recognition of the above 
guarantees, that the dealer shall stock Hanna Paints in 
adequate quantity to fill customer orders and shall display 





promete and recommend Hanna Paints to an extent in 


IT IS GUARANTEED that The Hanna Paint Manu. —_‘eeping with the quality of the product. 


facturing Company, Inc. shall furnish sales assistance 
through tinuing advertisi d sal fi 
—* continuing advertising and sales promotion Yili wh Biitiae— 


WALTER & HANNA. J8. PRESIDENT 


SiR RAIN A aI fea toi A tra 
~ ~ 


AA AAARAAR diet X. COR ; may Sule'sl 
"eae e's Paleo’ ee ‘late # sees RAL eons RAK BAYAN COL a on eves 


AQ 


When the Hanna Paint representative calls, have him 


tell you how you can get a Hanna dealer franchise. 


Hanna Paint helps 


The Hanna Paint Dealer 


run the BEST store in town 


THE HANNA PAINT MANUFACTURING CO., INC., COLUMBUS, OHIO 


PITTSBURGH, BIRMINGHAM, DALLAS 
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MILLERS FALLS 
pgole) 5 


SINCE 
186 


COUNTER FIXTURE No. 2680D — to help you introduce Millers Falls 

terrific new Router-Plane-Shaper combination, we offer this sturdy, com- 

pact wire stand complete with two interchangeable panels in full color 

» PLANE —— oom . . . one for use now for Christmas promotion; the other for any-time- 

SHAPER ni Bg: ~ w= | of-year display. Dimensions: 30” high; 19’ wide; 7” deep. Value 

Stootsing§ are $10.00 — this handsome, modern display unit is yours FREE with the 
~ tool assortment below. 


TOOL ASSORTMENT No. 1680D — consisting of: 

One No. 6800 Router, complete, including No. 680 
30,000 RPM Power Unit and No. 681 Router Base 

One No. 6826 Plane Attachment Set 

One No. 6818 Shaper Attachment 

Two No. 6999 Deluxe Bit Kits 

Three No. 6977 Basic Bit Kits 

One No. 684 Straight and Circular Guide 

One No. 685 Router Sub-base (non-marking) 

One No. 688 Depth Adjusting Scale 

One each of Nos. 6814, 6815, and 6816 Templet Guides 


: Order No. 3680D List Price $166.90 
Handsome Christmas display panel, Router-Plane-Shaper Dealer’s Cost $113.30 


easily replaced after Christmas by Merchandising Unit Fh Racin 2 ma 
yeor-round merchandising panel. : Dealer's Profit $53 60 


Plus FREE $10 Display 


‘TWIN-ACTION” Displays for Christmas and Year ’round Sales! 











COUNTER FIXTURE No. 2458D — another wire stand specially 
built to display three of the most popular Dyno-Mite® tools . . . 
also with two interchangeable display panels — one for Christmas; 
the other non-seasonal. Dimensions: 27” high; 22” wide; 10” deep. 
Value of the unit alone is $10.00 — you get it FREE when you order 
the tool assortment that goes with it. 


POWER TOOL ASSORTMENT No. 1458D — 
consisting of: 
No. 888 Power Unit — with 6” rubber pad, 
lamb’s wool bonnet, sanding discs 
No. 480 Jig Saw 
No. 580 Orbital Sander 
List Price $143.95 


Order No. 3458D 
Complete Power Tool Dealer’s Cost $ 95.97 


Merchandising Unit Dealer's Profit $47.98 ' j hieubatiaiiie thts ond 
oo year-round display panels. 
Pius FREE $10 Display 
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JIG SAW BONUS 
PACKAGE 


BACKED BY 


Powe 
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A SLEIGH FULL OF 


Gugt-lWhapped 
WORKSHOP TOOLS 


No. 480 Jig Saw 
with No. 481 
Set of Blades 

$49.50 List 


No. 887 Jig Saw Table 
$2.25 List 


Color pages in the Saturday Evening Post 
and other national magazines will fea- 
ture these Millers Falls Christmas offer- 
ings. Consumer folders and newspaper 
ad mats yours for the asking. Plan a 
complete tie-in — now! 


ORDER EARLY — ORDER PLENTY 


MILLERS FALLS 


GAY CHRISTMAS 
COVERS 

Eliminate the need of gift 
wrapping and make color- 
ful displays. Slip-ons have 
been used wherever practi- 
cable. Remove and you have 
standard package. 


*Designates Gift-Wrapped Tools 


New! No. 1220 
PLANE-R-FILE 


$3.49 List , = _— 


It's a plane! It a 

file! — @ great new 

way to do all sorts of planing, 
filing, smoothing. Replaceable 
blade, double-sided for 
double-life, quickly, easily 
shapes, smooths wood and 
metal, even cuts steel. (No 
Christmas cover.) 


List Value 


$34.90 


Dealer's Cost 
$23.27 


New! Millers Falls Stainless Steel 
COMBINATION SQUARE * 


6 Essential 
Tools in One 


Combinat 
Square, $4. 


Brand new Millers Falls Stainless Steel Combination 
Square is 6 essential tools in one: 12” steel rule, try 
& mitre square, depth gauge, marking gauge, 90° & 
45° level, and scriber. 


on 
0 List 


cosy 





Total Value $55.50 


ALL FOR THE 
COST OF THE 
JIG SAW ALONE 


No. 485 
Bench Stand 


$3.75 List 


ORDER No. 4857X $4 1?) 
Jig Saw Special List 


MILLERS FALLS CO. 
Dept. AL-6 
Greenfield, Mass., U.S.A. 


TOOLS 
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LU-RE-CO JIG at Tylanders begins fabri- 
cating job. 


In Florida, 


dealer sells— 





SHEATHING IS PLACED on top 
of framing, and panels are set 
to go. 


TYPICAL SEMI-FINISHED HOUSE which sold for 
$3,400 in building materials, less lot. Package of 
materials to finish the house represented second 
big-ticket sale of $1,700. 


(1) Materials Package & (2) Finish Package 


Word-of-mouth business resulting from experimental 
semi-finished houses is so good that Florida dealer launches 


program to sell two per week. 


Big ticket sales in the form of 
semi-finished Lu-Re-Co houses are 
the result of a promotion launched 
recently by R. C. (Ray) Tylander, 
manager, Tylanders, Inc., West 
Palm Beach, Fla. 

In fact, most of the time it repre- 
sents two big ticket sales. First, the 
semi-finished house—— the complete 
exterior — walls, windows, doors, 
roof and concrete slab. Second, the 
package of materials the customer 
needs to finish the house himself. 

The first billing for the semi-fin- 
ished house amounts to about $3,400 
which may be financed with the lot 
as a down-payment. The balance is 
payable over five years. The com- 
pany owns no lots, although the ad- 
vantage of owning real estate is 
recognized. 

“Once the customer has purchased 
the semi-finished house,” says Ty- 
lander, “‘we’ve observed that he’ll 
finish the completion in one of two 
ways. If he’s a man who sells shoes 
downtown during the week, he and 
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his wife will finish it, but it will 
take them some time. 

“Usually this fellow works slowly 
enough to accumulate from his 
weeks’ wages enough to pay cash 
once a week for the little bit he can 
get done over the weekend. 

“But if he’s a mechanic or has 
outside help and if he works nights 
during the summer when evenings 
are long, he’s going to need all the 
materials on the job quicker than he 
can pay for them as he goes along.” 

For these home builders, Tylander 
has a separate three-year plan 
whereby he can finance the second- 
ary package. How much this will 
total depends on what he chooses to 
do about his plumbing ($600-$800) 
and the wiring (about $200). He 
may include these in the secondary 
package. If so, it totals about $1,600. 

Tylanders launched its program 
of semifinished Lu-Re-Co houses 
after building several semi-finished 
houses in selected areas during the 
first three months of 1957. The 


original objective was to sell 
Lu-Re-Co as a way of construction. 
But sales were so good that it was 
decided that proper promotion would 
warrant production of two houses 
per week for the sweat equity mar- 
ket. It was also felt that it offered 
excellent growth potential for a 
firm whose 15 employees did around 
$600,000 last year. 


The erection problem. Tyland- 
ers sub-contracts the building of the 
semi-finished house to a small con- 
tractor on the basis of a unit price 
for erecting a panel, applying a 
square of siding, erecting a truss 
and sheathing the roof. Thus, the 
company, depending on the size and 
type of the house, knows the cost 
for each component as well as the 
cost of labor for erection. By adding 
the two together, they arrive at the 
cost of the finished product. 

The Tylander Co. also has its own 
small construction company which 
concentrates on the erection of a 
whole house—a finished job. But 
this operation is done primarily on 
speculation. It also serves as a test- 
ing ground where ideas are tried 
out before an attempt is made to 
sell them to the public. 

Guiding the amateur in the finish- 

(continued on page 87) 
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Another Homasote ‘‘first’’... this new ‘Hagerman 88” 
roofing method uses only one material — for economical, 
time-saving coverage of any structure! 

Here is a whole new field of applications for Weatherproof 
Homasote Insulating-Building Boards. This roofing method is 
so simple and foolproof it is adaptable to almost any structure — 
homes, motels, garages, warehouses, farm buildings, utility build- 
ings of many types. 

By the “Hagerman 88” method, the type of roof illustrated above 
is erected at the rate of '> hour per square: 

ONE Snap a chalk line 5’8” from eave line. Cut 8’ x 8’ Homasote 
Board in two diagonally. Nail each half directly to the rafters — 
with top at chalk line and corners cut 's” from rafter centers on 
which corners rest. Start first panel on fourth rafter from center 
of building, working to either side. 

TWO Snap second chalk line 11’0” from eave line. Place full 
8’ x 8’ panel in diamond position — with top on center rafter 
at chalk line. Cut corners 's” from rafter centers on which they 
rest and work to either side. 

THREE Cut 8’ x 8’ panels diagonally and nail at ridge. For larger 
roof, snap chalk line 16’4” from eave line, proceed as in TWO. 
With the “Hagerman 88" method, there are no joints to finish 
as the panels lap 5'2”, as shown in the nailing diagram. This 
method should not be used on a pitch less than 4”. 





NOW 8x 8. 
HOMAS Oe 
BOARS 


IN A NEW 


In terms of cost —the builder NAILING DIAGRAM 


saves both the materials and la- 
bor involved in furring the raft- 
ers and in finishing the joints. 
The completed roof, of any size 
or pitch (of 4” or more), is fully 
weatherproof, even without 
painting. A special design is 
available for extremes of climate. 
In terms of value — the builder 
is relying on time-tested Homa- 
sote — the oldest and strongest 
insulating-building board on the market — available in sizes 
up to 8’ x 14’. 

Among other recent Homasote ‘firsts’ are grooved soffit material, 
vertical siding with #8” wide grooves, and wall and ceiling tiles 
in 4’ x 8’ panels. With all Homasote Products you get the 
know-how, in fully illustrated folders and in the practical, 72-page 
Homasote Handbook. 





ate rafters 


For further details on the “Hagerman 88" roofing method, write 
today. If you do not have a copy of the Homasote Handbook, it’s 
yours for the asking, withovt cost or obligation. Kindly address 
your inquiry to Department K-10 


HOMAS OTE comeany 


TRENTON 3, 
IN CANADA: TORONTO, ONT.—P.O. Box 35, Station K »* MONTREAL, P.Q. 
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P.O. Box 20, Station N 





ECRETS THAT MAK 
LEMOVABLE WINDOWS BETTER... 


Exclusive heavy-duty 
(.020), metal guides pro- 
vide trouble-free 
eyecare 
Fatigue-proofed, specially 
(foleh ito Maell My olallerMiritic. 
easy removal, snug 
weather seal. 


R-O-W windows cost less, 
completely installed, than 
competitive windows. 

ats celllate Mul-tol lta acerele! 
windows of metal units 
results in service calls and 
owner dissatisfaction. 


Special tapered coil 
springs are designed to 
hold sash in position or 
maintain snug weather- 
seal at all times. 
Patented screw-and-cup 
device permits easy 
pressure adjustment— 
eliminates unnecessary 
friction and binding. 
































ERO-VY 


Patented LIF-T-LOX 
balancing mechanism is 

ek cote) Ey olcole) MaRelaloMaliolel-ToR 
Nylon bearings prevent 
wear between hanger 
and guide. 
“Quiet-coated” springs 
insure efficient balancing. 
Ma Aob alu) la-telurehi-te mm ihatlare! 
tab is pressure toughened. 


With LIF-T-LOX balance, 
sash raise and lower 
easily and hold position. 
Exclusive LIF-T-LOX 
permits instant removal 

or replacement, without 
special positioning of sash. 


The springs which permit 
instant sash removal also 
provide pressure to 
eliminate drafts, dirt 

and rattles. 

Mullion section here shows 
LIF-T-LOX (A) and 
Spring-Side detail (B). 


The cadmium-coated, 
spring-activated LIF-T-LOX 
“plunger-latch,” in sash, 
does not touch sash 
guides. It automatically 
re-engages with lifting 
fol o Mc -Yelolgel (ti Mel mver is 
positioning. When sash is 
replaced below the lifting 
tab, then raised. the 
plunger depresses to 
permit re-engaging. 





(LiF ‘LOX. 


WINDOW BALANCE 





R-O-W and LIF-T-LOX are the registered R-O-W SA LES COMPAN Y 
trade marks of the R.O.W. Sales Company 
1359 ACADEMY e FERNDALE 20, MICHIGAN. 
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FLORIDA DEALER 
(begins on page 84) 





ing of his own house has its head- 
aches, Tylander admits. Anyone in- 
terested in undertaking such a proj- 
ect is asked to fill out an application 
and the company draws a retail 
credit report on him. From these 
two, it is decided whether or not 
the deal is worth processing. 

“‘We’ve found that a person isn’t 
going to tackle the completion of a 
house unless he has the determina- 
tion to finish the job—even though 
it may take him some time,” says 
Tylander. 

So far the company has no set 
schedule of inspections. It hasn’t 
been needed, for the minute a cus- 
tomer hits a snag, he comes running 
into the store for help. Such was the 
case of a C.A.A. tower operator at 
the local airport. 

“T doubt if he ever drove a nail 
in his life before he started finishing 
his house,” Tylander recalls. “I’m 
positive he never sawed a board. We 
built him a semi-finished house for 
$3,400. He works odd hours—every 
other month he works all night long 
—so he has his days off during that 
month. 

“By himself—so far as I know he 
had no help—he finished that house 
in about seven months. Conserva- 
tively speaking and not counting the 
value of the lot, it’s worth $10,000 
as it stands today. It’s a perfect 
example of what can be done by 
somebody who doesn’t know what 
he’s doing. And where else could he 
earn that much money in his spare 
time and pay no income tax on it?” 

Tylander admits, however, that 
he was a lot of trouble. Every Satur- 
day morning he’d come into the 
store—and he’d talk only to the boss 
himself. “How do I put this door 
on?” he’d begin. “What do I do 
here on this sill?” or “I want to put 
some stuff on that wall there. How 
do I do it?” On the other hand, Ty- 
lander feels that the sum of two big 


OPEN BEAM CEILING developed by Ty- 


landers for Lu-Re-Co construction. 
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DOORS AND WINDOWS are included in 
Tylander Lu-Re-Co panels for semi-finished 
houses. In this area contractors usually 
buy their own windows. 


ticket sales amply repaid him for 
his time and trouble. 


Pushes Lu-Re-Co name. Since 
the Tylander Co. built its first semi- 
finished Lu-Re-Co panel house on 
Military Trail, a heavily traveled 
suburban highway, and placed a 
sign out front reading, “This house 
under roof in a day the Lu-Re-Co 
way,” it has been trying to push 
the franchised name. . 

“We push the name Lu-Re-Co for 
several reasons,” Tylander explains. 
“It identifies the construction tech- 
nique with a national movement. 
We're also trying to sell the system 
to building inspectors; we find that 
using the name as often as possible 
helps. Most important, however, is 
the fact that certain contractors 
who have observed the system, have 
gone back to their own shops and 
built their own panels. 

“We’re trying to combat this by 

getting them to buy Lu-Re-Co 
panels. We can’t kid ourselves. They 
can get labor as cheaply as we can. 
Our only advantage is that we think 
we buy our lumber cheaper. Even 
so, he could probably pick up a car 
of distressed 2 x 4s and end up 
building panels as cheaply as we 
can.” 
One contractor found, however, 
that Lu-Re-Co panels with 3%” ply- 
wood sheathing on the outside with 
pre-stained cedar shakes for the ex- 
terior was about 15% cheaper than 
other types of construction avail- 
able. It’s hoped and expected that 
this is the beginning of a trend. 

Presently the firm’s contractor- 
consumer sales ratio runs about 
60-40%. About 65% of total sales 
goes into new construction. 

“So far we haven’t decided wheth- 
er a semi-finished house is a con- 
tractor or a consumer sale,” Ty- 
lander admits. “If we develop as 
much business as we expect in semi- 
finished houses and call them 
consumer sales, it will swing the 
percentage the other way — 60% 
consumer, 40% contractor—and we 
won’t be spending nearly as much 
time serving the contractor.” 





Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


display 


Here’s a display fixture you can 
use many, many different ways: 
with or without adjustable shelves 
on front, end or back, overhead 
panel, storage cabinet and bin- 
ning; and either open or closed 
on the ends. 

A basic half island unit 48” high, 
60” wide and 2434” deep which you 
can use in your show window, 
against the wall, and singly or two 
units back-to-back as a full island. 

Estimated price if bought at re- 
tail: $190.00 plus shipping. 

By building it yourself, you can 
save more than $100.00! Complete 
plans, working blueprints, step-by- 
step instructions, materials and 
materials source list and details on 
modifications, only $8.75. Avail- 
able by return mail from American 
Lumberman. Fill-in and return 


ag below today. See 
fixture | 


@American Lumberman Dealer Service Dept. 
139 N. Clark St., Chicago 2, Illinois 


Please send me postpaid the four blueprints and com- 
plete instructions for the retail lumber dealer half i 

it display fixture. | am enclosing $8.75. (Please sen 
check or money order.) 


Name 





Company 





Street. auiaindd 





City__ —_.Zone____State_ — 
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SHOWROOM SALES AIDS at Limoges Lumber Co. include minia- 


ture models and floor plans. Dealer will work with any plan 


desired by customer. 


In Lewiston, Maine— 


enclosed at 4 p.m. 


ERECTION SPEED of panel system is one reason for Lu-Re-Co 
success. Panel erection of house above started at 8 a.m., shell 


90% of Lu-Re-Co Homes Finished by Owners 


The savings from finishing a home makes sense to many 


people SaYS sales manager for Limoges Lumber Co. 


About 80% of Lu-Re-Co homes 
sold by Limoges Lumber Co., Lewis- 
ton, Me., are finished by the own- 
ers themselves. In all cases, Limoges 
fits the Lu-Re-Co system to the 
specific plans of the homeowner, pro- 
viding maximum flexibility. 

In all cases, Limoges controls the 
sale. Customers come to the lumber- 
yard, settle plan details and sign a 
contract. The firm helps the cus- 
tomers arrange proper financing, 
and, if needed, assigns one of four 
builders to do the erection. 

Lu-Re-Co panel homes comprise 
about 75% of the dealer’s total sales 
volume. Roger Kloutier, sales man- 
ager, lists three advantages from 
the Lu-Re-Co panel system in the 
finish-it-yourself market: 

1. All materials are sold at full 
markup, avoiding the usual shop- 
ping which customers do in buying 
a conventional house. 


2. Homebuyer gets a top-quality 
home with about 10% saving from 
yard fabrication and fast erection, 
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plus savings on finishing it himself. 
3. Lu-Re-Co. is one way of beat- 
ing shipped-in prefab competition. 


Prices. “Prices for the materials 
packages for homes range from 
$3,900 to $6,500,” says Kloutier. “We 
generally figure about $4 per foot. 
We include custom-made kitchen 
cabinets with all home sales and add 
extras. whereyer possible. We do not 
supply the utilities, but we help cus- 
tomers obtain them. 

“The local banks allows .up to 
$8,500 (for a WP-2 or 4) with no 
down payment if the customer owns 
a lot.” 

The panel system has also been 
adopted to warehouses and summer 
cottages. Two warehouse structures 
(32’x140’) have been sold at a pack- 
age price of $10,000 each. 


Builder problem. “One of the 
main problems with Lu-Re-Co in 
this area was builder acceptance,” 
said Kloutier. “We managed, how- 
ever, to line up four builders. With 


a six-man crew, a Lu-Re-Co home 
can be enclosed in one day and ready 
for occupancy in three to four 
weeks.” 

The dealer’s Lu-Re-Co depart- 
ment consists of two salesmen, two 
carpenters and two carpenter help- 
ers. One of the carpenters super- 
vises fabrication. 

Biggest expense the yard in- 
curred when starting fabrication 
was a radial arm saw and jigs. With 
pre-cut stock, two men can turn out 
wall panels for three houses in eight 
hours. Panels are sheathed (%” 
plywood) in the jig and glazed. 


SOOUVOUOUNNNOUUUYKUNYAUOUAUOAOINLUUOTOUULVED S00 LUNES ALA 
me 


THIS LU-RE-CO HOUSE with finished 
basement and garage sold for $18,000. 


AIUVISUMINIUVLEM OO HILONORAUPUUSAUIPLSHUHNLUES PYLE A 
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10 POUNDS 
OF ‘‘ARDOX’’ 
NAILS = 
1,350 NAILS 


10 POUNDS 
OF COMMON 
NAILS = 
940 NAILS 


“ARDOX: SPIRAL NAILS 
provide higher count per pound 


ARDOX spiral nails cost less per nail because the 
user gets more nails per pound. The spiral in the 
nail result$ in lower weight per nail. For example, 


there are approximately 4,100 more nails in a 100 lb. 


box of 244 x 10% ARDOX spirai nails than there 
are in a 100 Ib. box of similar length commen nails. 

Get the facts about this superior, threaded-to- 
the-head nail, made from J&L high quality, higher 
carbon steel. For complete information on how 


a a a 
10 15 20 25 3 


"DAYS. BEFORE WITHDRAWAL 


INCREASED HOLDING POWER 


The ARDOX full spiral shank nail develops 
up to twice the holding power of equivalent 
common nails ... gives you stronger, 
longer-lasting construction. Graph proves 
holding power of eight penny ARDOX nails 
driven into white pine, 10% moisture. 
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LESS SPLITTING 

The ARDOX spiral nail turns like a screw 
when driven . . . threads its way into the 
wood with minimum fiber damage. The 
stiffer shank of the ARDOX spiral nail, 
with less metal bulk, greatly reduces the 
tendency to split. 
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ARDOxX full spiral nails can cut your costs, write 
to the Jones & Laughlin Steel Corporation, Dept. 
439, 3 Gateway Center, Pittsburgh 30, Pennsylvania. 


Jl Jones & Laughlin 


STEEL... a great name in steel 


























EASIER DRIVING 


Despite greater holding power, the ARDOX 
spiral nail actually requires less driving 
force. It speeds construction, reduces op- 
erator fatigue. Laboratory and field tests 
prove that ARDOX spiral nails are up to 
30% easier to drive. 
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In thousands of sawmills and 
lumberyards today, this fully 
automatic Friden Calculator 
— The Thinking Machine of American Business 
—mechanizes calculations, speeds the 
work and assures accuracy. Can be used by anyone 


with only the simplest instructions... 


TRY IT OUT 
YOURSELF ON 
INVOICING, 
COST FIGURING, 
PAYROLL, 

TALLY SHEETS 


You can’t afford to compromise by buying 
an ordinary calculator. The Friden performs more steps in 
figure-work without operator decisions than any other cal- 
culating machine ever developed—will save your business 
the most time and money! Ask the Friden Man in your area 


to provide a demonstration. 





This useful book sent free. Includes tables for 
computing board feet, mill costs per M feet, 
estimating areas in square feet, invoicing 
pointers. Write on your business letterhead 
to Friden Calculating Machine Co., Inc., San 
Leandro, California— Dept. AL-1057. 


ca Sie, 
e . 
brings you an 
T] | | automatic office 


Friden sales, instruction, service throughout the U.S. and world, 
Commercial Controls Corp., Rochester, N.Y., Subsidiary 
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Colored Neon Lighting 
Highlights Displays 

To keep shadow boxes alive and 
interesting with a minimum of ef- 
fort Coman Lumber Co., Durham, 
N. C., uses different colored neon 
tubes obtained from the local elec- 
tric power company. They report 
each color creates a completely dif- 
ferent and interesting effect — so 
much so that people, who ordinarily 
would take such displays for grant- 
ed, inspect each display more care- 
fully. 


Chicken Netting 
Takes Wing 


There are a lot of uses for chicken 
wire aside from keeping birds in- 
side the fence, according to Hugh 
E. Williams, Jr., Leon Builders Sup- 
ply Co., Tallahassee, Fla. Williams 
has done well with this item ever 
since he started to stock three dif- 
ferent widths. 

Contractors bought the 36” width 
for plastering; they used the 8” 
width about every fifth block on 
concrete block walls to keep the 
wall in alignment and they used the 
3” width in corners to prevent 
plaster cracking. 

The demand has been so good 
that Williams has had to reorder 
three times in the past three 
months. 
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For their new guest room Peter Lind Hayes and Mary Hea 


choose sunny Elm. 





Crayon, nail polish, even ink in the grooves won't Stain it 


Craftwall has that genuine hand-rubbed 
look— professionally pre-finished to give 
the most durable, stain-resistant wood 
finish known. Every ‘‘plank’’ is hand- 
selected to show rich, natural grain! You 
can supply hardwood Craftwall for an 
8’ x 12’ wall for approximately $60. 

This attractive room projects that 
feeling of richness and modern “livability” 
that Craftwall wood paneling creates — in 
any home, new or old. Featured currently in 
Craftwall advertising in Better Homes and 
Gardens, Sunset and other magazines, this 
charming room will help pre-sell your cus 
. . builders and homeowners alike. 


guest 


tomers . 
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Bright new stars of TV and the entertain- 
ment world, Peter and Mary spend every 
spare hour in their lovely suburban 
home. This cheerful, Craftwall elm 
paneled guest room reflects their special 
talent for making friends welcome. 


. aia es ~~ 


¢ 


With Craftwall you have so much to offer! 
Elm, two kinds of Birch, Maple, 
Knotty Pine, Oak, Mahogany or 
Craftwall is easy to work with, too. The 
48°x 


Walnut 


44” modular-size panels (48"x96", 
84”, 32”x64”, 16”x96”) go up quickly 
with nails or Roddis Contact Cement. 


Roddis also offers custom Hardwood Paneling Doors . 


t 


; 
i 


Ul 


Cherry, 


. . Wood Finishes 


li 
| 


Craftwall wipes needs no 


Craftwall’s durable factory finish doesn’t 


even need waxing. . 
cloth 


Roddis guarantees that in writing! Coupon 


. Cleans with a damp 


Craftwall paneling lasts a lifetime 
brings full details on the Craftwall story. 
(In New York, visit our Roddis Rockefeller 
Center Showroom, 620 Fifth Ave.) 


Adhesives Plywoods and Hardboards 


Roddis Plywood Corp., Dept. AL-1057 

Marshfield, Wisconsin 

Please send me the Dealer's Fact File on Craftwall 
wood paneling 

Name 

Firm 

Address 


City 
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You profit when your builder customers profit—and 
builders know that it takes guality values to sell a house 
in today’s buyer's market. Good perimeter insulation 
is a vital parc of modern construction— that’s why 
Gold Bond now ofters you THERMO-BLOC. 

THERMO-BLOC is perimeter insulation that’s 
made of spun mineral wool and comes in semi-rigid 
batts. Application is easy—for a low installed cost. 
THERMO-BLOC is essential for concrete floor slabs, 
crawl spaces and heating plenums 

It will not rot, decay or support combustion—and has 


a high rate of recovery atter compression. It’s non-capil- 


“THERMO-BLOC 


is the 
new foundation 


for your 


Gold Bond 
Rock Wool 


profits !” 


THERMO-BLOC PERIMETER INSULATION 


NATIONAL GYPSUM COMPANY 
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lary—not damaged by moisture or wet concrete mix. 

Remind your builders that Gold Bond THERMO.- 
BLOC is designed for use in F.H.A.-insured houses 
when installed in accordance with Minimum Property 
Requirements. 

When you add THERMO-BLOC to your stock of 
fast-moving Gold Bond Insulation Products, you can 
supply your customer's every insulation need. You 
keep insulation sales 7m your store all year round! Your 
Gold Bond® representative will furnish details—or 
write Dept. AL-107, National Gypsum Company, 
Buffalo 2, New York. 


Gold Bond 


BUILDING PRODUCTS 
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BUFFALO, N. Y. 





INSTALL STANDARD SIZE STORM SASH, SCREENS 
OR COMBINATION UNITS, DESIGNED ESPECIALLY FOR 
THIS WINDOW UNIT, AVAILABLE FROM 


. SULLIVAN LUMBER CO. 


2189 Niagara St. 
es 


RI. 4500 
Established 1886 








Window Stickers Help Sell Storm Sash 


New York State dealer finds 


new tool to beat competition. 


One added sales tool — window 
stickers—are being used by T. Sul- 
livan Lumber Co., Buffalo, N. Y.— 
to get added sales of storm sash, 
screens and combination units. The 
stickers, says Terrance M. Long- 
acre, Jr., were made up after a 
strong battle with one of the local 
aluminum door companies, which 
also sell storm and screen combina- 
tions for window units. This is how 
Longacre describes the situation: 

“We were both trying to sell a 
customer who had just moved into 
his new home an order of storm sash 
and screens for his windows. The 
salesman from the local (one of 
many) aluminum door companies 
was giving the customer a song and 
dance about the units his company 
handles and makes here in Buffalo. 
His big selling point was that his 
units could do a much better job 
than mine. He said that was his 
reason for his higher price of $50. 

“The windows in the customer’s 
house were Andersen Flexivents. I 
had one heck of a time selling the 
customer the idea that storm sash 
and screens for the Flexivents were 
designed especially by The Andersen 
Corporation for that particular win- 
dow, but finally I got the order. 
Right after that I had these stick- 
ers made up. 

“There is no doubt in my mind 
that retail lumber dealers are losing 
a lot of the storm sash and screen 
business these days. Good proof of 
this fact is the ever-increasing num- 
ber of small companies involved 
strictly in the storm sash, screen and 
combination window business. 
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That’s one reason I feel every retail 
lumber dealer should know about 
and use these gum labels. The stick- 
ers do these added jobs for the 
dealer: 


1. Tells the new homeowner 
where he can get storm sash, 
screens or combination units 
designed especially for his 
windows. 

Identifies the dealer by name. 
This may bring the dealer ad- 
ditional business such as gar- 
ages, recreational rooms, etc. 

Acts as silent salesman. When 
the house is up for sale, the 
labels put your name before 
not only the person buying 
the house but prospective 
home buyers who are looking 
around projects and who will 
remember your name when he 
Sees it in various part of the 
city.” 


Here are a few “do’s” and 
“don’ts” suggested by Longacre re- 
garding the use of the stickers : 

1. Don’t use them on Thermo- 
pane, insulating or welded 
glass. 

Do use them on more than one 
or two units shipped to the 
job. 

Don’t put them on obscured 
glass—too hard to remove. 
Do include the date your com- 
pany was established on the 
sticker so the customer will 
know you are not a fly-by- 
night operator. 





Dealers from 
Coast to Coast 


pre-stained woods. 


Make more profits with 
America’s full line of superb quality 


Circle No. 


OLYMPIC STAINED PRODUCTS CO. 


@ Sierra Hand-Hewn Shakes 


@ Perfect Fit Shakes 
@ Boards and Battens 


@® Quick Fit Panels 


111 on Coupon, 


SEATTLE 7, WASHINGTON 


1116 LEARY WAY 


@ Timberline Siding 
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STAINED WOOD PRODUCTS FOR TWENTY-SIX YEARS 
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Sometimes even something as sim- 


ple as a plain ole Hacksaw Blade 


can be modernized, idealized and 
generally pepped up. It can't 
always be done, but we've man- 
aged to do just that with these 
GRIFFIN HACKSAW BLADES. First 
off, we put the teeth on there in big 
letters... you can read ‘em with- 
out your glasses. Then to make it 
easy, we've printed right on the 
blade what it'll cut. . . you know, 
24 teeth for tubing and small 
sections, 18 teeth for bolts, pipe, 
etc. Makes it easy for any clerk to 
pick out the right blade for the 


customer. 


Then we mark each blade like so 
FRONT —> 


tomer can't put the blade in his 


» means your Cus- 


frame backwards. And the whole 
blade is painted a genuine antique 
satin black . .. looks good in your 


stock . .. no rust, no scale, no oil. 


And these are really nice blades, 
made by an outfit that’s been mak- 
ing GOOD HACKSAW BLADES 
since 1880. Why not write today 
for a sample blade...see for 
yourself just how good they are. 
Just drop a card in the mail to 
GRIFFIN, 105-Duane Street, New 
York 8, New York and we'll send 
you a modern Griffin Hacksaw 


Blade. 
Vd ha LL 


FRANKLIN, NEW HAMPSHIRE 


Sales Representatives 


JOHN H. GRAHAM & CO. INC. 
105 Duane Street, New York 8, New York 
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Dealers Cooperate to Solve 
Builder Credit Problem 


By exchanging credit information at regular meetings, Texas 


dealers save themselves financial headaches. 


Exchange of builder-credit in- 
formation is the purpose of a re- 
cently organized group of retail 
lumber dealers in the Ark-La-Tex 
area centering at Texarkana, Tex. 
Faced with a growing problem in 
builder credit, the dealers of the 
area are seeking to join forces non- 
competitively to protect themselves. 
The usual retail credit facilities in 
the area were held unsatisfactory. 

The Texarkana area dealers found 
there is a group of fast-moving 
builders who will buy up to their 
credit limit at one yard, then move 
their business along to the next yard 
and begin buying there, leaving bills 
at the first yard unpaid. The second 
dealer would extend credit without 
knowing of the existence of the first 
lumberman’s account. 

Originally the Texarkana group 
was made up of about 15 local yards. 
It is planned to invite into the group 
dealers in such outlying communi- 
ties as Atlanta, DeKalb, New Bos- 
ton, Tex., and Hope, Ark. 


Meets twice each month. The 
group meets twice a month for 
breakfast at 6:30 a.m. Saturday 
mornings. Attending these meetings 
are the managers or credit man- 
agers of each member-yard. 


CLDEALER POINTERS) 


High Billboard 
Guides Customers 


This large billboard located atop 
a three-story mill building at the 
Valentine Lumber & Supply Co., 
Springfield, Mass., can be seen from 
a long distance. The Valentine yard 
is located in a valley-like area con- 
taining several industries, but the 
billboard’s location solves the identi- 
fication problem. 


October 


Credit information will be ex- 
changed by means of 3x5-inch cards 
on which the names of all builder- 
accounts of each member-yard are 
written, one name to a card. No in- 
dication of the size of the bill is 
given on the card, nor the length of 
time it has been outstanding. 

The group’s” secretary, Mack 
Holmes of the Alamo Supply Lum- 
ber Co., Texarkana, collects the 
cards and supplies each member 
with a composite report. If Holmes 
finds he has three cards for the 
John Doe Construction Co., for 
example, he knows that three of the 
member-yards have unpaid open ac- 
counts for that firm. On his com- 
posite report he types the builder’s 
name and follows it with three stars. 
All member-dealers reading the re- 
port then know that the builder has 
buying relations at three yards. The 
decision as to whether three yards 
are enough for the builder, or 
whether other yards would solicit 
the account is left up to individual 
yards. According to agreement, the 
dealers are not supposed to use the 
credit information as a sales pros- 
pect list. 

Chairman of the group is J. W. 
Harwell, manager of the Temple 
Lumber Co., Texarkana, Tex. 


Statement required by the Act of August 24 
1912, as amended by the Acts of March 3, 1933, 
and July 2, 1946 (Title 39, United States Code, 
Section 233) showing the ownership, management 
and circulation of American Lumberman & Build 
ing Products Merchandiser, published every other 
week at Chicago, Illinois, for October 14, 1957. 

|, The names and addresses of the publisher 
editor, managing editor and business manage 
are 

Publisher, Herbert A. Vance 1icago 
Editor, Gordon J. Lawler, Chicago 

Managing Editor, Wesley Wise, Chicago, Ill 

Business Manager, none 

. The owner is: 

American Lumberman, Inc. (a corporation), |39 
N. Clark St., Chicago 2, III 

Owned by: 

Vance Pub ning Corporation (a 
39 N. Clark St., Chicago 2, Ill. 
nolders are 

Herbert A. Vance 

. E. Monett 


corporation) 
Whose stock- 


39 N. Clark St 
20 Exchange Place 


Chicago, Ill. 
New York 


known bondholders, mortgagees, and 
security holders owning or holding | percent 
> ore of total amount of bonds, mortgages or 
ther securities are: None 
4. Paragraphs 2 and 3 include, in cases where 
the stockholder or security holder appears upon 
s of the company, as trustee or in any 
iduciary relation, the name of the person 
or corporation for whom such trustee is acting 
also the statements in the two paragraphs show 
the affiant's full knowledge and belief as to the 
circumstances and conditions under which stock 
holders and security holders who do not appear 
upon the books of the company as trustees, hold 
stock and securities in a capacity other than that 
of a bona fide owner 
HERBERT A. VANCE 
Publisher 
Sworn to and subscribed before me this I9th day 
— September 1957 
C. M. LYNN 
Notary Public 


14, 1957, AMERICAN LUMBERMAN AND 





GATEWAY TO A %10-BILLION MARKET! - 


lally - wyited to atten 


sali aaa 
OVou are & 


48 - soth, 1958 


Ffanuary 27 — 


262 EXHIBIT SPACES! 
¢3 UNINTERRUPTED SHOW DAYS! 


¢ ANNUAL BANQUET & ENTERTAINMENT! »*WOMEN’S PROGRAM! 











MR. MANUFACTURER! 


Send for exhibitor brochure 
and floor plan showing 
space still available. 


HOME IMPROVEMENT 
PRODUCTS SHOW 


Executive offices: 


331 Madison Avenue 
New York 17, N. Y. 
MUrray Hill 2-4802 


Are you a building specialty dealer? A lumber yard? A modernization con- 
tractor? A home improvement center? If you are any of these, HIPShow is your 
trade show. Now in its second fabulous year HIPShow brings you exciting 
products, newest developments and the greatest expansion and profit opportu- 
nities in the fastest growing industry in the world today. 


Fill out and mail the registration coupon today. Your admission 
badge which requires no further registration, will be mailed to you. 


Please check below if you wish us to make hotel reservations for you 
PLEASE PRINT 


i NAME TITLE or POSITION__ 








Pike... 

ADDRESS_ a ition - 
! COF Se > SM ea 

ee ee 


| PRODUCTS SOLD 














PLEASE CHECK BOXES APPLICABLE TO YOUR BUSINESS 
O) Retail only C) “KD” Operator O) Manufacturer (Own Dies) ! 
; O 


Distributor (Wholesale only) 0 Fabricator (Lineal) FF —_ 
(0 Please send us hotel reservation blanks AL-! { 
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MECHANICAL HANDLING 





— CASE EXAMPLE 





ONE-MAN UNLOADING of incoming cars is feasible by use of over-sized horses at 
F. T. Hyne & Sons Co. 


After $12,000 investment, dealer says: 


“Lift Trucks Benefit Small 


Investment will pay for it- 
self in three years. New umbrella 
sheds offer maximum handling 
ease; old shed now houses token 
stocks for pickup trade. 


Still in the first year of conver- 
sion to mechanical handling, dealers 
Fred and William Hyne of Brigh- 
ton, Mich. (pop., 2,000) have seen 
enough to be convinced that the 
purchase of a lift truck offers even 
greater relative benefits for a small 
volume operation like theirs than it 
does for big-volume dealers. 

The F. T. Hyne & Sons yard has 
a $300,000 sales volume (not in- 
cluding coal) derived mainly from 
sales to jag-saw tradesmen and 
consumers plus sales of from 15 
to 20 custom homes a year. The 
major portion of orders are han- 
dled in small lot transactions, re- 
quiring delivery. 

Peak period “binds” in servicing 


POLE-FRAME 20x120' SHED includes a tree where complete minimum inventory of long 
dimension is concentrated. A second umbrella shed rounds out the Hyne operation for 


mechanical handling. 
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ONE-MAN ORDER ASSEMBLY in one trip around yard with 4-wheel trailer. 


Tractor has front-end scoop for coal, sand. 


Yards Most of All” 


of orders, coupled with the need for 
replacing some of their sheds, moti- 
vated the Hynes to check on the 
feasibility of buying a lift truck 
last year. Demonstrations at the 
NRLDA Exposition in Chicago last 
winter was the clincher. 

They invested $12,000, slightly 
less to be accurate. Of this, ap- 
proximately $8,200 went for buying 
a 3-ton fork lift, a tractor and a 
used 4-wheel trailer. The remainder 
went for erecting two umbrella pole 
sheds, one 20’x90’, the second, 20’x 
120’, these figuring out to cost 51¢ 
a foot without paved floors. 

Rearranged stocks. Then they 
re-arranged stocks through the 
yard. The two new sheds were set 
aside to handle lumber and dimen- 
sion banded or tallied into pre- 
figured quantities from which 
truck-delivered orders are filled; 
boards being strapped into bundles 
of 500 and 1,000 board feet, and 
2x4s in 100-foot lots. Insulation 
and gypsum were stored on pallets 
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in one of the smaller, old sheds. 

This left the yard’s largest con- 
ventional shed—120’x54’—for the 
storage of token stocks of all the 
above items in bins from which 
pick-up orders are filled. 

New procedures for unloading in- 
coming materials and handling de- 
liveries were set up. Two of the 
four men which Hynes have as their 
full-time yard labor force were 
assigned to deliveries. The third is 
conceived primarily as a yard man, 
operating the lift truck, while the 
fourth is viewed as yard foreman. 
In a small yard such as Hynes, of 
course, these are not rigid assign- 
ments; all men are prepared to fill 
in whenever and wherever neces- 
sary. 

Handling procedure. Generally 
speaking, here is the way materials 
are now being handled: 

While trucks are out on deliv- 
eries, the yard foreman gives the 
lift truck operator loading tickets. 
The latter, using the 4-wheel trailer 


LOADING "DOCK" created by laying a 
few 6x6s on ground. Here orders are 
checked and quickly loaded onto trucks 
for delivery. 


YARD CONTROL has been achieved 
through erection of inexpensive yard of- 
fice structure, necessary for Hyne because 
yard is located half block away from its 
combination store and office. 


as his “helper,” moves about the 
yard, assembling orders in a central 
area; using loosely laid 6x6s as his 
order assembly “dock.” 

When an empty truck returns, it 
takes no more than 15 minutes to 
re-load it. The yard man, under 
this system because of the lift 
truck, is able to stay ahead of de- 
liveries, says Bill Hyne, even to the 
point of getting loads assembled for 
the following day. 

When unloading incoming mate- 
rials, lumber is hand-piled from car 
onto over-size horses (see picture) 
from which it is removed via lift 
truck, handed and then stored. This 
is done between order assembling. 

“Although at times it might re- 
quire an extra day to unload a car, 
this has eliminated the need for 
hiring two extra men to unload cars 
as we did in the past,” says Bill 
Hyne. 

When unloading brick, pallets are 
used, the brick being palletized in 

(continued on page 156) 
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New ADservice Mats for Dealers NAME OR SIGNATURE CUT HERE 
Reproduced on the opposite page are a few of the 109 
mats in American Lumberman’s new No. 2 ADservice. 
Whether you have a large or small business . . . whether P ® 
you run ads every day or once a month .. . this valuable 
advertising help will save you time and money. Send a i f magic 
coupon below for FREE catalog giving complete infor- 


eee modernization gives your home 
MODERNIZE SIGNATURE CUT HERE new beauty, new comfort, new value 


NOW | No matter how old your home is . . . if it is basically sound 
. 


li and well-built . . . you can enjoy all the modern comforts 
~~ | p and conveniences that go into the newest home in town! 
Take Years to Pay! eo = I / ‘7 Home improvement is one of the best investments you 
T™~ can make! We'll help you plan, provide estimates . . . and 
ma : tell you about our easy financing plans that enable you to 
“pay as you enjoy.” Come in today! 
" P INSULATE FOR 
ization gives aaed y YEAR ‘ROUND COMFORT 

new beauty, new comfort, new value A 4a AND FUEL SAVINGS 



































INSULATE FOR 
YEAR ‘ROUND COMFORT 





NEW FRONT ENTRANCE 
ADDS BEAUTY AND 


LOW AS $00 PER MO. PROPERTY VALUE 


NEW FRONT ENTRANCE 
ADDS BEAUTY 











LOW AS $00 PER MO. 
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7-242) LOW AS 500 PER MO. 





LOW AS $00 PER MO. 


YOUR NAME YOUR NAME 



























































$ $ $ 
AMERICAN LUMBERMAN LOW AS $00 PER MO. LOW AS $00 PER MO. LOW AS S00 PER MO. 
139 No. Clark St., Chicago 2, IIlinois 


[] Send me FREE No. 2 ADservice catalog 
(J Send me mat page No. 25. | enclose $3.95 YOU R NAME 


(1) Send all twelve mat pages Nos. 23 to 34. | enclose $44.90 











Name 
The suggested layouts on this page show how AD- 
Firm service mats can be arranged in ads of any size. Your 
newspaper will set type. 


Street Left: 1 col. x 11 in. ad using mats nos. 272, 270, 274. 
Center: 2 col. x 11 in. ad with mats nos. 274, 273, 271, 
City ac .Zone State oe : 278. Right: 3 col. x 16 in. ad using mats nos. 268, 269, 
271, 270, 278, and mat no. 260 from mat page no. 23. 
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Blanket Insulation 























Before-After Entrance 
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MAT NO. 275 MAT NO. 276 
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ADservice 


Mats shown actual size on this page. This 
is one of 12 mat pages in the new series. 
Actual cost to American Lumberman for 
original drawings, cuts, etc., was more than 
$9,000.00. Yet you get this page of mats for 
only $3.95—or you can buy this complete 
series of 12 mat pages for only $44.90. 




















Dormer MAT NO. 270 





Roofing MAT NO. 271 
MAT NO. 269 
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MAT NO. 278 
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New INSULITE 


! Random, 
ACOUSTICAL 





MAKE YOUR HOUSE... 


Quiet as a Mouse’ | 





INSULITE Ticecars 


*BEAUTIFIES AT Low cosT 
*INSULATES, TOO 








Hushes Household Noises 


INSULITE pcovsiica tievoara 














What a package! 
Pictured above are main pieces of the spectacular 
Insulite “Quiet As A Mouse”’ display, all ready for 
your sales room. Ingenious pole display, 63 inches 
high, stands anywhere, supported by cartons of Insu- 
lite Acoustical Tileboard. Hanging mobile (upper 
uses actual sample piece of new Acoustical 


right 
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TILEBOARD 








Casual Random. Tile sample folder (lower right) 
holds 2 12”x12” acoustical tiles. Other pieces are 
wall, window and wire-hanger posters. Kit also con- 
tains window signs and wire hangers not illustrated, 
tie-in newspaper mats and do-it-yourself literature. 
It all adds up to a big, exciting merchandising show, 
loaded with high-volume, high-profit sales for you! 




















Loudest quiet’ 


little mouse, on a brilliant array of floor, win- 
dow, wall and counter displays, sells the idea of 
Insulite Acoustical Tileboard for quiet, restful 


ile hist a 
tile history = 
y sé 4 Ig 4 
Use the Insulite “Quiet As A Mouse” promotion 
to boom your sales of Acoustical Tileboard 
Want to make some real money in the acousti- rooms. Your Insulite man decks out your sales 
cal ceiling tile business? Here’s your chance... room with these displays. Then you show your 
a great new Insulite fall and winter promotion, Insulite samples, and write up orders. 
keyed to the theme ‘‘Make your house quiet The product news of the year, of course, is 
as a mouse.”” You'll hit two big markets with — our superb new Acoustilite Casual Random— 
this lively, traffic-building promotion. First, the modern style in drilled ceiling tile. In addi- 
the huge remodeling market. Second, every tion, we give you Fiberlite, another marvelous 
| smart builder who wants to add one or more acoustical tileboard, with distinctive traver- 
- sound-conditioned rooms as outstanding “‘ex- _ tine-textured surface. 
) tras” to help sell new homes. For big sales, steady sales, high-profit sales, 
) It’s easy for you... and it’s fun. Our friendly get started today. Ask your Insulite man for your 


“Quiet As A Mouse” kit, put up your displays, 
and get set for ACTION! For special information, 
write us—Insulite, Minneapolis 2, Minnesota. 


sells easy...sells fast...stays sold 


INSULITE 


cae: INSULITE, made of hardy Northern wood. 





<2 


Insulite Division of Minnesota and Ontario Paper Company, Minneapolis 2, Minn, 
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SURE-FIRE WAY of attracting customers during the yule shopping season is to set up 
near the store all five lawn decorations for which Douglas Fir Plywood Assn. now is 


offering paste-on patterns. 


Let Santa Help You To Boost Xmas Profits 


Full-size, full-color paste-on pat- 
terns for outdoor Christmas decora- 
tions now are available from the 
Douglas Fir Plywood Assn., Ta- 
coma, Wash. Last year 40,000 orders 
went unfilled. This year, there are 
plenty of patterns on hand to help 
dealers increase their profits at 
Christmas time. The deadline for 
orders to reach Douglas Fir Ply- 
wood is Nov. 25, but orders can be 
filled right now. 

Two new patterns have been 
added this year: A 6’ long sleigh and 
a pair of 5’ long reindeer. Carry- 
overs from 1956 are the 6’ Santa, 
the set of two 4’ angels and the trio 
of 4’ choir boys. Printed on heavy 





THIS YULE TREE on a wall is one of 18 
big-profit ideas available from Masonite 
Corp., Chicago, which can help you to 
boost Christmas sales. 


paper in four sunfast colors, the pat- 
terns are ready for the purchaser to 
paste onto a panel of exterior fir 
plywood, then cut around the pat- 
tern. 

Dealers may increase profits by 
offering the Christmas decoration 
materials in a package; patterns, 
plywood, glue and saw—or offer to 
rent a saw. They can sell the figures 
already cut out and the patterns 
pasted on, so all the buyer has to do 
is to take them home and set them 
up in the front yard. Setting up all 
five decorations near the store also 
will attract buyers. The patterns are 
available at $2.50 per dozen. 


Hang Your Christmas 
Tree on a Wall 


A Masonite Peg-Board panel, 
backed with a 1” x 2” lumber frame- 
work, painted and set against the 
wall, can help you to build Christmas 
sales. Golf tees are used to hold the 
tinsel outline and some of the orna- 
ments. It can be used, too, for dis- 
playing Christmas greeting cards or 
for hanging gifts. It is but one of 
18 ideas for holiday decorations 
available in a free plan (No. AE- 
318) offered by Masonite Corp., 111 
W. Washington St., Chicago, III. 

For the customer who wishes a 
more festive setting for the showing 
of “special cards”, it may be pro- 
vided by taking some small pieces 
of Peg-Board. Prime and paint 
them, using a roller or brush. Tex- 
tured paint for the top coat adds to 
the board’s festive appearance. 
Cards may be suspended by using 
special clips that operate like ordi- 


nary paper clips but fit into any of 
the holes, also by using golf tees or 
ribbons tied through the holes. 

Simply take two of the perforated 
panels and lace them together with 
ribbon so they’ll stand on a table or 
mantel like an open book. Or, three 
can be fastened to form a three- 
sided figure that can be illuminated 
from the inside for an unusual back- 
lighting effect. 


Weller Woos Big 
Yule Gift Market 


Using the heaviest consumer and 
business publication advertising 
schedule it has ever undertaken, 
Weller Electric Corp., Easton, 
Penna., manufacturer of electric 
tools, starts an intensive Christmas 
selling effort with a two-page, 4- 
color ad in the Oct. 21 issue of Life 
magazine. 

In addition to nine full-color cover 
ads appearing in Popular Science, 
Popular Mechanics and Mechanix 
Illustrated this fall, full-page color 
ads also will appear in the top 33 
Sunday newspaper supplements. On 
Sunday, Dee. 1, dealers can count on 
backing from these advertisements 
in their big city Sunday papers. 
Weller also is participating in the 
IRHA Family Gift Center ad in the 
Nov. 23 issue of The Saturday 
Evening Post. 

Business paper advertising in- 
cludes a powerful fall and pre- 
Christmas series of insertions in 
American Lumberman. Backed by 
intensive publicity and a point-of- 
Sale kit, which includes display 
material, newspaper mats, counter 
literature and envelope stuffers, 
Weller is launching its biggest elec- 
tric tool sales effort in time for a 
banner final sales quarter in 1957. 

(continued on page 104) 


A WEST COAST producer of expensive 
prefab wooden arches shows how he uses 
polyethylene coated, special Type LM 
Thilco Tuf, manufactured by Thilmany Pulp 
& Paper Co., Kaukauna, Wis., to protect 
his product in transit. Its wide widths per- 
mit unit wraps without seams. 
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Weldwood Prefinished, Samara V-Plank” in Nutmeg tone, featured in the full-color Weldwood ad appearing 
in the November issues of Better Homes and Gardens and House Beautiful. A 12-by-8-foot wall costs only $46 retail. 


How does this picture promise paneling profits for you? 


Weldwood living room ad announces to your customers three beautiful new 
Samara® prefinished panels at a lower-than-ever price... only 47¢/sq. ft.—retail! 


Nutmeg Samara — its deep, rich shade lends dramatic 
contrasts to light-colored rooms. 

Cinnamon Samara — its warm, cherry tone blends equally 
well with traditional and contemporary furnishings. 


Sun Tan Samara — its sunny, bright color lends a cheerful 
note to shaded rooms — ideal for family rooms. 


WEL 
ELONOOD PANELING 


Weldwood Panel Parade displays over 70 types and finishes of wood 
paneling, helps your customer visualize how Weldwood Paneling can 
beautify his or her home. As a selling tool, the display stimulates high- 
profit paneling sales . . . and boosts accessory sales of lumber, trim, hard- 
ware, contact cement, as well. 


BUILDING PRODUCTS MERCHANDISER 


Beautifully prefinished, pre-packaged, and pre-sold, 
Weldwood Paneling now gives you the added advantage 
of three new luxurious African hardwood panels that are 
priced for even your most budget-minded customer. Yet 
your Weldwood profit margin continues to dwarf many 
low- -priced, low-markup wall materials. 

Like all Weldwood Prefinished Paneling, each Samara 
panel is triple-sanded to a satin smoothness, then sealed, 
stained, and lacquered with durable Weldwood Finishes, 
and finally waxed and rubbed to a fine furniture luster. 
That’s w hy Weldwood Paneling is so easy to sell . . . and it’s 
easy for your customers to install. The We Mend: lifetime 
guarantee backs every panel you sell. 

Beautiful pictures can do a lot toward starting a sale, but 
the natural beauty of the real wood is what will pay off for 
you. Ask your Weldwood representative how you can put 


a Panel Parade in your salesroom. Or write to: 
wooD 


Weldwood panetine 


United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 
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Clark to Give Free 
Advice on Yard Layout 

Clark Equipment Company’s In 
dustrial Truck Div. will maintain a 
staff of engineers qualified to advise 
lumbermen on how to lay out yards 
and warehouses to best utilize me- 
chanical handling equipment at the 
Building Products Exposition in 
Philadelphia’s Convention Hall, 
Nov. 4-7. 

Located in the ‘“‘Layout Advisory 
Center” in Clark booth No. 671, the 


staff will make use of three-dimen- 
sional models and mock-ups to 
demonstrate the most practical lay- 
outs for a variety of conditions. In 
its second booth, No. 655, Clark will 
exhibit and demonstrate a dozen 
pieces of handling equipment de- 
signed for use in lumberyards. 

One of the featured machines will 
be the CY-150, a 15,000-pound ca- 
pacity fork truck with an automatic 
shift which eliminates the clutch 
pedal. In another part of the dis- 
play a model railroad siding will be 
set up to demonstrate unloading of 
packaged lumber from boxcars with 
double doors or the new “plug” 
doors. 





YOU CAN SELL 


THESE LEIGH CLOSET NECESSITIES PROFITABLY 


... Your Customers Can't Build Them For The Price | 


BUILT-IN SHOE RACK gives ‘‘custom 
convenience" to any closet. All double- 
protected steel construction with white 
baked enamel finish. Strong appeal to 
‘“do-it-yourselfers'’ as well as to pro- 
fessional builder-customers. 


ADJUSTABLE CLOSET SHELF with built- 
in closet rod on underside of front edge. 
Heavy gauge steel for extra rigidity. 
Attractive infra-red baked Woodtone 
finish. Any home owner can install it. 
Actually costs less than old-fashioned 
wood shelves! 


ADJUSTABLE LINEN SHELF is durable, 
all-metal construction with smooth- 
formed edges and corners that can 
never snag fabrics. Packaged complete 
with installation brackets. Two popular 
sizes extend to fit all closets 20” to 
36”. Simple to install. 


ADJUSTABLE CLOSET ROD is excep- 
tionally well-built to support heavy 
loads. Telescoping adjustment action 
assures fast, simple fit in any closet. 
Extendable sizes cover all possible 
widths from 18” to 90”. Costs less to 
install than common wood pole! 


Etgh 
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NATIONALLY 
ADVERTISED 
TO 100,000 
BUILDER- 
CUSTOMERS 


See your jobber or write for catalog 
showing complete line of Leigh Building 
Products 


DUES YING PRODUCTS 


Div. of AIR CONTROL PRODUCTS, INC 
1857 LEE ST., COOPERSVILLE, MICHIGAN 


Woodco Patents Locking 
Device for Windows 


A greatly improved locking de- 
vice, which increases the depend- 
ability and service life of Woodco 
E-Zee Loc Wood Awning Windows, 
has been patented by the Woodco 
Corp., North Bergen, N. J. The 
new mechanism assures perma- 
nent positioning of the lock to re- 
ceive descending sash, thus avoid- 
ing sprung bottom sash so com- 
mon to old-style locking devices, 
states Woodco. 

The sash cannot be locked when 
open. It is only when the bottom 
sash comes down completely to 
the locking position that the lock 
can be closed. When the latch is 
released, the handle is prevented 
from dropping, remaining open 
until automatically released by the 
sash returning to the proper clos- 
ing position. 


Conventions Announced 


WOOD KITCHEN CABINETS INST. 

The 2nd annual convention of 
the National Institute of Wood 
Kitchen Cabinets will be held Oct. 
20-22, at the French Lick-Sheraton 
hotel, French Lick, Ind. More than 
70 persons. from active and as- 
sociate member companies are 
expected to attend, according to 
manager Fred F. Montiegel. 

Co-chairmen of the convention 
committee, as appointed by pres- 
ident Richard C. Chapman of Mut- 
schler Bros. Co., are: Henry J. 
Scheirich, president of H. J. Schei- 
rich Co., Louisville, and Erskine 
H. Courtenay, director of sales, 
The Mengel Co., Louisville. 


PREFAB HOME MFRS. 

The newest developments in 
home building and finance will be 
studied by the nation’s leading 
home prefabricators when they 
gather in Detroit, Mich., Oct. 20- 
23, for the fall meeting of the Pre- 
fabricated Home Manufacturers’ 
Institute, according to George E. 
Price of Lafayette, Ind. PHMI 
president. The meeting will be at- 
tended by representatives of the 
50 prefab home manufacturers in 
the U. S. and Canada, who make 
up the membership of the PHMI. 


STRUCTURAL CLAY INST. 

The annual convention of the 
structural clay products industry 
will be held Nov. 11-13 at the 
Greenbrier hotel, White Sulphur 
Springs, W. Va., reports board 
chairman Douglas Whitlock. The 
meeting, which is expected to at- 
tract some 800 brick and struc- 
tural tile manufacturers, dealers, 
suppliers and builders, will hear 
talks and reports from leaders in 
the clay products industry as well 
as the construction industry. 

(continued on page 106) 
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For handsome paneling... 


suggest LARCH 





LARCH — handsome, versatile and durable. For fine 
paneling in residential or commercial building, the deli- 
cately figured grain of Larch, with its satiny surface and 
unusual coloring, makes Larch an admirable choice. Its 
ability to take—and hold—paints, varnishes and stains 
puts Larch among the most versatile of softwoods. In ad- 
dition, it does not mar or dent easily —especially impor- 
tant for commercial installations. 

The natural properties of Larch—its brute strength, 
straightness of grain and uniform texture—fit it to heavy 
construction. It is ideal for beams, posts, stringers, joists, 
rafters and studs. 

Available in 3 select, 5 common, 5 structural, 4 dimen- 
sion grades—all carefully dried. Can be ordered in 


straight or mixed cars with other woods. 
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Get the facts on LARCH. Write for 
FREE illustrated book to: 
WESTERN PINE ASSOCIATION, 
Dept. 706-D, Yeon Building, 


Portland 4, Oregon. 


The Western Pines 


ond these woods from the 
Western Pine mills 

WHITE FIR + INCENSE CEDAR 
RED CEDAR + DOUGLAS FIR 
ENGELMANN SPRUCE 
LODGEPOLE PINE + LARCH 


ore manufactured to high standards of seasoning, grading, measurement 


idaho White Pine 
Ponderosa Pine 


Sugar Pine 


Today’s Western Pine Tree Farming Guarantees Lumber Tomorrow 
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for every type 


of sub-grade opening 


When you stock USF Window Wells 
you’ve got the complete line—popular 
round types, straight types for use where 
space is limited, deep casement and 
accessway wells, shallow designs for grade 
level installations, and foundation vents. 
Two different qualities let you meet re- 
quirements of all types of construction. 
USF welded bar stock Well Guards are 
also available for all USF wells. Send for 
complete information and attractive price 
schedule today. 


This handy folder illustrates 
design features, gives com- 
plete size data and other 
pertinent information. Free 
copies mailed on request. 


V/ fare TEEL ABRICATORS, INC. 


WOOSTER, OHIO 
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COMPANIES ANNOUNCE 


Winston W. Peterson was elected vice-president and gen- 
eral manager of Stanley Building Specialties Co., North 
Miami, Fla., at a meeting of the board of directors of the 
company. He succeeds Edward L. Denison, who resigned. 
... James K. Buckwalter has been appointed manager of 
industrial sales for Stanley Hardware, a division of The 
Stanley Works, New Britain, Conn. 





American-Marietta Co., Chicago, Ill., became a major pro- 
ducer of printing inks recently when it acquired the 67-year- 
old Sinclair & Valentine Co. Sinclair & Valentine, whose an- 
nual sales of inks, pigments and chemicals are running in 
excess of $25 million, will be operated as a division of 
American-Marietta. The new division is an important 
supplier to the modern packaging industry, whose require- 
ments include an increasing volume of colorful, specialized 
printing inks. 


Textron, Inc., has appointed William C. Ulett as presi- 
dent of the Coquille Plywood Div., Coquille, Ore. He suc- 
ceeds his father, George A. Ulett, who will continue with 
the company as chairman. 


Harold K. Hansen has been named 
southwest district manager for Minne- 
sota Paints, Inc. He will make his head- 
quarters in the new 42,000 square foot 
paint plant, which was recently built 
in the Brook Hollow industrial district 


of Dallas, Texas. 
Hansen 


Georgia-Pacific Corp. has closed its plywood plant at 
Bellingham, Wash., due to “economic conditions.” The com- 
pany sometime ago offered to sell the plant to its 270 em- 
ployes for $1%4 million. Arthur Olson, plant manager, said 
a slow market and lack of raw materials were among the 
economic factors involved in the decision. 


At the annual meeting of the California Redwood Associa- 
tion in San Francisco recently, the following officers were 
reelected for 1958: president, Hugh J. Jacks, The Pacific 
Coast Co.; executive vice-president, Philip T. Farnsworth; 
secretary-treasurer, Selwyn J. Sharp. 


St. Paul & Tacoma Lumber Co., Tacoma, Wash.,, is now 
a wholly owned subsidiary of St. Regis Paper Co., accord- 
ing to an announcement by St. Paul president E. G. Griggs. 
Under the arrangement, St. Paul stockholders have ex- 
aaa their stock for shares in the big New York paper 
rm. 


The lumber industry’s need for specialized writing instru- 
ments, especially for marking both wet and dry logs and 
boards, will now be supplied in greater quantity, variety and 
quality. After 108 years in New York, Eberhard Faber 
Pencil Co. has left its 21-building operation in Brooklyn 
for its new multi-million dollar plant at Crestwood, Wilkes- 
Barre, Penna. The new factory occupies seven acres of a 
38-acre site and has extensive product design and research 
laboratories. 


Kyanize Paints, Inc., announces the appointment of Rob- 
ert W. Perry as technical director. He will be responsible 
for the direction of the quality control as well as the en- 
larged research and development laboratories of the com- 
pany in its plants in Everett, Mass., and Springfield, Il. 


Robert D. Gibson, secretary-treasurer, Dexter Industries, 
Ine., Grand Rapids, Mich., announced his retirement at a 
recent stockholders meeting. He also resigned as a director 
of the company. He has been employed by the firm for the 
last 15 vears. J. Preston Miller, formerly assistant treas- 
urer at Dexter, was elected secretary-treasurer and a direc- 
tor of the corporation. 


George W. Brown has been named vice-president in 
charge of sales for the Grand Rapids Hardware Co., Grand 
Rapids, Mich., producer of operative window hardware and 
weatherstripping. 
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Modern school buildings of wood mean... 


better schools for your community, 
better business for you! 


More and more communities are building safe, efficient, handsome 

schools of wood—at a substantial tax dollar saving. Encourage this SEND FOR FREE 

trend in your school district. Explain to your neighbors the current PROMOTIONAL MATERIALS 

and long-range economies of wood construction . . . the wide design ; 
ho} fc = df : h f 5 al The increased use of wood in 

choice or present and future requirements . vs t le sa ety engineere school construction is being pro- 

features of modern one-story wood school buildings . . . the relaxing moted through full page odver- 

familiarity of wood surroundings that helps students adapt easily, tleemiente in orchitectural, school 

learn more quickly. It’s your business—as a citizen and as a lumber and consumer publications by 
retailer — to be sure wood is considered for the planned school the West Coast Lumbermen’s As- 


buildings in your district! sociation. For full information of 
tie-in possibilities and for sup- 

plementary local promotion, 

Today’s better schools are built with : pe} a. send for the free eherinanenn kit 
to: West Coast Lumbermen's As- 


West Coast Lumber = ~ sociation, 1410 S. W. Morrison 


Street, Portland 5, Oregon. 
Douglas Fir 
West Coast Hemlock 
Western Red Cedar 
Sitka Spruce 
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PONDEROSA 
PINE 


DOUGLAS 
FIR 


WHITE FIR 


and remember 


ELLINGSON 


has been a reliable 
source of supply for 


67 YEARS 


Tell us your needs. 


ELLINGSON 


LUMBER COMPANY 


Kiamath Falls, Oregon 
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DEALERK)PARADE 


System for Estimating 
Home Improvements 


A low-cost system for estimating 
home improvements is part of a 
complete sales promotion and ad- 
vertising service, which soon will 
be available to dealers. Developed 
by Russell W. Nowels in his four 
Michigan yards, the program will 
be known as “Better Home Ad- 
visors.” 

“This simplified system includes 
all the estimating, advertising and 
sales promotion materials necessary 
to make profits on home moderniza- 
tion and remodeling sales. It will 
be offered on an exclusive basis of 
one dealer to a city,’”’ Nowels states. 

“The new system will enable any- 
one to quote accurate price on more 
than 30 home improvements in a 
minute or less,” Nowels adds. De- 
signed for the busy lumber dealer, 
the system can be put to work in 
any yard in a few minutes’ time. 

John R. Nowels, who manages 
the line yard operation, will serve 
as vice-president of ‘Better Home 
Advisors.” Martha Nowels, owner 
of an advertising agency in Tuc- 
son, Ariz., is secretary-treasurer. 
An affiliate of the Nowels Lumber 
& Coal Co., headquarters for “Bet- 
ter Home Advisors” is 412 Water 
St., Rochester, Mich. 





Cail 


HAPPY WINNERS of an all-expense-paid 
vacation in Bermuda this month are Mr. 
and Mrs. Joseph Simenas, Jr., lumber 
dealers in Westminster, Mass. They sub- 
mitted the prize-winning answers to a 
quiz, sponsored by the Insulation Board 
Institute, on the merits of fiberboard 
sheathing in New England home con- 
struction. Mrs. Simenas is bookkeeper in 
her husband's yard. 


Torrence Benson 


Name Benson Secretary- 
Manager of Ohio Assn. 


Findley M. Torrence, Xenia, Ohio, 
has resigned as secretary-manager 
of the Ohio Association of Retail 
Lumber Dealers after 40 years in 
that position. His successor is 
Charles E. Benson, Dayton, who has 
been field secretary of the organiza- 
tion since 1937. 

In recognition of Torrence’s val- 
ued contributions, the association’s 
board of directors has elected him 
as its chairman. 

In announcing the changes, Dan 
Apel, association president, said, 
“We are fortunate to have so ex- 
perienced a man as Charles Benson 
to succeed Findley Torrence.” Ben- 
son, who was a resident of Columbus 
until 1956, is a graduate of Ohio 
State University. He joined the 
association shortly after graduation 
from college. 


Herbert G. Drews has been named 
executive secretary of the Building 
Material Merchants of Georgia. Born 
in Clinton, Iowa, he spent 10 years in 
Los Angeles as a wholesale lumber 
salesman and for the past 10 years he 
has been part owner of a retail yard in 
Oregon. With his headquarters in At- 
lanta, Drews will devote his entire 
time to servicing the Georgia associa- 
tion and its members. 


The Mercer Island Lumber Co. has 
moved into its own new building at 
Seattle, Wash. The new building, de- 
signed by architect Roderick G. Parr, 
is owned by the lumber dealers, Mor- 
ris and Stanford Lindstrom. The ma- 
sonry and frame building increases the 
firm’s facilities and has made _ pos- 
sible a larger inventory. 


Ray A. Schaub of the Northern 
Indiana Lumber & Coal Co., Whiting, 
Ind., has been appointed a member 
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of the Board of Governors of the 
Building Research Institute, Wash- 
ington, D. C. He will serve on the 
board through June 30, 1960. 


Ed West has been appointed vice- 
president of the Lewis Lumber Co., 
Lexington, Ky., according to an an- 
nouncement by president W. H. (Bill) 
Lewis. The firm recently added a serve- 
yourself warehouse . President 
Charles M. Hines, Edward Hines Lum- 
ber Co., reports the appointment of 
Mylton B. Wunder as general manager 
of the 26 branch yards, which the firm 
owns and operates in the Chicago area. 





DEALER CONVENTIONS 


1957 
OCTOBER 


20-21, Oklahoma, Oklahoma City, auditorium 


NOVEMBER 


4-5-6-7, National Retail Lumber Dealers’ Assn., 
Philadelphia, Trade and Convention Center 


1958 
JANUARY 


13-14-15, Kentucky, Louisville, Kentucky hotel 
14-15-16, Northwestern, Minneapolis, auditori- 
um 

19-20-21-22-23, National Association of Home 
Builders, Conrad Hilton and Sherman hotels 
and Coliseum 

— Northeastern, New York City, Statler 
otel 

27-28-29, Southwestern, Missouri, Kansas City, 
auditorium 

27-28-29, Home Improvement Products Show, 
Chicago, Sherman hotel 


FEBRUARY 


8-4-5, Southeastern, Georgia, Atlanta, Biltmore 

4-5-6, Michigan, Grand Rapids, auditorium 

5-6, South Dakota, Sioux Falls 

5-6, cena Penna., Pittsburgh, Penn-Sheraton 
hote 

5-6-7, Middle Atlantic, Atlantic City, Chalfonte- 
Haddon Hall 

6-7-8, Intermountain, Utah, Salt Lake City, 
Utah hotel 

11-12-13, Illinois, Chicago, Shermen hotel 

as Ohio, Columbus, Veterans Memorial 
Idg. 

12-13-14, Virginia, Hot Springs, The Homestead 
(no exhibits) 

12-13-14, Mountain States, Denver, Shirley- 
Savoy hotel 
13-14-15, West Virginia, White Sulphur 

Springs, Greenbrier hotel (no exhibits) 
18-19-20, Wisconsin, Milwaukee, auditorium 
19-20-21, Nebraska, Omaha, auditorium 

25-26-27, Western, Seattle, Olympic hotel 

26-27-28, Independent, St. Paul, auditorium 


MARCH 


2-3-4, North Dakota, Bismarck, War Memorial 
Idg.* 


Indiana, Indianapolis, Murat Temple 
4-5-6, Carolina, Charlotte, N. C., coliseum 
10-11, Montana, Helena, Civic Center 
11-12-13, Iowa, Des Moines, auditorium* 
18-19-20, Louisiana, New Orleans, Jung hotel 
18-19-20-21, New Jersey, Atlantic City, Haddon 
Hall (no exhibits) 
27-28, Mississippi, Biloxi, Buena Vista hotel 
31, Apr. 1-2, Tennessee, Memphis, auditorium 


APRIL 


8-9-10-11, Southern California, Los Angeles, 
Ambassador hotel 

9-10, Arkansas, Little Rock* 

Mid-April, Northern California, Yosemite Na- 
tional Park, Ahwahnee hotel* (no exhibits) 
17-18-19, Florida, Clearwater, Fort Harrison 
hotel (no exhibits) 

27-28-29, Texas, Houston, coliseum 


MAY 


15-16-17, Arizona, Prescott, Hassayampa hotel 
(no exhibits) 

0-21, Georgia, St. Simons Island, King and 
Prince hotel (no exhibits) 

The 1958 convention of the National Retail 
Lumber Dealers will be held in St. Louis, Nov. 
28 to Dec. 4. 


* Tentative schedule, subject to change. 
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TROLLEY TRACK and HANGERS 


for industrial, commercial & farm building 


Time-tested... top-quality... best- 
sellers... backed by over 75 years of 
experience ...ALL are adjectives that 
describe R-W's line of trolley tracks 
and hangers—-ALL are important to you 
for greater sales volume and added 
profits. R-W offers you a line that sells 
on reputation...a line that you can 
sell with assurance of knowing your cus- 
tomer will be satisfied. There’s a type 
and size to meet your customer's exact 
requirements. R-W Trolley Track and 
Hangers will provide dependable, 
trouble-free operation year after year 
...even on doors weighing a ton. 


“EaR-Way” Track and Trolley for 
smooth, effortless operation. R-W 
No. 239 track has ears spaced on 
12-in. centers that are attached to 
walls by lag screws. Bosses hold 
track away from building allowing 
free passage of air and preventing 
rust. R-W 346'42B hangers have ball 
bearings and vertical and lateral 
adjustments. 


WEATHERPROOF BARNDOOR TRACK and 
HANGERS... the favorite of farmers every- 
where. R-W 36 self-cleaning type track is 
weather and bird proof. R-W 423 hangers 
feature roller bearings and lateral and vertical 
adjustment for easy, dependable operation. 


“LOCK JOINT” TRACK and 
HANGERS for doors 1% to 
2% inches thick. R-W "LOCK 
JOINT" track No. 31 is avail- 
able in 4, 6, 8, 10 and 12 ft. 
lengths. R-W No. 20-2 hangers 
will provide years of depend- 
able operation... features 
roller bearing steel wheels, 
lateral and vertical adjustment 
for fool-proof operation. 


A "Glide-Ride"’ for Doors that Slide! 


for complete information. 


were | Request Catalog No. A-91-LP 


Leading manufac- 
turer of Track 
Hangers, all types 
of hardware and 
Electric Door Op- 
erators for over 
75 years. 


’ 


MANUFACTURING COMPANY 


A HANGER FOR ANY DOOR THAT SLIDES 


| “urmoa 


226 W. THIRD STREET, AURORA, ILLINOIS « Brenches in Principal Cities 
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You can’t beat 
Hobbs Wall 
Redwood! 


MUM WA Sy 


eeedeaegin 





Milling, grading and shipping know-how 
doesn’t come overnight. Hobbs Wall has 
been engaged in producing and market- 
ing California Redwood lumber for over 
90 years. 

Result? Size for size, grade for grade— 
Hobbs Wall Redwood can’t be beat! 
For prompt service call, wire or 
write us. 


HOBBS WALL 


Hobbs Wall Building, 
2030 Union St., San Francisco 
Fillmore 6-6000 « Teletype SF-761 


Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS Co. 
A CRA Mill 
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Low-Cost Direct Mail Campaign 


Dramatizes Wholesale Lumber Service 


“Present your story in terms of interest to your custom- 


er,” says Braverman. Cilco’s promotion program does exactly 


that. 


Lumber wholesaling, long consid- 
ered a service you can’t adapt to 
modern promotion methods, is tak- 
ing on a new aspect under skilled 
hands at City Lumber Co., Bridge- 
port, Conn. 

As a result, retail lumber dealers 
throughout New England and the 
mid-Atlantic states probably know 
more about this wholesaler’s serv- 
ice than any other lumber whole- 
saler operating there. The firm’s 
program is showing retailers how 
buying lumber from Cilco broadens 
selling opportunities. As an extra 
dividend, City Lumber’s little direct 
mail cards have even won an “Os- 
car” from the Advertising Club of 
Bridgeport. 

“We felt the need of added identi- 
fication of our firm in the minds of 
retail lumber dealers,” said George 
Braverman, ad manager of the com- 
pany (one of the very few whole- 
sale lumber ad managers in the 
world!) 

“We wanted to impress upon deal- 
ers’ minds the benefits of our serv- 
ices,” Braverman added. “To do 
this, we applied mass production 
principles to selling and set about 
creating an inexpensive direct mail 
campaign.” 

No “say-nothing” ads. In the 
past, promotional work by lumber 
wholesalers has been limited to dig- 
nified “say-nothing” ads in small- 
circulation lumber journals, plus 
mimeographed price lists mailed at 
intervals. Actual sales work was 
done at high cost via personal calls 
and telephone. 





When answering advertisements 
please mention 


AMERICAN LUMBERMAN 





The theory was that the dealer 
bought lumber from the salesman he 
liked best and always bought every- 
thing for reasons of price alone. 
After all, what did wholesaler “A’”’ 
offer that wholesaler ‘“B’ couldn’t 
offer, too? Lumber is lumber and 
that’s it! Braverman and the City 
Lumber Co. management felt dif- 
ferently. They felt they had a lot 
more benefits to offer. 

Interesting ideas. “In our direct 
mail campaign we covered a multi- 
tude of ideas we felt were of inter- 
est to the retailer,” Braverman 
said. “Then we used simple illus- 
trations — cartoons, mostly — to 
help get these ideas across. The 
campaign has been strictly institu- 
tional in character, selling the 
ideas that City Lumber Co. is a 
good place to buy lumber and why. 
It has been a ‘foot in the door’ 
operation.” 

Success measured. Braverman 
admitted there is no direct way to 
measure the success of any institu- 
tional campaign. 

“From the favorable reports re- 
ceived from our sales representa- 
tives, we believe the program was 
successful,” he said. “It sure did 
help spread our message around 
over a very large area. We are plan- 
ning tocontinue this type approach.” 

City Lumber Co. was founded in 
1916. Its main office and yard is at 
Bridgeport, Conn. Extensive con- 
centration yard facilities are main- 
tained at Newark, N. J., Philadel- 
phia, Boston and New London, 
Conn. A large west coast buying 
office at Portland, Ore., is affiliated 
with the Terminal Steamship Co., 
which maintains four vessels in the 
east coast-west coast lumber serv- 
ice, serving the firm’s concentration 
yards. 


October 14, 1957, AMERICAN LUMBERMAN AND 





from 


CITY LUMBER 


Now City Lumber gives yoo a 
quic 
% from our own 


leading west coa sa QUICK PICK-UP 
available for instanc 4 TRUCK SERVICE 


on your truck when yo 
umber L. ms 


os . ni 

want it! Take advantage of 
this new service now 
+ Resp, 

NEWARK. NEW JERSEY 


TYPICAL CITY LUMBER CO. mailing piece emphasizes 
dealer benefits. Copy singles out one point, concentrates 
on it. 


How Cilco Prepares Its Mailing Pieces 


Most of the City Lumber Co. direct mail pieces 
are printed on colored card stock. Usually colored 
ink is used. This gives a two-color appearance 
with one-color cost. Each card is folded once to 
5"x7” size. Usually a humorous cartoon character 
occupies a large portion of the inside of the card. 
Copy begins with a large headline and seldom 
runs more than 50 words. It spells out dealer bene- 
fits in buving lumber from Cilco. 


Typical copy features the services of the firm’s 
Boston concentration yard: “Cilco-Boston Pays 
Off!” (Cartoon shows prospector-type character 
displaying poker hand holding four aces.) The 
body copy continues: 


“Despite varying conditions, Cilco-Boston is 
‘johnny-on-the-spot’ when it comes to making 
quick deliveries on your requirements. Why? 
Well, our buyers, anticipating market conditions 
and dealer needs well in advance, always stock a 
complete inventory of #1 Common (20% #2) 
hemlock ; #3 Common dimension, pulled to length; 
#3 and better boards, plus fir uppers, gutter and 
shingles on the dock at Castle Island. 


“This makes good sense (and dollars, too) be- 
cause smart dealers know that when the ‘chips 
are down’ they can get quick, dependable service 
when they call (phone numbers)”. The name of 
the firm and the concentration yard location is 
prominently displayed at the bottom of the mail- 
ing card. 


Themes used in the series include emphasis on 
delivery of what the dealer wants when he wants 
it, ready availability of complete specified stocks, 
frequent arrival of the firm’s cargo vessels, direct 
mill shipments, quality control in mixed car ship- 
ments. All these are spelled out in specific terms. 
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Courtesy Western Pine Association 


wood for “home appeal” 


Here’s a room that looks as a living-room 
should—welcoming and friendly, with a mood of 
lasting cheer brought about by a discriminating 
use of wood. Wood has the qualities of informality 
and easy living that Americans want in their homes 
today. Those qualities are long-abiding, repaying 
the home-owner with endless dividends of satis- 
faction. Take advantage of this trend, to sell the 
correct woods for exposed-beam cathedral ceilings, 
paneled walls, handsome hardwood floors. Note 
also... the wood furniture helps to make this 
room restful and livable, as it will in any home. 
Remember, every wood remodeling project under- 
taken in your community is a powerful silent sales- 
man, paving the way to more business for you. 


To be sure of getting the grades and species 
your customers want, make use of a National- 
American member in your territory. He’s a big 
help in turning wood into dollars for YOU. 


TIMES ARE CONSTANTLY CHANGING...THE 
MEN BEHIND THE SEAL KEEP UP TO DATE 


i Rehilelale Ley Wiilealeela 


WHOLESALE 


Lumber Association 


3 East 44th Street, New York 17, N.Y 
1111 Yeon Building, Portland 4, Ore 
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lustration courtesy of 


Be sure! Use [F/[]][F staples... eliminates costly call-backs! "iis". 





YOU NEVER LOSE A SALE BECAUSE YOU’RE 
PROTECTED BY ARROW’S SALES GUARANTEE PLAN! 





e Arrow sells only through the trade 


e All consumer inquiries are immediately referred back to 
the nearest Arrow dealer or distributor 


e Repeat staple business automatically reverts to the dealer 


Send now for details on Arrow’s 
SPECIAL DISTRIBUTOR-DEALER PLAN! (See Coupon) | 


, T-50 
See Arrow’s Complete Line of Automatic Nailers, Tackers Wa —_ seer 618-80 
and Office Stapling Machines! Write for full line catalog. \ : 


For heavy nailing jobs. For light nailing jobs. 








o List: LIST: ae INSTALL CEILTILE STAPLES QUICKLY, 
7 Ww $16.50 ; ‘ EASILY WITH ARROW’S VERSATILE 
— T-50 AUTOMATIC NAILER! 


America’s No. 1 automatic nailer does 
1001 jobs... use it not only for fasten- 
ing ceiling tile, but for insulation, wire 
fencing, woodworking, shingles, metal 
lath, weatherstripping, etc. 














For non-metallic For any wire Z 
sheathed cable up to 1%” in dia. f . 


ro tty Patented mechanism makes it abso- 
up to ¥2” in dia. 


lutely jam-proof! 


Takes 6 different staple sizes from 
1/4” to 9/16” leg. 


Rent or sell the T-50 for big profits 
and for steady repeat staple business. 























ARROW FASTENER [[0../NC. 1 Junius Street, Brooklyn 12, N. Y. 
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an end to hidden fractures! 


ARROW’S CEILTILE STAPLE IS THE ONLY 
STAPLE DESIGNED FOR CEILING TILE! 


Hailed as the first major innovation in staple 
design in the last ten years, Arrow’s new 
Ceiltile staple has been created exclusively 
for ceiling tile installation. Ceiltile penetrates 
and drives flush without fracturing the tile 
flange! Its uniquely designed leg locks firmly 
into wood and special cement coating gives it 
extra holding power! 


Here’s the big difference you usually can’t see! 





Hidden Fractures Endanger Ceilings! 
Tests show that 9 times out of 10 ordinary 
staples fracture the back of the flange on most 
ceiling tiles. The holding power of the staple 
is greatly diminished even though the frac- 
ture is not visible to the naked eye! These 
“hidden fractures” often cause ceilings to sag, 
tiles to buckle and staples to pop out. 

















ORDINARY STAPLE 
@ Often fractures the flange 
@ Staple loses 50% holding power 
@ Sagging, wavy eullings result 


ARROW’'S CEILTILE STAPLE 
@ Unique leg design drives flush, holds tight! 
@ Flange is never fractured . . . 

penetrates perfectly! 

@ Special cement coating provides tremen- 
dous holding power! 


CEILTILE staPLes 


(CEMENT COATED) 


LIST PRICES 
5M Bulk-Pak: 


$3.50 


10M Ten-Pak: 
(10 1M Packettes) 


$7.20 


CEILTILE 
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Arrow’s New CEILTILE Staples | 


Have Been TESTED AND APPROVED BY: 


BUILDING 
MATERIALS 
(Reg. U.S. Pat. Off) 


5 


Gold Bond 


BUILDING PRODUCTS 
R IV} 
and other leading manufacturers 
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| 
NVILLE | 
| 
| 
| 


SEND FOR FREE SAMPLE! 


TEST CEILTILE YourRSELF! 


Arrow Fastener Co., Inc., Dept. AL, 1 Junius St., B’klyn 12, N.Y. | 
Date 

Gentlemen: Send us 

(0 FREE sample of Ceiltile staples 


(0 Details on Arrow’s special Distributor-Dealer Plan 


We are Distributors ______ Dealers ___W hole salers ____ 


(If dealer) My distributor is 


(Name and City) 


Company name_____ —— 





Street ee = ee a 


City si ____Zone State 
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Wholesaler Shorts 


The Logan Lumber Co., Tampa, Fla., 
announces the appointment of Clark E. 
McDonald as vice-president of the firm 
and general manager of its Miami divi- 
sion, which has its headquarters in a 
new 44,000 square foot warehouse. 
McDonald was formerly a vice-presi- 
dent of Central Woodwork, Inc., Mem- 
phis, Tenn. 


Reilly Atkinson & Co., Boise, Ida., 
announces that it has opened a distri- 
bution center in Ogden, Utah. The firm 
has leased 5,000 square foot of space 
from the Western Gateway Storage 
Co. at 130 W. 28th St. for its Utah 
facility. The new center will distribute 
Reilly Atkinson products to dealers as 
far north as Preston, Ida., south to 
Kaysville and east to Evanston, Wyo. 


i 


aN 


on 
Le sf 


Wholesaler News 


Western Lumber, Inc., Medford, Ore., 
reports that Keith Gordon has joined 
its firm. Gordon will be wholesaling all 
lumber items presently handled by 
Western Lumber with special emphasis 
on WPA species and industrial lum- 
ber. For the past three years, Gordon 
has been affiliated with Superior Lum- 
ber Co., Sacramento, Calif. 


The formation of Abbott, Mading & 
Tardif, Inc., a wholesale lumber com- 
pany in Buffalo, N. Y., is announced by 
the new firm’s president and treasurer, 
Harry L. Abbott, Jr. For the past five 


er If You’re Going Western .... 


(and who isn't?) 


go for..... 


Canadian 


WESTERN 


Willie 


from ALBERTA Canada 


Western White Spruce is light, strong, versatile .. . 
available for fast shipment to any point in the United 


States 


ALBERTA 
FOREST 
PRODUCTS 
ASS’N. 


CANADA PERMANENT BUILDING 


10126 - 100 STREET, EDMONTON * NAME 


ALBERTA, CANADA 
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ALBERTA FOREST 

CANADA PERMANENT BUILDING 

10126 ~ 100 STREET, EDMONTON 
ALBERTA, CANADA 


PRODUCTS ASS'N. 


PLEASE SEND FREE BOOKLET ON USES OF WESTERN 


WHITE SPRUCE. 


. ADDRESS 





years, Abbott has been northern div. 
manager in Buffalo for the H. C. 
Kopeke Lumber Co. of Atlanta, Ga. 
“The new company plans to do business 
in the whole of the U. S. and Canada,” 
says Abbott. 


USING FORK TYPE handling equipment 
two men at Youngblood Lumber Co., 
Minneapolis, Minn., unloaded the first 
boxcar of unitized hardwood lumber in 
1/4, days. Normal time has averaged 2!/2 
days for three men. 


Unloads First Car of 
Unitized Hardwood Lumber 


A carload of kiln-dried Philippine 
mahogany lumber loaded in units 
with a fork truck and shipped half- 
way across the country has just been 
received by Youngblood Lumber Co., 
Minneapolis, Minn. Pioneering in 
new material handling procedures 
for hardwood lumber, Youngblood 
worked closely with the Los Angeles 
importing firm of E. J. Stanton & 
Son, Ince. 

Although shipments of softwood 
lumber in the construction grades 
have become standard practice 
among many lumber producers this 
past year, the specialized problems 
of packaging random width and 
length, high quality, high cost mate- 
rial has discouraged movement of 
furniture and cabinet stock in units. 

In an effort to promote efficiency 
in its operation, Youngblood ordered 
the car and specified that new load- 
ing procedures be utilized. Although 
most anticipated problems were 
found to be minor, much progress 
was made in solving some of the 
major drawbacks. “This shipment 
proves the practicality of the sys- 
tem,” commented president T. E. 
Youngblood. “It remains now only 
for competition to make it standard 
practice.” 
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REFLECTOR HARDWARE CORP., Dept.AL-108 
SEE US AT ats g '400 NORTH 25th AVE., MELROSE PARK, Le 


. Gentlemen: 
BOOTH 634 e ; Bi" Please RUSH my free copy of the 


NATIONAL : ot g ew Spacemaster 57-S Catalog. 
HARDWARE 2 ? a | y : | @ Name eae 


J 8 es B Position asta aa 
tional ,= gar 5 @ Firm Name_____ 
OcT. 14 = 18 ; 4 4 P & Address 
NEW YORK ‘se Me eee En p City 


COLISEUM 


5 wags ane coins 


MAIN OFFICE AND FACTORY 


E FLECTO R mies heal a PLU S 


NEW YORK OFFICE AND SHOWROOM 


HARDWARE CORP. 225 W. 34th STREET 
VISIT OUR NEW YORK SHOWROOM NEW YORK 11, N.Y. 
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“That makes *1 ,000 


um bonds this year 





.paid for with extra net profits 
z from | AMERICAN | Rental Sanders!" 








How did this man do it? He used less than 5 sq. ft. 

of floor space to display and merchandise the 
profit-proved American Rental Threesome: floor sander, 
edger and all-purpose polisher. The tools preferred by 
your customers, by editors of How-to articles, and by 
smart dealers everywhere because they do the best 

job, are so easy to use, have the absolute lowest 
upkeep, are tamper-proof, virtually wear-proof .. . 
backed by a 5-year service guarantee! In addition, you 
get profit-help all the way with American’s kit of 
pre-tested merchandising aids. The results——up go sales 
of dozens of related items! Up go your profits when 
you feature American Rental Sanders! 


$7.22 

ye * Send today for big free booklet that 
¥A shows and tells you how to sell more 

te ware of everything in your store, while 


—— making an Extra $1,000 Net Profit! 
MERICAN | Profit Proved Rental Tools 


FLOOR MACHINE CO. 
, | Sales and Service in Principal Cities 


| 


521 So. St. Clair St., Toledo, 30hio 
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New distributorships in Tennessee 
WHOLESALERS and Arkansas have been announced by 
Formica Corp., a subsidiary of Ameri- 
can Cyanamid, according to L. J. Fran- 
cisco, vice-president in charge of sales. 
Distributors Announced They are the Central Woodworking 
Co., Memphis, Tenn., and the May 
Century Lumber Co., Topeka, Kan., Supply Co., Little Rock, Ark. 
has been appointed a wholesale distrib- 
utor of Armstrong Building Products, Youngstown Kitchens Div. of Ameri- 
reports J. O. Sampson, manager of can-Standard has appointed new dis- 
lumber dealer sales of the Armstrong tributors in the Baltimore and Wash- 
Cork Co. Operating under a partner- ington, D. C., areas. Kaufman Distrib- 
ship consisting of Clifford K. LeDoux, utors, Inc., of which I. Kaufman is 
Harry F. Foster, Edward E. McCoy president and Richard Horsey is vice- 
and G. C. Fulton, the firm will distrib- president, will handle Youngstown 
ute the Armstrong line of insulating Kitchens products in Baltimore. South- 
sheathing, roof deck, interior finish ern Wholesalers, Inc., is the new dis- 
products, ceilings and allied items to tributor in Washington. William J. 
dealers in the Topeka area. O’Connor is president, John E. O’Con- 


(begins on page 114) 
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TW&J Sugar Pine is high 
altitude, slow growth, 
premium stock with the 
smooth, easy working, 
soft texture demanded 
by pattern makers, 
millwork manufacturers 
and wood craftsmen. 





THOROUGHLY KILN OR 

AIR DRIED TW&J Sugar Pine ” 
is precision manufactured 

from 4/4 to 16/4 and held 

in large storage sheds for 
year-around delivery. 


The West's largest 
producer of Sugar Pine 
with 10 mills in the heart 
of the High Sierra Sugar’=*$eal 
Pine belt to serve you. 
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Tartrer. WEBSTER & Jounson, INC. 


P.O. BOX 3498 
San Francisco 19, California 


PRospect 6-4200 Teletype SF 211 
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nor, executive vice-president, and 
Frank Levine, general sales manager. 


Conventions Announced 


National Plywood Distributors 
Association, Inc., will hold a big 
three-in-one meeting, Nov. 10-13, 
at the Americana hotel in Miami, 
Fla., according to an announce- 
ment by president Albert Hersh. 
This meeting replaces three fall 
regional meetings usually held by 
NPDA in Chicago, New York and 
in the South. 

The sixth annual meeting of the 
National Building Material Dis- 
tributers Association will be held 
in Chicago at the Sheraton hotel, 
Nov. _" 12, reports general man- 
ager S. M. Van Kirk. 


1,000 Lumbermen Go 
Hawaiian for a Day 


Over 1,000 lumbermen and their 
wives from four states recently en- 
joyed a Hawaiian Luau as guests of 
Lumbermen’s Supply and Lumber- 
men’s Service of Madison and La- 
Crosse, Wis. 

Guests were seated on the floor 
of two large dining rooms and dance 
hall in the Dell View hotel at Lake 
Delton, which was transformed to 
a tropical Hawaiian setting for the 
good will get-together. They were 
served generous helpings of Kolua 
pig, haupia, pineapples, coconuts, 
okelehoa and other foods from the 
Islands. Hawaiian decorations, in- 
cluding large posters of Island 
scenes, decorated the halls. A Ha- 
waiian orchestra, singers and hula 
dancers furnished entertainment for 
the evening. It was the largest 
Luau ever held outside the Hawaiian 
Islands. 


HAPPY HOSTS at successful Hawaiian 
Luau, left to right, were Lloyd McGraw 
and Charles Topp, owners of Lumbermen's 
Supply and Lumbermen’s Service of Madi- 
son and LaCrosse, Wis. 


14, 1957, AMERICAN LUMBERMAN AND 





K-V 1 


Clothing Carrier “ the most asked for 





name in fixtures! 
K-V 2 

Closet Rod 
You can satisfy almost any customer with K-V’s choice 
3 of more than 40 fine fixtures for closets and kitchens. Beautifully 
K-V 3 styled and handsomely finished in polished chrome, K-V fixtures are 
Gorment Brocket made for years of service and designed for the greatest 
convenience in storing everything from hats to shoes in closets. 
And for the kitchen, K-V fixtures include similar top 


quality racks for storing pans, towels and cups, 


K-V 789 FAMOUS FOR BUILT-IN CONVENIENCE HARDWARE 
Shoe Rack 


K-V 798 
Disappearing 
Towel Rack 


K-V 790 wi . “ K-V 992 Sliding Door Hardware K-V 1300 Drawer Slide K-V 80-180 for open wall shelves 
Disappearing - on K-V 233-239 for built-in shelves 
Pan Rack 

K-V also has a complete line of top Ask your jobber 

quality drawer pulls, door handles, locks 


More Than 100 K-V Fixtures and catches, 
to Make Your Home 


More Convenient! 


for complete catalog and price lists, 
or write us. 


KNAPE & VOGT MFG. CO., Grand Rapids, Mich. 
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Get Set for EXTRA 
me zex maw | Tl. do-it-yourself Sales 


ABESTO PLASTER BOND 


@ Bonds plaster directly to masonry walls 


e@ Creates strong vapor-barrier between outer 
masonry wall and plaster coat 


with gio Ue ; 


@ Retains elasticity after curing to allow for 


expansion and contraction and so preserves 
plaster coat without cracks or breaks 


@ Handles easily and efficiently 


@ Bears the ABESTO SEAL OF QUALITY that in- 
sures value at reasonable prices 





Fall and winter months are the busiest season 
for the home craftsman, and Peg-Legs fit right 
in with his special projects of building or re- 
modeling furniture. Peg-Legs are top quality, 
solid maple; each set of four is matched in 
shade, boxed complete with two-way mounting 
plates and screws. Available in 7 sizes; un- 


finished, or spray-lacquered satin black; with 
solid brass ferrules or chromed glides. 


Slay, New Display-Stock Merchandiser 
STRAIGHT stops traffic; new “idea” 

folders promote additional sales. 
Write for catalog, price list 

and complete details. 


DEALERS! 


Another “HIDDEN VALUE” material for || [imme ig With PEG-LEGS! 
the contractor who builds and sells quality ag Write or call today 


PERRY FURNITURE COMPANY 


GRAND RAPIDS 2, MICHIGAN 


Abesto Manufacturing Corporation 
Michigan City, Indiana 
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Galvanized 





‘I have no problem getting ma- 
sons to lap KEYWALL. I prefer a 
2-foot lap. When it's lapped, it 
doesn’t interfere with the embed- 
ment. Yet it gives the full rein- 
forcement value of continuous 
wire,’’ Mr. Gans points out. 


Masonry Reinforcement 


Wherever walls intersect, Mr. Gans uses 
KEYWALL to tie them together. “It is 


easy to place in alternate joints as 


shown," he explains. ‘And KEYWALL 
bends out of the way, removes the 
JtY-V2-¥ de Me) MB 0) co) [-Yol tele MB cole (io) bt al 








Mid s(c)bebCo) cor-deel=yet ae t-Me) ol Kim: T-Me (olele MTB CB ove) Yo 
This section of joint shows how KEYWALL 
is fully embedded in the mortar to provide 
an exceptional bond. Actually, the hexa- 
fo fo) eM esl 1-100 of Torey esl -t-B lolol <-to B bet Com de(= Brio) ac.) aa 
says Mr. Gans. 

















Note the full embedment of the face shell 
of these units. KEYWALL helps hold mor- 
tar in place, giving a stronger, more 
weather-tight wall. 












When a 2-day-old course of masonry was 
removed from the wall this section of five 
units came out in one piece. The load of 


this beam is carried by the KEYWALL re- 


inforcement in the mortar joint. 


“EXCLUSIVELY, NOW” 








says Al Gans, Masonry Superintendent 
R. S. Ursprung Company 
Cleveland, Ohio 


“T believe in reinforced masonry,” says Al Gans. “‘In 
fact, I was one of the first in Cleveland to use it. But 
I was never satisfied with results until Keywall came 
along.” 

“Tt looked right to me. I tried it out. It solved the 


problems I had with other types. The results in the 
wall have lived up fully to my expectations. Today, 
I use no other type.”’ 

Here you see some of the ways Mr. Gans is using 
KEYWALL to get better, stronger walls. 






DEALERS: 


Tie in with this new, fast-moving 
masonry reinforcement now. Write for 
peiYeyd-Meleyeshe)(-1(- Mol -1c- 





KEYSTONE STEEL & WIRE 


PEORIA 7, ILLINOIS 


COMPANY 





“You can’t beat KEYWALL as a wall tie,” according to Mr. Gans. 
“It does everything a wall tie should do, and does it better. In 
addition, it gives reinforcement. What's more, .this double-duty 
product costs no more in the wall than the ordinary non-reinforcing 
type of wall tie. With KEYWALL I omit header courses, too. 
KEYWALL doesn’t shear when walls move, as header brick do. 
It's easy to see why I'm so enthusiastic about KEYWALL.”’ 
a 


‘I build a chase in the wall. Pipes, ducts and con- 
duits are easy to install when KEYWALL is used. 
I run the KEYWALL right through the chase,”’ Mr. 
Gans explains. ‘‘The center mesh can be cut away 
as required without destroying the reinforcement 
value.”’ 

















NEW Bacevite@ as 


Christmas Profit-Makers 


Here are some of the latest 
products offered by manufactur- 
ers to help you step lp yuletide 


sales. 


Gingerbread House 


Thousands of home craftsmen are 
now looking for ideas on things to 
make for Christmas gifts. Especially 
appropriate is a colorful Gingerbread 
House made of Masonite %” Peg- 
Board panels. Decorated with Christ- 
mas trim and simulated gingerbread 
cookies, this play house will thrill the 
heart of any little girl. The cookies are 
cut from %” Masonite with a scroll 
saw using regular cookie cutters to 
make patterns. Free plans for dealer 
distribution may be obtained by writing 
Home Service Bureau, Suite 2037, 
Masonite Corp., Dept. AL, 111 W. 
Washington St., Chicago 2, III. 
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Christmas Sprays 


“Christmas Pak” Gold and Silver 
Spray Finishes and Xmas Snow are 
designed to bring push-button action 
to decorating Christmas trees, wreaths, 
centerpieces, ornaments, bells, vases, 
pine cones and windows in the holiday 
spirit. The gold and silver spray 
enamels, contained in 16-ounce cans, 
may be used on all types of surfaces, 
it is said. Xmas Snow is a non-in- 
flammable snow flake decoration, which 
will not stain and is easily removed 
with a damp cloth, says maker. Plasti- 
Kote, Inc., Dept. AL, 9801 Harvard 
Ave., Cleveland 5, Ohio. 

Circle No. 202 on Coupon, page 152. 


White-Tapes in Gift Boxes 


To help dealers promote the sale of 
flexible steel measuring tapes during 
the coming Christmas season, Evans 
Rule Co. advises that its White-Tapes 
are being packaged in attractive, new 
Christmas gift boxes. Each Evans 50’ 
and 100’ long tape, 6’ and 8’ Thin Tape 
and the 6’, 8’, 10’ and 12’ Power and 


Stanley Tools for Xmas 


For Christmas gift buying, Stanley 
Tools is offering 20 of its newest hand 
tools in separate units. The No. S 10 
Christmas Tool Unit contains one each 
of 10 Stanley brand tools with hand- 
some holiday gift covers over stock 
boxes. Big bright window banner in 
four colors, product pedestals for win- 
ning windows and store streamers are 
all included at no extra cost. Another 
tool set is the Fix-Up Set (H-892) with 
16 Stanley-Handyman tools, including 
the file-type Surform, all in a sturdy 
metal chest. Stanley Tools, div. of The 
Stanley Works, Dept. AL, 111 Elm St., 
New Britain, Conn. 

Circle No. 205 on Coupon, page 152. 


October 


Regular Pocket as well as King Size 
Power and Regular King Size pocket 
tapes will be packaged in the regular 
Tenite plastic utility box inside the new 
Christmas package. A major feature is 
an attractive gift card printed on the 
cover. Evans Rule Co., Dept. AL, 400- 
416 Trumbull St., Elizabeth, N. J. 
Circle No. 203 on Coupon, page 152. 


Gift-Packaged Hammer 


This year, when the do-it-yourselfer 
receives a hammer for a Christmas 
present, he’ll get it in the most attrac- 
tive package ever designed to hold a 
hammer, says maker, who is “luxury 
packaging” its F-57 nail hammer in in- 
dividual gift boxes for holiday giving. 
The gift-packaged hammer comes in a 
distinctively styled white carton, made 
of sturdy lusterboard, decorated with 
black and gold snowflakes. The head of 
the hammer inside the carton shows 
through the acetate window on the 
cover. Fayette R. Plumb, Inc., Dept. 
AL, 4837 James St., Philadelphia 37, 
Penna. 

Circle No. 204 on Coupon, page 152. 
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Home Repair Kit 


Called a home repair kit, 
this package includes the 
rugged Sunbeam Drill- 
master drill, sufficient ac- 
cessories to handle scores 
of jobs. Sunbeam Corp., 
Dept. AL, 5600 W. Roose- 
velt Rd., Chicago, III. 


Circle No. 206 on Coupon. page 152. 


Shower Kit 


A low-cost sliding shower 
door unit of translucent 
Campco plastic now is 
available for do-it-your- 
selfers. Campco Div., Chi- 
cago Molded Products 
Corp., Dept. AL, 2717 N. 
Normandy, Chicago, IIl. 


Circle No. 208 on Coupon, page 152. 


Paint Gun 


An AC Westinghouse 
motor powers the Rogers 
Paint Gun at speeds of 5, 
10 or 15 rpm, governed by 
a handy 3-position switch. 
Weight is three pounds. 
NAPCO, Inc., Dept. AL, 
3473 Fairmount Blvd., 
Cleveland 18, Ohio. 

Circle No. 210 on Coupon, page 152. 


Spatter-Kote 


New Speed-E-Namel 
Spatter Kote in spray cans 
gives a decorative effect on 
painted or unpainted furni- 
ture. Available in 12 colors. 
Zynolyte Products, Dept. 
AL, 1646 S. Vermont Ave., 
Los Angeles, Calif. 


Circle No. 207 on Coupon, page 152. 


Utility Jack 


Named Tel-O-Post, an 
adjustable utility jack pro- 
vides homeowners with an 
effective means of correct- 
ing structural collapse. 
Brainard Steel Div., Sharon 
Steel Corp., Dept. AL, 
Griswold St., Warren, Ohio. 


Circle No. 209 on Coupon, page 152. 








c 
Door Hardware 


Named Glide-Master 
Model F, the new hardware 
eliminates all floor obstruc- 
tions. Installation is sim- 
plified; hardware fits any 
opening up to 8’. ig 
Cox & Sons, Dept. AL, 

N. Sycamore, ty a 
Calif. 


Circle No. 211 on Coupon, page 152. 
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Association mills 
manufacture 
redwood of 
superior quality 


Tenge et 


the following mills produce 


and sti"CRA SER 
Certified DRY” redwood 


ARCATA REDWOOD COMPANY 
P. O. Box 218, Arcata, California 


HAMMOND-CALIFORNIA REDWOOD CO. 
417 Montgomery St., San Francisco 6, California 


HOLMES EUREKA LUMBER COMPANY 
Redwood Sales Company, Eastern Distributor 
1430 Russ Building, San Francisco 4, California 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 


SIMPSON REDWOOD COMPANY 
3100 Russ Building, San Francisco 4, California 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 
Hobbs-Wall Lumber Company, Sales Agent 
2030 Union Street, San Francisco 23, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 


Circle No. 60 on Coupon, page 152. 
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Sun Ray Steel Wool 


For the modern home craftsman 
who believes in a neat, up-to-date 
workshop, this carton of six Sun Ray 
steel wool pads is right in line with 
his desires, explains the maker. Pads 
are easy to get at and the box can be 
left exposed without detracting from 
a well-ordered shop. Two pads each of 
fine, medium and coarse steel wool are 
packed in every carton. The orange 
and black package was chosen out- 
standing in its field at the annual fold- 


ai 


ing carton competition in Chicago 
earlier this year. The Williams Co., 
Dept. AL, London, Ohio. 


Circle No. 212 on Coupon, page 152. 


DOUBLENGTH 
CLAY PIPE 


KEEPS INSTALLATION 
COSTS DOWN 


With today’s higher labor costs, the cost of 
installing a sewerage line can actually dwarf the 
cost of the materials themselves. That’s why 
it always pays to insist on Evans DoubLength 
Clay Pipe. Because it’s longer—up to twice as 
long as ordinary Clay Pipe—it requires less 
handling, fewer joints. You get the benefit of 
lower installation costs, plus all the advantages 
of never-wear-out Vitrified Clay Pipe. 


Wedge-Lock’’ 


PRECISION JOINTS 





Mores 





TEBCO FACE BRICK 
ls available in 3 textures 
and 16 colors for distinc- 
tive, long-lasting building 
exteriors. Write for port- 
folio of full-color literature. 


... eliminate mortaring, 
collaring, and pouring 
ay operations. Joints are 
het simply painted with 
oni Wedge-Lock Adhesive 
and shoved home. 
Wedge-Lock factory- 
made plastic joints are 
root and infiltration re- 
sistant; providea tighter 
more flexible line. 
* Pat. Pending. T.M. Reg. App. For. 








B-657-153 


PIPE COMPANY 


GENERAL OFFICES, UHRICHSVILLE, OHIO TELEPHONE 700 


FAMOUS FOR FIFTY YEARS OF FASTER, FRIENDLIER SERVICE 
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Ceramic Door Hardware 


A new series of Yale ceramic door 
hardware, which combines locking 
action with beautiful hand-decorated 
porcelain knobs and escutcheons, is 
announced. The new units, designated 
the LU locking series, were developed 
especially for bedrooms, bathrooms, 
studies and other rooms where pri- 
vacy is desired. Knobs and escutch- 
eons are available in eight different 
designs. The Yale & Towne Mfg. Co., 
gs a Chrysler Bldg., New York 
i ms he 


Circle No. 213 on Coupon, page 152. 


Ridgid Gift Package 


New Ridgid gift package No. 57 is 
designed especially for use as a cus- 
tomer Christmas gift. It features a 
genuine Ridgid 12” pipe wrench and 
a Ridgid spud (monkey) wrench. Your 
customers get additional benefit from 
this attractive aqua-green and gold 
gift package. Made of heavy duty 
board, the package bottom serves as a 
handy home tool box with convenient 
carrying handle. Packed six per mas- 
ter shipping carton. The Ridge Tool 
Co., Dept. AL, 400 Clark St., Elyria, 
Ohio. 


Circle No. 214 on Coupon. page 152. 


Do-It-Yourself Putty Tool 


A new do-it-yourself Putty Tool is 
so simple a child can use it, says man- 
ufacturer. Designed for speed and 
neatness, it makes everyone a glazier; 
man, woman and child. Can be used 
with either hand. Hiram-Products, Inc., 
Dept. AL, Cleveland 18, Ohio. 

Circle No. 215 on Coupon, page 152. 
(continued on page 125) 
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Best Start fora 


BIGGER SALE 


in the | eu 
tHE fabulout FIRST-COATER es 
(Made by the makers of FABULON) 


Every customer who buys wood or a wood finish in your 
store is a prospect for Pryme* —the fabulous first-coater Looks @f good to the eye... 
that seals thirsty wood. Pryme adds new life, new beauty 
to all top coats . . . makes clears lighter, colors brighter 
. a universal interior wood primer everybody should 
keep on hand. That’s why “Pryme is your best start for Stays good through the years... 


a bigger, plus-profit sale.” 


WHY STOCK SEVERAL "CLEARS" A full two-inch knob of Heavier Metal. 
il il 7 . 
ER Pee, See Larger and better shaped. Note how it Concaves. 
every wood-finishing need? ; . ial 
Generous size Rose. No skimping anywhere! 
= Styles for every function, including Key-in-knob 
FABULON® | , @ FABULOY 


the fabulous 4 the fabulous Resin 
floor finish. Never X Finish . . . ‘‘pre- | 
needs waxing or . ferred to varnish | 
scrubbing. “Twin” ‘ for all other-than- 

1 floor natural wood 
of a famous 


alS finishing. Available 
bowling-alley —.. in Clear Gloss and MAYF IR D SIGN 
finish. Sie satin A E 





Clear Satin 


For complete details on the profit 
potentials of PRYME, PHONE YOUR DISTRIBUTOR Skillman Hardware Mfg. Co. 
TODAY... or write Trenton 4, N. J., Dept. UU-10 
| Please tell us about the Mayfair 
PIERCE & STEVENS CHEMICAL CORP. Design Knob and the 1600 line, 


f which it is part. 
710 Ohio St. Dept. AL-I Buffalo 3, N. Y. of whic sp 


ances IGT 


__Firm 





a Address 





Since 1865 one of America’s largest line builders’ hardware manufacturers. 
Circle No. 92 on Coupon, page 152. Circle No. 93 on Coupon, page 152. 
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A Directory to Better Building and Increased Sales 


The concerns listed below specialize in the precision production 

of America's finest hardwoods—Appalachian Hardwoods. Finest 
because rich soil and climatic conditions of this area produce soft 
texture, uniform grain, and easy workability. These woods are 
available now as lumber, flooring, most standard and specialty 
building items. Assure yourself of more sales with their exceptional 
quality. Order Appalachian Hardwoods today from the following firms: 





*Cherry River Boom & Lbr, Co., Richwood, W.Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 





*Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension. 





“McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods _— 
Band Saw and Planing Mill at Flat Lick, Ky. 





*M, E. Crisp Lbr. Co., Welch, W. Va. 


West Virginia and Kentucky Ropeigmicn Hardwoods, 
Oak, Poplar, Beech, Maple, Ash, Hickory, Chestnut and 
other hardwoods, All facilities. 








“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 


J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 


Manufacturers Appalachian Hardwood Lumber 





“The M. B. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
Century’’ Oak and Maple Flooring. 





Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut. Poplar, Basswood, Beech. 
Cherry, Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 





“Member Appalachian Hardwoods 


Manufacturers, Inc. 





*Member Appalachian Hardwoods Manufacturers, Inc. 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 


POO: 


Circle No. 61 on Coupon, page 152. 
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Garage Door Opener 


A new radio-controlled garage door 
operator which cannot be triggered by 
accident and which requires no FCC 
license has been introduced. Called 
Genie Lift-A-Dor, it includes a safety 
clutch (circled above) which automat- 
ically stops door operation at slisht- 
est interference, explains the maker. 
A limited-range low-frequency radio 
system is designed to prevent jam- 
ming or accidental operation by stray 
signals or planes. Alliance Mfg. Co.. 
Dept. AL, Alliance, Ohio. 

Circle No. 216 on Coupon, page 152. 


Molded Fiber Glass Mailbox 


The new Town and Country Mailbox 
offers customers many outstanding 
advantages. Made of fiber glass, it 
never rusts; colors are molded into the 
fiber glass and painting is never 
necessary, says maker. Available in 
black with brass hardware and green 
white combination with brass. Plastic 
Products Corp., Dept. AL, P. O. Box 
857, Cleveland 22, Ohio. 

Circle No. 217 on Coupon, page 152. 


Embedded Designs 


A group of dramatically different 
and decorative designs are offered in 
the First Acrylite Design Collection 
by Wasco Products. This first Acry- 
lite group offers panels, mural effects 
and all over patterns in fabrics and 
natural foliage, which lend themselves 
ideally to the designing of room divid- 
ers, screens, decorative ceiling and 
lighting panels. Wasco Products, Inc., 
Dept. AL, Bay State Road, Cambridge, 
Mass. 

Circle No. 218 on Coupon, page 152. 
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on a separate scale 


Here is a low-cost opportunity 
to get started in the profitable 
ready-mix field — or modernize 
or expand existing facilities. At 
a minimum investment you can 
now get this new Johnson transit- 
mix Econoplant, complete with ex- 
clusive Concentric aggregate- 
cement batcher. It complies with 
most rigid concrete specifications 
because cement is weighed on an 
individual scale, separate from the 
aggregates. Centrally-located, 
sealed hopper discharges cement 
within the aggregates, minimizes 
dusting and pre-mixes materials. 


ments, total of 45 cu. yds. 


70-bbi. cement tank 
with aeration system 


180 - bbl.- per- hour 
cement bucket elev. 


hoot hopper for 
bulk or bag cement 


3 cu. yd. manual 
Concentric batcher 





Econoplant is ideal for clamshell 
charging — has large aggregate 
bin openings. Charging height is 
only 3012 feet. Where desired, it 
can be arranged with belt convey- 
or, open-inclined or vertical-en- 
closed bucket elevator for aggre- 
gates, at additional cost — also silo, 
undertrack screw conveyor for ce- 
ment. Other optional accessories: 
bin signals, water batcher, water 
meter — and weather-proof elec- 
tric control panel for all plant 
motors (a package unit requiring 
only simple field wiring). See 
Johnson distributor or write now. 





C.S. JOHNSON CO., cHampaicn, 


(Koehring 
HLL. Subsidiary) 


Send us literature on new transit-mix Econoplant 


NAME 








a nn 
| Se 
cry. 








CONCRETE PLANTS « « HOPPERS 


ELEVATORS 


SILOS + BUCKETS 


Circle No. 62 on Coupon, page 152. 
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Nu-Wood Panel-Tex 

The makers of Nu-Wood now offer Panel-Tex panels 
completely predecorated, including prefinished color edges. 
A textured-surface wall paneling, Panel-Tex is available in 
three colors: almond brown, cactus green and lustre gray. 
It has an all-purpose joint that provides an attachment 
flange, which automatically conceals stapling or nailing as 
each panel is applied. Panel-Tex can be applied in four 
different ways: clips, adhesive, staples or nails. Wood Con- 
version Co., Dept. AL, First National Bank Bldg., St. Paul, 


Minn. 
Cirete No. 219 on Coupon, page 152. 


Thicker Sheetrock 

U. S. Gypsum Co. is now marketing its Sheetrock gypsum 
wallboard in a %” thickness. This thicker wallboard has a 
standard gypsum core and tapered edges and is available in 
regular 4’ widths and 8’, 10’ and 12’ lengths. Sheetrock 
continues to be available in the 4%”, 38” and %” thick- 
nesses also. The new %” Sheetrock wallboard has been 
found to give a lot of extra value at a modest cost, says 
manufacturer. U. S. Gypsum Co., Dept. AL, 300 W. Adams 
St., Chicago 6, III. 

Circle No. 220 on Coupon. page 152. 


Door Package 
Aetnapak, a new line of door packages consisting of hol- 
low metal door, frame and hardware fabricated along cus- 
tom standard lines, is announced. The outstanding feature 
in the Aetnapak is a 1%” thick completely flush door 
available in 16 styles, says maker. Sizes range from 2’ to 
3'6” in width. Doors come in 6’8” or 7’ heights. Doors and 
frames are mortised, drilled and tapped for hardware to 
facilitate installation. Hollow Metal Sales, Aetna Steel 
Products Corp., Dept. AL, 730 Fifth Ave., New York, N. Y. 

Circle No. 221 on Coupon, page 152. 

(continued on page 129) 








What's Your Answer? 


(Answers on page 144) 


What are the terms of the new easy payment 
plan now being offered on any of its kitchen units 
by Youngstown Kitchens? 


What does President Carter, Carter-Jones Lum- 
ber Co., believe is the most effective way to 
compete with volume cash-and-carry yards? 


Name the items which are included in Black & 
Decker’s Router Kit? 

What three advantages from the Lu-Re-Co panel 
system in the finish-it-yourself market are 
pointed out by a Maine dealer? 


What is the purpose of the Handy Job Nail Box 
now offered by Alcoa? 


Where and when is the date of the second an- 
nual Home Improvement Products Show, which 
is aimed at home improvement contractors as 
well as lumber and building material merchants? 


What easy-to-build project offers homeowners 
the opportunity to sun tan all winter in their 
own backyard or to own their own small green- 
house? 

Name the sales tool that is helping a New York 
dealer to get added sales of storm sash, screens 
and combination units. 

Which self-sealing, hurricane-resistant shingle 
proved it couldn’t be budged even by Hurricane 
Audrey? 

What are the two lines at the top of the list 
which dealers are planning to add, as revealed 
in a special NRLDA-American Lumberman sur- 
vey? 

















Cleanout doors are avail- Crawl space doors are 
able in formed steel or cast completely assembled, 
iron; durable, close-fitting, ready to install without 

















easy to mount. special framing # 
Pp 
t 
Access doors are available for tile, masonry, brick, wall- 
board, stone, wood; and with or without expansion wings 
for plastered walls. yy, 
Designed for the builder’s convenience, Vestal metal doors are 
available for practically all building needs, in a wide variety of 
sizes and styles; quality construction guaranteed. Cast Iron 
“Lae a, Dampers 
= 
VESTAL... Quality Name in Metal Building Products == =—S—> ee 
Manufacturers of circulator fireplaces, fireplace dampers, ash 
dumps, foundation and under-eaves ventilators, steel mortar 
boxes, wall ties and joist hangers, drainage and sewerage castings. Cistern Rings 
and Covers 
For complete catalog, write Dept. AL 
‘ 
VESTAL MANUFACTURING CO., P.O. Box 152, Sweetwater, Tenn. 4 
bas 
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Master 


WORLD’S FASTEST 
SELLING PADLOCKS! 

















BUILDERS 











en Omens 











DO-IT-YOURSELF 
CUSTOMERS 


#100 DISPLAY .. . Complete 
padlock department in less than 
two square feet! 


Enjoy the extra profits of steady, year ’round 
padlock sales by featuring Master, the original 
laminated padlock. Precision-built brass 
cylinders . . . nickel-silver pin tumblers . . . 
and numerous Master-perfected security features, 
assure your customers of the world’s 
finest padlock protection! 


Order from your wholesaler. 


Seen in Life, Look, Saturday Evening Post, This Week, Parade, 
True, Time, Outdoor Life, Sports Afield, Popular Mechanics, Farm 
Journal, Boys’ Life, American Girl. 


Master Jock Company, Mileovken 45.Wis, 


»e. the 
fastest selling 


paint | have 


ever sold” __ 


SP Kyanise® 
Plastic A 
COLOR: 


pre | 


“SY-1o.use war PAM ¢ 


That’s what the dealer said 
about new 


PLASTIC COLOR-SPREE. 





Here’s the letter* 


* Having sold Kyanize Paint over a period 
of years, and finding it the best on the 
market, I decided to place in our store 
the full line of Plastic Color—Spree. 


p: can truthfully say it's been the fast— 
est selling paint I have ever sold, and our 
many customers can not speak highly enough 
of this particular merchandise. 


Plastic Color-—Spree — the wonder wall 
finish that anyone can use.”” 


*name and address on request 


THIS LETTER IS TYPICAL of many we are re- 
ceiving from Kyanize customers. Many thanks to 
the writer for summing up Plastic Color-Spree’s 
many advantages so neatly — ‘““The wonder wall 
finish that anyone can use.” And don’t overlook 
that “fastest selling” part. It’s important. Get in 
touch with your Kyanize Paint salesman — now. 


Kyanize 


PAINTS, INC. 





Everett 49, Mass. 





Circle No. 64.0 on = Cenen, page 152. 
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Springfield, Ill. 
Circle No. 65 on Coupon, page 152. 


Montreal, Canada 
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UFKIN CHRISTMAS SPECIALS 


BANNER WHITE CLAD 
STEEL TAPE 


A welcome gift in every household. For all those 
measuring jobs, both inside and outside the house. 
A 50 ft. measuring tape with genuine White Clad 
line and maroon vinyl covered steel case. Has 
replaceable blade. Packaged in sturdy plastic util- 
ity box, wrapped with brightly colored gift band. 
Packed in regular box with Christmas display card. 





XHW223 — 50 ft. Banner — retails for $4.98 
W606 — 6 ft. Executive — retails for $1.50 
W608 — 8 ft. Executive — retails for $1.75 











ORDER FROM 


RULE COMPANY 


SAGINAW, MICHIGAN Mia 


Circle No. 66 on Coupon, page 152. 


EXECUTIVE THINLINE 
TAPE RULE 


Slim and trim... this compact tape rule packs 
either six feet or eight feet of measuring accuracy 
into a bright chrome case no larger than a silver 
dollar. Has replaceable blade. Packaged in hand- 
some silver foil (W606) and gold foil (W608) gift 
boxes. Packed six each to a matching carton, with 
display card bearing year-round gift selling copy. 
A perfect gift idea for any spot in your store. This 
packaging will be available for year-round Selling. 
Specify gift box. 


YOUR WHOLESALER NOW! 


(( We are an udustry Sponsor ( 


f 


Hardware Retailing 
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LoManCo Sectional Louvers 


Seven Saws in One 


_ A new low-priced electric hand saw 
is said to cut up to three times faster 
than comparable reciprocating saws. 5 ppemns ied qulehiy “. - 

F . Sections of a large louver are assem qui using ven a large model is easy for one man to 
162 is 2 a taek atdinait oe oa slip-joint fasteners to hold them together handle and install without any assistance 


ing saw, keyhole saw, scroll saw, jig Introducing an entirely new concept of louver design 
saw and hack saw. The saw is also and construction. Louvers made up of sections— whic 

‘ A . " c can used in different combinations to make up venti- 
—— m oe hard and soft woods, 1 lators with from 21 to 614 sq. inches of free area, from 
plywood, laminated plastics, composl- WE Re 2 to 12 feet in base length . . . which can be easily as- 


tions, ferrous and non-ferrous metals. sembled and installed by one man in a few minutes... 
which can be installed in the rough opening either as 


Available in a convenient kit, ready ene unit or plese-by-plece! 


for mounting on a workshop wall or Ti3 
bench. Porter-Cable Machine Co., Dept. eames: . AN AMAZINGLY VERSATILE NEW DESIGN 


AL, 116 Exchange St., Syracuse 8, By combining the 8 basic 2 ft. sections of the new Lo- 
ManCo Sectional Louver in different ways, a builder 


N. . can make up over 25 triangular and odd-sized ventila- 

Circle No. 222 on Coupon, page 152. tors. Automatically, when a builder has one set of these 

. versatile louver sections he has a ventilator for use in 

any one of a hundred different ways—for standard 

gable end installations . . . for problem type, hard-to-fit 

installations. No other product on the market answers 
so many ventilating needs so well. 


A QUALITY PRODUCT 


New LoManCo Sectional Louvers are made of heavy 

gauge, rust-proof aluminum. Each section is completely 

es assembled, and comes with 8x8 mesh bug screens in- 

Typical using stalled. When sections are to be used together, specially 

of triangular ventiiafors designed aluminum slip-joint fasteners fit over the 
flashing edges, holding sections firmly together. 


AVAILABLE IN COMPLETE SETS 
OR BY INDIVIDUAL SECTIONS 


New LoManCo Sectional Louvers may be purchased in 
complete 8 piece sets, by individual sections, or in 2, 4, 
or 6 section sets to meet specific ventilating needs. They 
are available for both 4” and 5” rise per ft. roof pitches. 





Get all the Facts about the building industry’s most revo- 

lutionary new idea in ventilation. Ask your jobber or 
Separate sections can also be used alone or dealer for complete information, or write today for 
as parts of odd-sized louvers literature and details. 


Lighted House Number 


A new lighted house number and 
doorbell-button combination, which 
can be illuminated to make house 
numbers plainly visible at night, is 
announced. It consists of black house 
numbers set against a white light- 
diffusing background. Each unit in- 
cludes a doorbell button, a_ toggle 
switch for night illumination and a 
night bulb with a special reflector 
within the box to provide maximum : 
poi rs orbell gl a ye Pg pe i 1. Complete assembly and installation of this 8 foot, 4 section model was completed in only 8 minutes 


C-F-G Associates, Inc., Div. of Chap- 
man Products Co., Dept. AL, 19400 WORLD'S LARGEST EXCLUSIVE LOUVER MANUFACTURER 


W. Eight Mi _ it 19, Mich. 
on da enagngeme LOUVE MANUFACTURING COMPANY 


3603 WOODDALE AVE. © MINNEAPOLIS, MINN. 





(continued on next page) 
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CLD. NEW PRODUCTS 
=m MID-STATES DEALERS 


_—— 


= sSELL MORE 
i STG as 











4 They Have a Wiring Troughs 


In addition to its complete line of 





—% 4” x 4” wiring troughs and fittings, the 

’ ace = manufacturer announces two new sec- 

*K They re Backed by Heavy FARM FENCE Hit tions, one 20” and the other 30” long, 
es pha aun with concentric knockouts, %”, %”,1”, 

Consumer Advertising -+. In a wide va- }iyW ay 1%”, which are 10” on center. These 
riety of types and jNienss ti See new sections come equipped with seal- 
sizes... all top jj WW { able screw on covers and can be used 
in FARM JOURNAL quality, tightly [jpeasecmsau with the maker’s complete line of 4” x 
sed ulh dian wound in neat. See ! 4” fittings. In addition to its 4” x 4” 
clean rolls: look and 6” x 6” section, the manufacturer 

state farm papers: . NN Whinase announces a new 8” x 8” inside dimen- 
pap good; easy to sell! fl +3! a sion in 1, 2, 3, 4 and 5’ sections, also 

Ohio, Michigan, lowa, Mis- BRT peace = fittings. The Wadsworth Electric Mfg. 
pf SRR : a4 Co., Inc., Dept. AL, Covington, Ky. 


souri, Kentucky, Florida, 
Indiana and Illinois (Prairie Circle No. 224 on Coupon. page 152. 


Farmer)... plus Poultry Tribune and Farm Youth 
Papers. 


DIRECT MAIL — 

ei ee |i ! STEEL POSTS 
~. ea * ' Famous curved-face 
i == = “T’ raildesign...and 

studded-tee Styles. 


ove 
. 


‘4, 





9  S - 
>K And They Get 
Point-of-Sale Cooperation 





Ready-To-Use Coating 


A new ready-to-use coating, named 
Derusto galv-a-grip, protects, primes 
and beautifies galvanized and smooth 
metals without special metal treat- 
...in the form of catalogs, ment, says maker. Comes all in one 
stuffers, mailers, newspaper ad mats, farm account , ry riage - A to — oe 
books, d oth | j ; o of Square feet or me sur- 

and other valuable sales promotion aids. face. Can be sprayed, brushed or 
: rolled-on. Available in white, light 
W KEYLINE gray and red, in % pints to 55-gallon 
PLUS A POWERFUL ) wpe co drums. Master Bronze Powder Co., 
NEW TRAFFIC BUILDER POULTRY Dept. AL, 538-548 W. State St., Calu- 
...a‘Give me a name” contest offering NETTING sa witode ag 
ten valuable prizes. Open Circle No. 225 on Coupon, page 152. 
to farm youths who must PLUS — hardware cloth, welded fabric, 
get details and entry fence stretchers, wire splicers, bale ties, 
blanks from you. That brace wire, clothes line, staples, nails, 
‘eta aan ae Sanit lie shove olin ales. ons A New Dress and Color Scheme 











more sales! mony other related products. The Wilbur & Williams Co. an- 
nounces a completely new 1958 color 
series for its product, Bondlite, which 
is used for applications over damp 


MI [] [>) Cl STANT [S interior walls or for use over solid 

whitewash and calcimine, in order to 
MID-STATES STEEL & WIRE COMPANY give an exceptionally high light reflec- 
CRAWFORDSVILLE, INDIANA e JACKSONVILLE, FLORIDA (continued on page 132) 
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Women do 33% of interior painting 


and _ Parleleon helps you sell ’em! 


Sve Perkleen discusses selling ideas 
from her regular page in Superkleen 
Seliagram with Jim O'Toole (left), 
J. O'Toole Paint Co., Chicago, Iil., 
and Superkleen Paint Brush Mer- 
chandising Counselor Les Mellin. 


Surveys show that about one-third of all the interior 
household painting in the nation is done by lady do-it- 
yourselfers . . . and the percentage continues to grow! 
That’s why Superkleen has added the feminine view- 
point to its sales efforts in the attractive person of “Sue 
Perkleen.” She will be more and more in the picture 
during the months ahead. 

Her regular page in Superkleen Sellagram already is 
a favorite with Jim O'Toole, J. O’Toole Paint Co., 10610 
Ewing Ave., Chicago, Ill., because “Sue keeps me filled 
in on new merchandising ideas that have worked for 


TYPICAL SUPERKLEEN SALES AIDS 
that give you the edge on competition 


Exclusive Multi-ltem Merchandisers 

Dynamic Sales-Mobile @ Lady Sue Self-Merchandiser 
Sellagram — Your Bi-Monthly Merchandising News 
Profit-Protecting Brush Department Inventory Control 
Complete Selling Guide for Retail Salespeople 

Brush Tips Folder and Dispenser ® Brush Selector Chart 
Self-Selling Space-Saver Display Vendors 


SUPEBBLEL 


BUILDING PRODUCTS MERCHANDISER 


other dealers.” “Sue Perkleen’s” comments are part of 
the unique, bi-monthly merchandising news which Mr. 
O'Toole says is “filled with money-making ideas.” Mr. 
O'Toole says Sue and Sellagram, plus Superkleen’s im- 
pressive array of effective dealer helps linked with the 
counsel and extra special service offered by the Super- 
kleen P.B.M.C., make Superkleen’s continuous dealer 
co-operation program “the best in the industry.” 

Check your P.B.M.C. or write us now for full details 
on Superkleen’s all-round, year-round dealer co-opera- 
tion program. 





PERFECT GIFT ITEM FOR 
DO-IT-YOURSELF LADY ... 


THE NEW \cdy 


displayed in high style wraps and 

colorful self-merchandiser, the Lady Sue is bound 
to attract impulse gift buyers as ‘“‘juse the thing’ for 
Mom” or ‘Sis Distinctively feminine handles in five 
smart pastel shades. Minimum assortment comes packed 
in self-service counter display at no extra cost. Ask your 
Superkleen P.B.M.C. for details or write for trade 
information. 


Beautifully 











] 


s 


DIVISION OF DEVOE & RAYNOLDS COMPANY, INC. 
DEPT. L-67 PRINCETON, INDIANA 


Circle No. 69 on Coupon, page 152. 
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Two reinforced 
waterproof papers with a 
width selection to 10 ft.; two 
unreinforced waterproof 
papers; black sheathing paper; 
Richkraft 65, the finest, lowest 
cost fungi-resistant vapor 
barrier on the market; Richlite 
a polyethylene sheet that has 
no superior and Richflex 
Reflective Insulation in three 
grades. 
Your customers can meet 
every condition and satisfy 
any specification. Your deal- 
ings are simplified—one organ- 
ization—one responsibility. 
Skufpruf the finest reinforced 
waterproof paper you can 
buy, Richkraft 65, Medium 
and Duplex 30-A and the 
polyethylene sheet Richlite 
all meet all F.H.A. specifica- 
tions for vapor barriers as do 
Class A and Class B Richflex 
reflective insulation. 
Here is a line both long in 
range and high in quality. 
You meet the customers every 
need and supply a line that 
assures satisfaction. 
Ask for complete details on 
the Richkraft line. Ask too, 
about Richtubes for round 
concrete columns, Richducts 
for warm air heating in slab 
on ground construction, and 
Richvoids for forming voids 
that save concrete and steel in 
reinforced concrete structures. 


The Richkraft Company 
510 No. Dearborn 
Chicago 10, Illinois 


Circle No. 115 on Coupon, page 152. 
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(begins on page 120) 





tion at low unit cost. The new colors, 
selected by color experts as being most 
in demand for this interior use, are 
ivory, warm grey, coral, meadow 
green, sunflower yellow and powder 
blue. Also available in white. The 
Wilbur & Williams Co., Dept. AL, 130 
Lincoln St., Brighton 35, (Boston) 
Mass. 
Circle No. 226 on Coupon. page 152. 


evamar Adds Antique Cherry 


In keeping with the trend for fine 
woodgrained reproductions in high- 
pressure laminates, Nevamar intro- 
duces Antique Cherry into its Woods 
of Distinction line. Antique Cherry is 
a carefully reproduced, aged American 
cherry wood in a deep, rich brown 
shade. It also is available in the 
shades of burgundy and dark brown 
sauterne. Nevamar Div., The National 
Plastic Products Co., Dept. AL, Oden- 
ton, Md. 


Circle No. 227 on Coupon, page 152. 


~ 


» 


Push-Button Spray Stains 

Push-button, aerosol-type, satin-fin- 
ish stains that permit the user to 
spray on a matching touch-up color 
on wood furniture that has been 
scratched, nicked, burned, water- 
marked or defaced, is announced. 
Tradenamed Press-N-Spray, the 
touch-up finishes are available in four 
colors: brown and cordovan mahogany, 
walnut and blonde. They’re packed in 
6, 12 and 16-ounce push-button cans. 
Saco Chemical Corp., Dept. AL, 527 

Lexington Ave., New York, N. Y. 

Circle No. 228 on Coupon, page 152. 
(continued on page 134) 
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Your Good 
Customers Deserve 


ROCKPORT 


ROCKPORT is known 
throughout the lumber 
industry, as extra good 
quality Redwood. It is 
superbly manufactured, 
graded in accordance 
with CRA Standard, 
Certified Dry. Your cus- 
tomers will be well 
pleased with Rockport 
Redwood. Specify it and 
look for the end stamp 
—“ROCKPORT.” 




















Rounds Lumber Company is 
exclusive distributor for 
Rockport Redwood and sales 
agent for other leading Red- 
wood mills. Rounds also 
represents producers of top 
quality Douglas Fir, White 
Fir, Ponderosa Pine. 




















LUMBER CO. 


General Office, 
CROCKER BUILDING, SAN FRANCISCO 4 


YUkon 6-0912 * Teletype SF-898 


9233 Denton Drive, Dallas, Texas 
430 N. Waco Ave., Wichita 1, Kan. 


Circle No. 116 on Coupon, page 152. 
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Big nationwide pro ic tion by Simpson! 


TOASTED “V” GROOVE 
REDWOOD PLYWOOD 


Here’s one of the dramatic illustrations 
which will help sell Simpson Toasted 
“V” Groove rift grain redwood plywood 
in full color pages of America’s two 
greatest home magazines—Saturday Eve- 
ning Post and Better Homes & Gardens. 
These two magazines alone reach more 
than 10 million potential customers. 

Toasted “V” groove redwood is easy to 
sell because it is one of the most beautiful 
planked panelings on the market, and it 
is low enough in cost for almost any 
family budget. 

Cash in on this tremendous Toasted 
“V” groove redwood promotion appear- 
ing in consumer, architect and builder 
magazines. Make sure you have plenty of 
stock on hand, as well as Simpson’s other 
Toasted V-groove plywoods in fir, Philip- 
pine mahogany and knotty pine, when 
the promotion breaks . . . and make full 
use of the Simpson Toasted “*V” groove 
display kit. Remember . . . now’s the 
smart time to order your Simpson Toasted 
““V" Groove redwood plywood paneling! 
Contact your jobber now! Regional Of- 
fices in New York, Cleveland, Chicago, 
Denver, Minneapolis, Memphis, Dallas, 
Los Angeles, Portland, Seattle. 


~~ Random Plank 
Toasted 
“V"' Grooves 


Simpson Logging Company, Sales Office, 

Plywood & Doors, Room 702-B 

2301 N. Columbia Bivd., Portland 17, Oregon 

FREE Toasted "V" Groove Redwood sample together with Simpson's new 36-page booklet, 
“Manual on Finishing Plywood,” which has 68 full-color finish illustrations plus decorating ideas 
and suggestions for the use of plywood in the home. 


a 


ADDRESS 


PLYWOOD & DOOR PRODUCTS 
city 


You can rely on Simpson for a complete line of specialty plywoods and doors, PLEASE PRINT 
S N 
plus Acoustical, Insulating Board and Hardboard Products 
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Wrought Stee! Butts 
Cat. #2240 


“Let’s use 


GRIFFIN 


In Our Houses” 


Here’s the “dependable line 
of hinges to use in all light 
construction work”. 
that’s the trade’s way of 
saying, “We like to buy 
and use Griffin products.” 
A full line of wrought steel 
butts and all shelf hard- 
ware. Send for new catalog 
sheet on our #540 Builder’s 
Special. 


“200 wm ARIFFIN 


with permanently attached Bearings ar ” 
since 1899 


MANUFACTURING CO. ERIE. PA. 


Circle No. 71 on Coupon, page 152. 
































SELL 


Pole-type construction with prefab- 
ricated lumber saves time and money 
J. NEILS on all types of farm buildings. 
“Do uble J. Neils Lodgepole Pine poles and 
posts are straight, strong, uni- 
° f n" formly tapered, Penta or cre- 
Life « osote treatment. Can be in- 
cluded with mixed cars of 
treated or untreated lumber. 
Free plans and erection instruc- 
tions are available. 


PENTA 
TREATED 
BARN 
POLES 


J. Neils Lumber Company 
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Don’t miss 





a single 
copy of 
AMERICAN 
LUMBERMAN 


If 


your 





subscription 


is 


to expire 
Moe Light Fixture 


soon, New from Moe Light is a cluster 
z of small white vinylite bubbles. Fix- 
send in ture, No. M-1407, gives soft overall 
light and directs extra light down- 
your ward. Each bubble is individually ad- 
justable to 42” maximum overall 
length. The bubbles are 10” long and 
8%” in diameter. Trim is polished 
brass. Fixture takes three 60-watt 


renewal 


order bulbs. Thomas Industries, Inc., Dept. 


now! Circle No. 229 on Coupon, page 152. 

















Mill and Treating Plant 
at Libby, Montana 


Circle No. 72 on Coupon, page 152. 





w. Cc. O. 


Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 
Air-dried QUALITY LUMBER Kiln-dried 


Circle No. 103 on Coupon, page 152. 
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AL, 410 S. Third St., Louisville 2, Ky. 


(continued on page 151) 
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Portable Space Heater 


A low-cost portable space heater 
for maintaining 24-hour safe curing 
temperatures for cement and masonry 
work, as well as to provide on-the-job 
warmth for both workmen and ma- 
terials in freezing temperatures, the 
HY-LO Salamander is easily carried 
from place to place. It weighs only 
26 pounds. The HY-LO’s bowl holds 
10 gallons of oil, which is enough for 
10 to 20 hours of burning. It lights 
with a match and has a damper for 
easy extinguishing. Scheu Products 
Co., Dept. AL, 302 Stowell St., Upland, 
Calif. 

Circle No. 230 on Coupon, page 152. 


Clarklift Adds Safety Rack 


A load safety rack with high 
strength and simple fastening devices 
has been introduced for the new 
Clarklift line of fork trucks. The rack 
is constructed of heavy steel formed 
sides and tubular cross bars for maxi- 
mum strength. Face of the rack is 
flush with face of the forks so that 
there is no loss of fork length, The 
rack is anchored to forks by means of 
captive pins, which permit quick re- 
moval without use of tools. Design of 
the rack eliminates loss of fork 
spread. Industrial Truck Div., Clark 
Equipment Co., Dept. AL, Battle 
Creek, Mich. 


Circle No. 231 on Coupon, page 152. 
(continued on next page) 
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greatest advancesin _ 
Modern Packaging 


One of th 


BRILLIANT 
NEW BOX! 


You HAVE to sell screws — so 
why not use this high-profit, 
low-selling-cost method? Self- 
service merchandiser makes it 
easy for the customers to buy. 
Generous quantities in one-price 
clear-plastic boxes give the 
buyer more for HIS money, too. 
Everybody wins! 





hing — 
“ay, 


= 


TOOL 
ELCO ,znn SCREW CORP. 


1800 BROADWAY, ROCKFORD, ILE. 


Circle No. 73 on Coupon, page 152. 135 
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Viking Roller Blade 

Starting with any rough-graded 
area, the Viking Roller Blade will do 
a complete finish job, says maker. It 
scarifies, levels, rakes, seeds and fer- 
tilizes. The tractor-mounted Viking 
offers a unique land-leveling feature. 
By virtue of its floating nature, it 
shears off high spots and fills in low 
areas, automatically, without operator 
adjustment. A grid-type roller follows 
the blade, stabilizing it and at the 
same time breaking up the hardest 
clods, leaving a perfect soil bed. The 
complete Viking unit includes quick 
three-point hitch mounting for all in- 
dustrial. type tractors. Viking Mfg. 
Co., Dept. AL, Manhattan, Kan. 


Direct-Drive Chain Saw 


The new McCulloch Super 44 direct- 
drive chain saw features the greatest 
horsepower-to-weight ratio in chain 
saw history, it is claimed. Weighing 
only 19 pounds, the new Super 44 pro- 
duces 6.5 hp, 20% more than the pre- 
vious model. The new Super 44 is 
available with 12” blade and chain. It 
also is available with 18”, 24” and 30” 
blades. Features include all-position 
cutting, waterproof coil and automatic 
rewind starter for instant all-weather 
starting and fingertip keyboard con- 
trols. McCulloch Motors Corp., Dept. 
AL, 6101 W. Century Blvd., Los An- 
geles 45, Calif. 

Circle No. 233 on Coupon, page 152. 


New Filing System 

Kard-Up, a new filing system that 
combines the advantages of vertical 
and visible record keeping, is an- 
nounced. Uniquely designed Kard-Up 
folders make it possible to use the 
visible signal system of Kardex with 


card size, punched-card size, and 8 x 5 
card size, the Kard-Up folder has a 
transparent Transoloid plastic strip 
across the top and die-cut flaps at the 
base that permit the title card, when 
inserted under the plastic strip, to be 
elevated almost half an inch above 
other cards in the folder. Remington 
Rand Div., Sperry Rand Corp., Dept. 
AL, 315 Fourth Ave., New York 10, 
ee? 
Circle No. 234 on Coupon. page 152. 


Travelette Truck 

The Travelette, a custom-styled In- 
ternational pickup truck with six-pas- 
senger cab, is designed as a double- 
duty vehicle to meet many industrial, 
commercial and family transportation 
requirements where either a conven- 
tional truck or a passenger car may be 
inadequate. It is available on a 129” 
wheelbase chassis in the models A-110, 


Circle No. 232 on Coupon, page 152. a vertical card file. Available in 6 x 4 (continued on page 138) 





SINGLE SOURCE BUYING THAT MULTIPLIES YOUR PROFITS! 


Continental Flame Sealed Fence lasts longer. The zinc is actually 
welded to the steel. Two styles of fence posts, studded “T” and “U”. 


Customers like Continental Ornamental Fence with its clean, 
bright galvanized finish. Made of special analysis 
COPPER STEEL. Single and double picket. 


All popular sizes and types with a variety of finishes, heads and 
points to meet every need. Available in convenient, easy-to-handle, 
fiberboard containers. 


(Shown below) The easy-selling advantages of the new 
Tyl-Lyke Bin Door... help you sell more roofing. 
Farmers like the better looking, longer lasting, more 
weather tight Continental roofing and siding. 


CONTINENTAL FENCE FARM FENCE and POSTS 


AGAINST RUST 
AND GUARANTEED! ORNAMENTAL FENCE 


TYL-LYKE BIN DOOR 


STEEL CORPORATION « KOKOMO, INDIANA 
PRODUCERS OF: 15 Types of Farm Fence, 
Posts, Gates, Barbed Wire. Standard 
Styles of Galvanized Roofing and 
Siding. Nails, Staples, Lawn 
Fence, Wire Products. 
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Mr. Dealer 
This colorful 2%‘'x7" counter display 
will stop store traffic. 


It's not the size, but the dynamic combination of 
form and color that attracts the eye and arrests the 
attention of a passer-by. The new FLETCHER glass 
cutter display does just this as you will readily admit 
when you see it. It has brilliance to command attention 
and harmony to invite a closer inspection. 


STANDS ON COUNTER OR HANGS ON WALL 


Impulse buying has heretofore not been associated 
with glass cutters. Stand the new FLETCHER display 
on a counter or hang it on a wall panel and watch 
the change in buying habits. Your glass cutter stock 
will melt away surprisingly fast. 


IMPORTANT WHEEL IMPROVEMENT 
Every FLETCHER glass cutter is now equipped with 
the recently improved LUBRICONE IMPING wheel. 
These are longer lasting, smoother cutting, dependable 
wheels. LUBRICONE IMPINGEMENT is an exclusive 
FLETCHER feature and costs no more than ordinary 
wheels. Try them and you will recognize the difference. 


THE FLETCHER-TERRY COMPANY 


921 SOUTH STREET © FORESTVILLE, CONN. 


© Famous for 


Quality 





Circle No. 75 on Coupon, page 152. 





EASY TO MAKE — EASIER TO SELL! 


] nso 


Make Your Own 
BRACKETS 
2 Styles or Sizes 


No. 1 for 1'' Lumber 
No. 2 for 2'' Lumber 











Cash in on the already made sales for “Make Your Own” Saw 
Horse Sets, originated by Chas. O. Larson Co. Home craftsmen 
will buy several sets. 

Attractively packaged and all hordware needed is included 

for the useful Saw Horse Set, with complete ‘‘easy to 

assemble’’ instructions. 


Each set includes illustrated folder on ‘‘How to Use Wood Working 
Tools’’ for the amateur. 


Sold through recognized distributors and jobbers or write for colorful 
literature on the Larson ‘‘Make Your Own‘’ construction sets. 


— 
Also Manufacturers of BRIGHT WIRE GOODS AND DISPLAY HARDWARE 


CHAS. O. LARSON CO. 
STERLING « ILLINOIS 











Circle No. 76 on Coupon, page 152. 
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Used by permission of 
JOHN B. STETSON 
COMPANY 





Particular buyers in 
every field seek the best. 
As trademarks take on 
lustre, they serve as 
guideposts to quality. 
Thus NOYO, trademark 
of Union Lumber 
Company, has come to 
stand for REDWOOD 
AT ITS BEST. 


Certified Dry 
VG & FG Stock 
All Patterns 
Mouldings 


Redwood’s most desirable 
qualities fulfill your 
expectations. 


MIXED CAR 
SHIPMENTS 


Carefully assembled cars 
mean damage-free 
unloading—help keep 
true—“‘once a Noyo 
Dealer —always.” 


Union LumBeR COMPANY 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 


SALES REPRESENTATIVES New York 


THROUGHOUT THE NATION 
Member California Redwood Association 


Circle No. 77 on Coupon, page 152. 
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SLENDERIZED 
TERRAZZO 


NEW 
DIMENSION 
IN 
FLOORING 


No special preparation is needed for 
Surco Thin Terrazzo. Just apply it 
¥%”’ thick over an unfinished con- 
crete slab, grind it down, and you'll 
have the traditional beauty of Ter- 
razzo at no more cost than most tile 
floors. 

Thin Terrazzo made with oO, 
the oldest latex binderg 
ket, offers some 
vantages jg yo 
it’s sé oid 
ahr? 
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ation check 
OR/13h or write. 
a Sales representative near 
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SURCO 


International 


Corporation 
1330 West Peachtree, N.W. 
Atlanta 9, Georgia 





HEPPNER 
MAGNET-LATCH 


The latch with 10 Ib. holding power 


Price 


ynd Lake, Il. 


HEPP 


FREE: Counter demonstrator. Miniature 
door section with mounted magnet latch 
invites customers to feel 10 Ib. holding 
power. Reg. $3.00 value, yours FREE 
with first 3-gross order. FREE—for mount- 
ing on storage cabinets, one magnet 
latch with colorful hang tag with each 
gross order. 


“NEW! 


Magnet Latch 


"SKIN PACKED” on 
Colorful Hang-up Cards for 


SELF-SERVICE 
IMPULSE SALES 


Eye-catching hang-up cards sug- 
gest many Magnet Latch uses... 
Give complete mounting instruc- 
tions. Punched for peg racks, wire 
racks, strip racks. Designed also 
for counter bins. Circled for deal- 
er price. 


Sealed-in-plastic “‘skin pack’’ pro- 
vides complete visibility. Keeps 
cards from soiling. Vacuum sealed 
to card to prevent damage or 
pilferage. 


HEPPNER 
MAGNET-LATCH 
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A-112, A-120, A-122 and the four- 
wheel drive A-120 (4 x 4) and will 
handle up to full ton loads. Standard 
engine is the 141 hp International 
Black Diamond 240. International 
Harvester Co., Dept. AL, 180 N. Mich- 
igan Ave., Chicago 1, IIl. 
Circle No. 235 on Coupon, page 152. 


Mobile Loading Ramp 


A new series of Standard Mobile 
Loading Ramps, designed to provide 
greater efficiency in ground level and 
yard handling operations, are an- 
nounced. The new models _ provide 
greater height adjustability, ranging 
from 34” to 61” for the 36’ models and 
38” to 61” for the 30’ models. Tire 
Saver Side Curbs, designed to prevent 
scuffing and gouging of power truck 
tires, have been raised to a full 4%” 
for extra protection against truck 
run-offs. Two widths, 58” and 70”, are 
available. The ramps are available in 
16 standard models. Magline, Inc., 
Dept. AL, Pinconning, Mich. 

Circle No. 236 on Coupon, page 152. 


Small Concrete Saw 


To meet the growing demands of 
contractors seeking a concrete saw 
small enough to be easily maneuver- 
able, yet powerful enough to do heavy 
duty work, Champion Mfg. Co. now 
makes its smallest concrete saw, 
Model CS-500, available with self- 
propulsion. The unit makes use of a 
re-rated Wisconsin TF Engine, pro- 
viding over 18 hp. It is designed for 
sawing contraction joints, trenching, 
patching, etc. Champion Mfg. Co., 
Dept. AL, 2028 Washington Ave., St. 
Louis 3, Mo. 

Circle No. 237 on Coupon. page 152. 


HEPPNER SALES CO., P.O. BOX 608, ROUND LAKE, ILLINOIS 


138 Circle No. 79 on Coupon, page 152. October 14, 1957, AMERICAN LUMBERMAN AND 





Do-it-yourselfers are a choosy lot, 
they want the very best you’ve got! 


FEATURE PRODUCTS 


People are proud of their homes, and these ‘‘do- 
it-yourself” days, especially, spend a great deal 
of money for tools and equipment to keep them 
in tip-top condition. 

No wonder they want the best . . . products 
they can rely on .. . the famous brands they see 
advertised in LIFE. 

When you use the “‘Advertised-in-LIFE”’ sym- 
bol in your store displays, your sales will show 


ADVERTISED IN 


how customers respond to LIFE. LIFE pre-sells 
your merchandise, reaching 3 out of 5 households 
in an average community—like yours—in a 13- 
week period. 

Write to LIFE, Building Products Merchan- 
dising, 9 Rockefeller Plaza, New York 20,N. Y., 
to learn how you can use the dynamic selling 
power of “‘Advertised-in-LIFE” at the point of 
sale in your store. 


Audience source: A Study of the Household Accumulative Audience of LIFE. 


people respond to LIFE 
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Weslock Display Mount 


A new counter display for its Wes- 
lock line of cabinet hardware is an- 
nounced by the manufacturer. Meas- 
uring 9” x 13” at the base, it is 15%” 
high and weighs 3% pounds. It is 
beautifully finished with a black ebony 
frame surrounding a white peg-board 
background. These display mounts 
were especially designed to show the 
Weslock 500, 800 or 900 series of 
cabinet hardware and display the com- 
plete line. Western Lock Mfg. Co., 
Dept. AL, 2075 Belgrave Ave., Hunt- 
ington Park, Calif. 

Circle No. 239 on Coupon, page 152. 


Valspar Offers Marine Signs 


The Valspar Corp. announces the 
availability of a brand new Smith- 
Valspar Marine Paints sign. In line 
with a policy of greater dealer identi- 
fication and design integration, this 
sign closely resembles the package 
label. The four colors are red, white, 
dark blue and light blue baked enamel 
on heavy gauge metal. Each sign has 
nail holes punched for easy hanging 
indoors or outdoors. The sign is 20” 
high by 32” wide. The Valspar Corp., 
Dept. AL, Ardmore, Penna. 


Circle No. 240 on Coupon, page 152. 
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Wrought Iron Railing 

To promote do-it-yourself wrought 
iron railing installation through the 
fall and winter season, the manufac- 
turer is offering a new series of ad 
mats for their dealers, stressing the 
safety features of Versa wrought iron 
railings and columns during the period 
when most accidents occur from slip- 
ping on steps and porches. Featured 
strongly in the ads is a new heavy 
duty construction for safety. Versa 
Products Co., Dept. AL, Lodi, Ohio. 

Circle No. 241 on Coupon, page 152. 


Redwood Information Charts 
Three new informative information 
charts are available to assist your 
customers in planning a do-it-yourself 
indoor or garden project using red- 
weod. The charts are 8%” x 22”, 
printed on cardstock, and will serve 
as handy reference sources in the 
handyman’s workshop. Chart No. 1 
(continued on page 143) 





MEET THE PERSONALITY LOCK 


with loads of exciting 


eye-and-sales appeal . 


EZSET | 


TULIP 
DESIGN 


Exceptional Quality, Durability and Economy — 


No lock can be installed faster! 


A sparkling new addition to NATIONAL’S widely 
popular line of locksets. Gracefully styled; pre- 
cision engineered quality. Self-aligning thru- 
bolts for ease of installation. Available in all 
standard finishes for both residential and com- 


mercial use. Lifetime guaranteed. 


SELF-ALIGNING THRU-BOLTS % weed ener te 
JUST 3 PRE-ASSEMBLED UNITS ; - 
ALL STANDARD FINISHES 


AVAILABLE WITH OR WITHOUT 
DEADLOCKING LATCH BOLTS IN 
REGULAR OR 5S (1 PIECE) BACKSETS 


arantee 


honen sapere 


Lifetime Gu 


Over 25 Years Manufacturing Fine Builders Hardware Exclusively 





oD NATIONAL HARDWARE CORP. 
Also matching TULIP design in interior sets 
for passage, bath, chamber and closet. NEW YORK: Ozone Park 16 * CHICAGO: 205 W. Wacker Dr. 
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MATICO USES 
TO ACHIEVE NEW HIGH IN TILE UNIFORMITY 


With AccuRay on the job, MATICO achieves the greatest prod- 
uct uniformity in tile history! By keeping tolerances within plus 
or minus 1%, MATICO gives you uniform thickness, tighter 
surfaces, improved dimensional stability. This means MATICO 
Nuclear gauge continuously inspects tile and con- Tile looks better . . . wears better ... even installs better, for 


trols production processes to achieve desired uni- : 
formity. Deviations are corrected instantly. it’s always 


‘on square.” 

AccuRay beams electrons at the tile, automatically adjusts the 
production process to maintain pre-set standards. MATICO 
gives you tile quality controlled by AccuRay, another mark of 
leadership for the tile you can always depend on. 


MASTIC TILE CORPORATION OF AMERICA 
Houston, Tex. - Joliet, lil. - Long Beach, Calif. - Newburgh, N. Y. 
Rubber Tile « Viny! Tile « Asphalt Tile 


ee Vinyl-Asbestos Tile ¢ Plastic Wall Tile Ro She 
Ee c F * Guaranteed by © 
Automatic recorder charts tolerances. This visual Say Ge i Housekeeping 


“profile” of quality allows constant improvements oy 


* wt 
in formulation for an ever-better product. AccuRay t.m. rec. ey inoustRiAL NUCLEONICS CORPORATION, COLUMBUS, OH £5 aoveanste 
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. . . destined for even greater 
performance records than its 
illustrious brother, the 

DEKALB “LUMBERJACK” 


COMMERCIAL BODY CORPORATION 
233 W. Garden St. © DeKalb, Illinois 


the wraps will be off at the big 
NRLDA show 


on the new DeKalb 











Circle No. 83 on Coupon, page 152. 








(Four Story Building Closed in with Warp's “see through" COVERALL) 


Cost-conscious builders today rely on Warp’s polyethy- 
lene plastic COVERALL to keep work on schedule 
during bad weather. Light, easily handled and reusable 
COVERALL plastic sheeting makes an ideal low-cost 
protective covering material. It is water-tight, rot-proof, 
acid-proof . . . stays flexible at 60° below zero. 


COVERALL comes in 100’ rolls, packed in cartons, in 
.002, .004 and .006 thicknesses and widths of 3 to 20 ft. 
Meets FHA specs. 


Warp’s COVERALL is also available in sunlight- 
resistant BLACK and is recommended as a cover for 
cement, bricks, stone, lumber, and machinery on the 
construction site. 


CARRIED BY RELIABLE JOBBERS EVERYWHERE 
Another Quality Plastic Product by the 
World's Largest Manufacturer of Window Materials 


WARP. BROS. °";..'552;"° CHICAGO 51 


Circle No. 84 on Coupon, page 152. 
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Sensational seller! Floors waxed and buffed the 
easy way, standing up! Trigger in handle feeds 
liquid wax from large reservoir as needed. It’s the 
modern way to wax. GUARANTEED TO SELL O 
YOUR MONEY REFUNDED. F. 


Nationally Advertised 


GOOD HOUSEKEEPING 
List §=LIFE © TY 


Replacement 
Wool-Heads 


wax-0-mati 


AUTOMATIC FLOOR WAXER AND POLISHER 
order today! 


MASTER MANUFACTURING COMPANY 
9200 INMAN AVENUE + CLEVELAND 5, OHIO 


Circle No. 85 on Coupon, page 152. 
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covers “Redwood Grades and Their 
Uses”; Chart No. 2 gives important 
information on “Standard Redwood 
Patterns” and the third chart is en- 
titled “Standard Nailing Practices.” 
The charts may be obtained by writ- 
ing Simpson Redwood Co., Dept. AL, 
235 Montgomery St., Room 3120, San 
Francisco, Calif. 
Circle No. 242 on Coupon, page 152. 


Panelboard Colors 

A new display, which consists of 
corrugated wire arms showing large 
samples of Panelboard, is designed for 
use both as a countertop unit or as 
a permanent hanging wall display. It 
is particularly designed to show large 
pieces of the Panelboard colors, in- 
cluding the Panelboard Pearltone fin- 
ishes. The front pieces on both arms 
show the full Panelboard tile sized 
block, which is a 4%” x 4%” true tile 
size block. Panelboard Mfg. Co., Inc., 
Dept. AL, Englewood, N.J. 


Circle No. 243 on Coupon, page 152. 


Shear Merchandiser 


New S18 Shear Merchandiser pro- 
vides a free display stand with 18 
shears. Selection includes six each 
of three basic, popular items. No. TD 
hedge shear, No. 22 grass shear, No. 
250 pruning shears. The wire stand is 
designed to set on counters, in win- 
dows or hang on the wall. Holds all 
18 shears safely in an 18” x 6%” area. 
True Temper Corp., Dept. AL, 1623 
Euclid Ave., Cleveland 15, Ohio. 


Circle No. 244 on Coupon, page 152. 
(continued on next page) 
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This ad—another in a year-round 
promotion in national magazines—reminds 
consumers to look for the Yellow Pages emblem 
in advertising. As people rely more and more on the 
Yellow Pages for local shopping information, your 
advertising and trade-mark listings in this buying 
guide become increasingly profitable. 


This (ee 


Nearest Dealer 


emblem In The 


Yellow Pages 








guides you to the 
Yellow Pages 


where advertisers list their 
local dealers for your 
Shopping ease! 


Circle No. 86 on Coupon, page 152. 














What's Your Answer? 
(Questions on page 126) 


It lets you offer any Youngstown 

Kitchens unit for “ 

down, 36 months to pay!” 

ad, page 51. 

. Maintain the neighborhood type 
of yard and store with good dis- 

plays and merchandising. See 

article, page 46. 

Router, six popular bits, Straight 

and Circular Guide in handy 

metal kit. See ad, page 3. 

(1) All materials are sold at full 

markup, (2) home buyer gets a 

top-quality home with about 10% 

saving from yard fabrication and 

fast erection plus savings on fin- 

ishing it himself and (3) Lu-Re- 

Co is one way of beating shipped- 

in prefab competition. See article, 

page 88. 

It is designed to hold the right 

number of nails to do specific jobs. 

Available with 10 most-called-for 

types of nails, each in a full range 

of sizes. See ad, page 16. 

Chicago, Sherman hotel, Jan. 27- 

29. See Newscast, page 7. 

New Sisal-Glaze sunhouse-green- 

house. See ad, page 69. 

Window stickers. See article, 

page 93. 

. Flintkote Seal-Tab shingles. See 
ad, page 61. 

Hardware and tools. See report 

on survey, page 55. 
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Transparent "Skin Pack" 


Magnet latch and attaching screws 
are vacuum-sealed to colorful hang- 
up display card under durable vinyl. 
Transparent plastic seal provides com- 
plete visibility of magnet latch com- 
ponents, protects against loss of parts 
in handling. Smooth plastic covering 
also keeps display card from becoming 
soiled. The 3” x 5” card is punched 
to hang on all peg racks, wire racks, 
strip racks; also for counter bin stor- 
age. Card is imprinted with suggested 
uses for magnet latch. Heppner Sales 
Co., Dept. AL, Round Lake, III. 

Circle No. 245 on Coupon, page 152. 
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No. 110 Display Board 


Combining a rich and _ pleasing 
grained wood background with the 
gleam and sparkle of top-selling cab- 
inet hardware items, a new display 
panel is announced. Tabbed as the 
No. 110 Display, the new board high- 
lights concave and convex Comfort 
Grips pulls, Spotlite Knobs and back- 
plates and Mirropulls in the most 
popular finishes. In addition, the new 
No. 110 board incorporates a unique 
model door mounted with No. 1020 
inset hinges, which opens to reveal 
descriptive copy of the hardware 
exhibited as well as other items. Wash- 
ington Steel Products, Inc., Dept. AL, 
1940 E. 11th St., Tacoma 2, Wash. 

Circle No. 246 on Coupon, page 152. 
(continued on page 146) 








Invitation... 





N 


Whereas, We are sole agents in the United States for leading 


mills in Sweden producing hardboards and insulation 
boards .. . and, 


Whereas, Our own warehouse carries the largest stock in this 
country of varying thicknesses of hardboard, from 2 
mm to %”, in sizes up to 4’ x 12’, in standard, oil- 
treated, oil-tempered and ivory-faced boards .. . and, 





Whereas, We offer a “cut-to-size” division in Philadelphia, as 


well as similar facilities ex mill, Sweden... NOW, 
THEREFORE, 


Be You Resolved, ene 


You can save money, save time, save worry, by let- 
ting us handle your hardboard requirements 

and, that 

You are, herewith, cordially invited to write us, wire 
or call us collect, if you think — as we are confident 
— we can be of service. 








/ 
NORJAC TRADING CORPORATION 


P.O. BOX 7282 © PHILADELPHIA 1, PA. / Warehouse: 2200 RICHMOND ST ¢ GA 5-4200 
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HILLS AND SLOPES? This heavy-duty 
Toro Pony climbs steep grades with 
ease as it clips off a 27-inch swath. Reel 
gives grass crisp scissor-cut. 


if 


anit 


SMALL LAWN? Dependable 18-inch Toro 
Whirlwind rotary mower is easy to 
handle. Mows grass and weeds, trims 
close, pulverizes leaves. 


TRIMMING? Driven by the Power Handle, 
the Toro Homelawn has a 25-inch out- 
in-front reel that trims next to walls or 
fences. Sulky optional. 


LARGE ESTATE? The 76-inch Toro Pro- 
fessional outmows 15 men with hand 
mowers. Hinged “wing” reels hug ground 


contours for even cut. 


FINE LAWN? Six blades on the reel of 
the 20-inch Toro Sportlawn (most 
mowers have only five) give extra-smooth 
cut. Self-propelled. 


MAN YT J052° Sell a// your yard machines 
the Toro Power Handle way. Portable 
engine-and-handle unit switches in 
seconds from one work unit to another. 





TOROS new complete line 


means more sales for you! 


You cash in with the right power mower for every customer’s 
need when you sell Toro—and you build satisfied customers 
all along the line! Because the Toro line for ’58 is the most 
complete line of reel and rotary power mowers on the market. 

And Toro gives you more. Toro gives you power mowers 
engineered and tested at the only research and development 
center of its kind in the power mower industry: every model is 
put through its paces on acres of grasses and weeds collected 
from all over the United States and Canada. 

What’s more, Toro protects you with controlled distribution 
—a network of franchised distributors. No direct factory sales. 
No price cutting. And these same distributors carry a complete 
stock of authorized Toro parts—with factory-trained service- 
men to give your customers speedy service for the life of the 
machine. 


So why take a chance selling “distress” merchandise? Why 
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take a chance selling little-known brands of power mowers 
that can only mean distress for you, and for your custom- 
ers? Line up with Toro today! It’s the line 
backed by the most powerful national adver- 
tising in the business. It’s the line designed to 
build your sales now—and in the future, too! 


FREE BOOK! For your copy of “The Toro Story,” 
write Toro Manufacturing Corp., 3013 Snelling 
Avenue, Minneapolis 6, Minnesota. 


TORO 


MINNEAPOLIS 6, MINNESOTA 


Circle No. 87 on Coupon, page 152. 





SFY Iga 4 Hardware 


iperrrrerr’ 
va 
aaa 


Can b 
Tess he 
, 
4 
lt dda 
& >. 


Nag L 


Visual packs featured in 
flexible household program 


This exciting, new, three-point merchandising program is organized 
to increase household sales in every hardware and building supply 
store. See it at the NRLDA Show and compare these features: 





1. New packaging. Now Stanley household hard- 
ware is dressed in eye-catching Visual Packs. It’s 4 ey 
mounted on stunning yellow-and-black, space- po 
saving cards—protected by a newly developed | 


‘gagaa 
Perr 





transparency that won’t crack, cloud, discolor 
or loosen. 

Layout guides. Stanley overlays make it easy for 
you to group related items, stimulating impulse 
sales. 

Store adaptability. You can display hardware 
on your wall or counter—wherever you have a 
pegboard—or on the floor stand furnished by 
Stanley free with introductory assortments. (If 
you already have the floor stand, it’s easy to con- 
vert to the new layout with its new related 
groupings. ) 


Send for setup kit N-4—it’s free. Ask your whole- 
saler or write Stanley Hardware, Division of The 
Stanley Works, 120 Lake Street, New Britain, Conn. 











AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools « drapery, industrial and builders hardware « door controls » aluminum windows + metal parts « coatings « 
steel and stest strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 
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Adglow Display 


Royal Snooz-Alarm clock, the new 
General Electric-Telechron alarm 
clock, wakes you, lets you snooze, then 
wakes you again. Just a tap of the 
snooze control bar on the top of this 
handsome model lets you get those 
extra 40 winks. One of the key ele- 
ments in an all-out exploitation to 
alert the Snooz-Alarm clock market is 
the introduction of an Adglow process 
Magic Snooz display, created in co- 
operation with Einson-Freeman Co. In 
the illustration a lovely sleeper is 
shown with her eyes closed and then, 
a moment later, her eyes are opened as 
if by the gentle alarm of the Snooz- 
Alarm clock. General Electric Co., 
Dept. AL, Homer Ave., Ashland, 
Mass. 

Circle No. 247 on Coupon, page 152. 


“All American Homes" 


This beautifully printed book shows 
84 very livable home plans. Most 
ranch-type in three bedroom size, a 
good many have family rooms and 
dens. There also are several two and 
four bedroom size; 48 plans are in full 
color. Exterior and floor plans are 
shown with each. The L. F. Garling- 
house Co., Inc., Dept. AL, Topeka, 
Kan. 

Circle No. 248 on Coupon, page 152. 


Nylon Rope Rack 


New counter display Nylon Rope 
Rack is only 24” high and takes up 
less than one square foot of counter 
or shelf space. The rack puts any 
dealer in the nylon rope business with 
a minimum inventory; sizes are %”, 
fs", %” and Ye” with dealer’s choice 
as to size assortment. King Cotton 
Cordage, Dept. AL, 105 Duane St., 
New York 8, N. Y. 

Circle No. 249 on Coupon, page 152. 
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New Literature 





Technical Data 


J-M Asbestos Papers. How indus- 
tries can save space, time and money 
by using Johns-Manville Asbestos 
Papers to protect against fire, heat 
or corrosion, is described in detail in 
a new brochure now available. Includ- 
ed is a chart showing the thickness, 
weight, tensile strength, tear strength 
and bursting strength of all of J-M’s 
Commercial and Fibroid asbestos pa- 
ners. Eight different types of J-M 
Asbestos Papers are explained. Johns- 
Manville Sales Corp., Dept. AL, 22 E. 
40th St., New York, N. Y. 

Circle No. 250 on Coupon, page 152. 


Sherman Fork Lift. A new four- 
page, two-color folder, titled “The 
Sherman Fork Lift for Ford Tractors,” 
tells how the Sherman fork lift can 
convert the rugged Ford tractor into 
a powerful hydraulic fork lift unit 
that is ideal for use as a lift truck or 
field carrier. On-the-job photographs 
show how you can mechanize your 
material handling, regardless of the 
terrain or weather conditions. Sher- 
man Products, Inc., Dept. AL, Royal 
Oak, Mich. 

Circle No. 251 on Coupon, page 152. 


Wood Awning Windows. Modern- 
aire Corp., manufacturers of converti- 
ble wood awning windows, has issued 
a new A.I.A. No. 16-L specification 
brochure. It gives full installation and 
frame details for the company’s Series 
“D” window in its awning, casement 
and hopper applications. Four styles 
of standard operating mechanisms are 
also discussed and illustrated along 
with Modernaire accessories. Modern- 
aire Corp., Dept. AL, 8400 Kinsman 
Road, Cleveland 4, Ohio. 

Circle No. 252 on Coupon. page 152. 


Intermediate Steel Windows. Infor- 
mation in full detail on Fenestra In- 
termediate Steel Windows in four 
styles — projected, awning, casement 
and combination —is contained in a 
new catalog. The 28-page booklet 
makes dramatic use of photography to 
illustrate installations of the four 
types of windows. A wide range of 
drawings show typical installation 
details for different building construc- 
tion materials. Fenestra, Inc., Dept. 
AL, 2250 E. Grand Blvd., Detroit 11, 
Mich. 

Circle No. 253 on Coupon, page 152. 


“Weldwood Armorply,” a sandwich 
panel usually with a plywood core and 
metal facings, is the subject of a new 
folder. Many combinations of this ver- 
satile type of laminate are described, 
including the fact that the facings, on 
either one or both sides, may be as 
varied as steel, aluminum, porcelain 
enameled products and plastics. All 
are bonded to the core with specially 


(continued on next page) 
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SIE Hardware 


The new hinge pin 
guaranteed not to rise! 








Tap in the hinge pin. 
Shoulder on pin seats 
firmly in groove on 
hinge leaf. 

















Pin cannot rise. For a 
removal, it must be ZL ot - 
tapped out. 


\ 


a 


™ 











This new hinge pin is made for all Stanley’s 241 hinges, 
both round and square cornered—at no addition in prices. 
Another “first” on the Standard of the World. It’s patented. 


Remember... qi ef: Three Hinges to a Door 


neawere Senet MOO AW NT EB 


$t., New Britain, Conn. 


Circle No. 89 on Coupon, page 152 











A COLD WATER PUTTY 
THAT STAYS PUT 


When there's a crack, hole, or crevice 
to be filled—whether it’s as thin as a 
hair or big enough for your fist (well, 
maybe not quite that big)—Consumers 
Crack Filler does the job best because 
it stays where you put it. And that 
Consumers ‘stay put’’ quality means 
“stay put’’ business for you, from con- 
tractors and home owners 


Consumers sells best because it 


¢ Goes in easily. 

¢ Dries hard and stays hard. 

¢ Can be sanded or sawed, painted or 
stained, just like wood. 

¢ Will not crumble, chip, or fall out. 


Consumers Crack Filler comes in 1 and 
5 lb. cartons, 25, 50, and 100 lb. drums. 
Order this Consumers ‘‘Product of Merit’ 
from your wholesaler or directly from us. 


CONSUMERS GLUE CO. 


1515 Hadley St 
St. Louis 6, Mo. 


| developed new roofing method, 
| requires 


| in a new catalog sheet. 

| involved in this new 
| method is the “diamond” placement of 
| the 8’x8’ 
| trated. Homasote Co., 
| wood Rd., 








Circle No. 117 © on | Coupon. page 152. 


| NEW LITERATURE 


(begins on page 147) 


compounded adhesive. The folder also 
details various uses of the product, 
| both industrial and : wher U.s. 
Plywood Corp., Dept. 4, Weldwood 
Bldg., 55 W. 44th St., ro York 36, 
i. ee ¢ 
Circle No. 254 on Coupon, page 152. 





Consumer Data 


Fir Plywood. A new booklet, en- 
titled “Fir Plywood, America’s Busiest 
Building Material,” tells the industry’s 
story colorfully and completely. Pro- 
fusely illustrated, it is a graphic pres- 


| entation of fir plywood “from forest 


Plywood 
, Tacoma 


to furniture.” Douglas Fir 
Assn., Dept. AL, 1119 A St 


A Wz ash. 


Circle No. 255 on Coupon, page 152. 


Called the 
recently 
which 
no furring strips, no joint 
treatment, no materials other than 
8’x8’ Homasote Boards, is explained 
The principle 
application 


Method. 
method, a 


New Roofing 
“Hagerman 88” 


panels, which is fully illus- 
Dept. AL, Fern- 
Trenton 3, N. J. 

Circle No. 256 on Coupon, page 152. 
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Man-o-man what a line! Clean, 
white and strong... displayed for 
real sales. And what a market — 


CONSTRUCTION FISHING 
Mason’s Line Hand Lines 


: Set Lines 
Chalk Line Net Repairs 
Layout Line 


HOME USE 
FARM & GARDEN 


Shade Cord 
: Pull Cord 
Seed Planting Pascal ide 
Staking Express 
Lawn Edging Wrapping 
Hedge Trimming Heavy Tying 
Ask your jobber for 
KING COTTON CHALK LINE 





Col OM CORDAGE 


@® 


Ki 


JOHN H. GRAHAM & CO., INC. 


105 DUANE STREET, NEW YORK 8, N.Y 
Circle No. 118 on Coupon, page 152. 








Retail Lumber Yards All Over The USA And Canada Are 
GIVING BETTER SERVICE 
MAKING EXTRA PROFITS 











with the Beanett 


2-WAY PANEL SAW 





See Us In 
PHILADELPHIA 


NOVEMBER 4-7 


1957 


Cuts to size: 
PLYWOOD — HARDBOARD 
TILEBOARD — PLASTICS 
SHEET ALUMINUM 
and other materials 


Mon rioping large panel by pushing it across frame under running saw (kept running 
by switch lock.) Note sign showing cutting charges. 


WHAT USERS SAY (from letters in our files): 


recommend to any- 


ONE MAN OPERATION! 
One man can cross-cut or rip a panel 
4’ x 12’ quicker than two men can on a 
table saw. 


NR L DA 
BUILDING 
PRODUCTS 
EXPOSITION 
Booth 500 


“It has cut costs in half . . . increased efficiency .. . 


one interested in reducing costs while improving service.” 
. cutting is now simple, convenient, profitable . . . would be lost if we 


had to depend on old fashioned, two-man table saw.” 





“. .. most indispensable machine in our yard . . . more 
than paid for itself in three months ... has done more 
than you claimed.” 


RICHARD C. BENNETT MFG. CO. 


639 Silvara Road 
LACEYVILLE, PENNSYLVANIA 


. great time saver . . . more than paid for itself in 
two months . . . recommend it for plywood industry.” 


WRITE FOR DETAILS AND PRICES 
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When You Buy 
BRADLEY BRAND LUMBER 
You can be Sure itd... . 


sae 
a 


> orrectly Grade-Marked To 
Meet SPIB Specifications 


e Properly Seasoned To Give You 
Strong, Straight Lumber 


May we quote you on our mixed cars?... They 
keep Your Inventory Up... Your Overhead 
Down. 


BRAD Es mur ya 


"ROME OFFICE . - a a ae ee) ee) 
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Keep your ad 


ina 


prospect’s home 


for 30 days? 


The length of time that a prospect is exposed to 
your advertising is an important gauge of its 
effectiveness. Research shows that your HOME 
advertising, unlike newspaper, radio or television 
messages, stays in the home for several weeks, 
giving repetitive impressions. 

Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list 
or one we can develop for you. HOME is full of 
detailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 


Circle No. 102 on Coupon, page 152. 





who are looking for how-to information. A recent 
readership survey indicates that 98% of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 


Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 15¢ per copy, including your front cover 
imprint, all handling and mailing charges. 

We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000J, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 

FInancial 6-5380 

( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street 
Cny_. Zone State 


Your name 
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NEW PRODUCTS 


(begins on page 120) 





x 
Multi-Color Vinyl 
Multi-Color, a full thick vinyl in 
.080 gauge 9” x 9” tile, features 
crystals of bright sparkling decorator- 
styled colors on solid backgrounds. It 
is available in six fashion-keyed col- 
ors: beige, popcorn ivory, gray, an- 
tique white, mocha and driftwood. 
Sloane-Delaware Floor Products, 
Dept. AL, 295 Fifth Ave., New York 
ae. aie o 
Circle No. 257 on Coupon, page 152. 


Outdoor Grills 


Wohlert Corp. is making available 
its complete line of outdoor grilis that 
has dotted the highway parks in Michi- 
gan. Ideal for home grounds, resorts 
and parks, the grills are made of cast 
iron and heavy duty sheet steel. Four 
models are offered and are designed 
for use for wood or charcoal. For 
the do-it-yourself minded, the maker 
suggests The Mastercraft, an outdoor 
fireplace unit made of heavy iron, all- 
welded to withstand weathering and 
hard usage. Wohlert Corp., Dept. AL, 
Lansing 5, Mich. 

Circle No. 258 on Coupon, page 152. 


Ebony Tubular Hammer 


Claimed to be all steel from head to 
handle, the Ebony Tubular hammer 
is said to have a tough steel shaft 
which cannot bend, break or splinter 
and is permanently locked onto the 
head. The head is oven-baked black 
enamel over a ground surface with 
contrasting high polished tubular 
shaft and nose. The air-cushioned, 
non-slip rubber grip is permanently 
fused to the handle to absorb shock. 
Two styles are available: curved claw 
and straight claw. Great Neck Saw 
Mfrs., Inc., Dept. AL, Mineola, N. Y. 

Circle No. 259 on Coupon, page 152. 
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Free 
New Display 


BURGLAR-PROOF 
CYLINDER 
WINDOW LOCKS 


on your counter shows cus- 
tomers at a glance how the Fraim 
window lock prevents anyone from 
opening sash. Tells how window 
can be locked shut against weather 
or locked partly open 
for ventilation or for instal- 
lation of air conditioning 
units. Colorful display only 
4x6 inches. Holds 12 locks 
Keyed alike 


DIVISION OF 


One Key For All 
Your Windows 


ORDER FROM YOUR JOBBER 
PADLOCK and HARDWARE CoO. 








( Here's the one thar \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 








Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, pr after 

ear.” at’s more, 

urham’s Rock- yon 
Hard Water Putty on ae 

ives you by far the ar Towa 

st profit margin on = 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many oe Seatewials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Circle No. 120 on Coupon, page 152. 





LANCASTER, PENNA. 


Circle No. 119 on Coupon, page 152. 





Rod Devi 


your biggest 
profit line 


-your fastest 
selling line 
of 


Painters 


Red Devil Toofks. 


UNION, N.J., U.S.A. 
Circle No. 121 on Coupon, page 152. 
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HOW TO INCREASE 
YOUR PLUMBING SALES 


Cash In On Plumb Shop Merchandiser racks all the flexible copper 


tubes, fittings and valves necessary for water supply hook- 
(me hihAD ~ 'CuAn up to sink, basin and toilet. 
| Coa 
FCERIRLE COPPER 108t (as) 400 fen 3 
——_- Sener oe) Chrome-plated flexible 
\ tubes are mounted on cards 
that hang from the back 


| jane a oe panel of the merchandiser. 
Wel gay Ue ay On the inside of each card 
iq d LE) ds as are step-by-step instruc- 


tions telling what supplies 


i gw Ey ol: + | 4 to buy, and how to install 
Wy] 7 them. 





Any combination of fittings, 
valves, etc., to meet code 

tye : i and job requirements may 
& i) HI aad) be selected right from the 
tray. Each pocket is clearly 
marked with size, part 


Each Sale Worth Pee omer, picture ond price 


A 122-piece assortment 


U To $90 For You (including metal display) is 
p only $42.17, and sells for $62.03, a full 66% markup. 
Write today— 


See Details On Page 69 a ere 


1341 TEMPLE DETROIT 1, MICH. 
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Name___ ¢ Position 
(Please Print) 


Company 


City 


Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill. 
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“On the basis of price 
and operc tion over rough terrain, 
I selected the Sherman Fork Lift” 





if 
a 

ae! © Site, 
m4 ‘ 


Modern materials handling comes 
to the small yard, too 


That even small building supply yards can profit by using 
a Sherman Fork Lift is proved by the experience of Hudler- 
Moore Lumber Company, La Marque, Texas. This enter- 
prising dealer has all materials delivered in palletized lot 
sizes. Then his Sherman takes over. Mounted on a Ford 
Tractor, the Sherman Fork Lift easily moves all supplies 
around the unpaved yard. It stores them in a fraction of 
the time formerly consumed. And it delivers just as fast. 
Hudler-Moore think nothing of loading and delivering 
5300 feet of lumber in less than an hour. Not only does 
Hudler reduce his cost of filling orders, but he has gained 
the satisfaction of his customers. 
Write today for Bulletin No. 1169. 


SEE US AT BOOTH 747 
NRLDA Convention Philadelphia, Nov. 4-7 


Sold and Serviced by your local 
FORD TRACTOR DEALER 


PRODUCTS, INC. 
ROYAL OAK, MICHIGAN © 
POWER DIGGERS © LOADERS © FORK LIFTS* 
SOIL WORKING TOOLS © CRANES AND EXCAVATORS 


*Manufactured Exclusively for Sherman Products, Inc., by K-D Mfg. Co., Cleburne, Texas 
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American 
Lumberman 


Classified 
Advertising 





Terms — Cash With Order 
Minimum Charge $7.50 
Rates: 


| Time —30c per word for each insertion. 
Minimum charge of $1.50 per line. 

3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 

Add $1.75 per insertion for blind ads bearing 

box number. 

No agency commission or cash discount 

allowed. 


All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
point style. No cuts or special borders allowed. 
Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 











EXECUTIVE VICE-PRESIDENT 


for large well established wholesale millwork 
and plywood distributor. A multi-million dol- 
lar operation. Must be a good organizer. Cap- 
able of building sales. Send complete resume. 
Address Box Z-20, American Lumberman, Inc. 


Established Southern Wholesaler dealing in 
Southern Pine and West Coast Woods has 
opening for experienced Salesman with knowl- 
edge of Railroad and Industrial Accounts. 
Would make Headquarters Home Office. Basis 
salary. percentage of profits, and travel ex- 
pense when away. Address Box Z-21, Amer- 
ican Lumberman, Inc. 





Experienced, aggressive salesmen and man- 
agers wanted, $6,000.00 to $15,000.00 a year 
earning power, would work out of high vol- 
ume retail lumber yard in Midwest. Please 
write to Box Z-25, American Lumberman, Inc. 





SITUATIONS WANTED 











Experienced wholesale and retail lumberman 
desires full management of lumber and build- 
at material yard in Oregon or California. 
Address Box Y-59 American Lumberman, Inc. 





REDWOOD MAN—12 years experience, both 
Wholesale and Direct Mill. Sales, purchasi 


SALES REPRESENTATIVES 
WANTED 








Salesmen calling on Lumber, Plumbing and 

Hardware Dealers in Wisconsin, Illinois, In- 

diana or Michigan to present our top quality. 

low price line. PLUMBING DISTRIBUTORS O 

-_ ICA, INC., 1111 W. 38th St., Chicago 9, 
inois. 


USED MACHINERY FOR SALE 











For Sale—Lumber and Building Material Yard. 
One of North Dakota's best North Eastern 
part. Very well established. Rich farming 
community. Small town. Low overhead. Extra 


* large territory. Strictly a money maker. Will 


show tax returns. Volume $250,000.00 to $400,- 
000.00. Excellent for two. Four extra large 
warehouses—2 new and office. Real Estate 
$15,000.00. Very clean stock at inventory. Will 
consider some land on trade. The one chance 
in a lifetime. Selling because of health. Pos- 
ion January 1958. Address Box Z-23, Amer- 





BUSINESS OPPORTUNITIES | 





ATTENTION RETAIL LUMBER DEALERS: Add 
Pleasure Boats to your line. Find new custom- 
ers with boats. Enjoy the Boating boom. Boat 
customers buy paints, hardware and other 
products. For the best in boats WILSON & 
COMPANY, Nationwide Distributor. P. O. Box 
207 Norfolk, Va. Our firm is experienced in 
manufacture, distribution and sale of boats. 
We sell only the best from the finest boat 
producers, at prices you cannot duplicate. 
Plywood, Fiberglass or aluminum. Enter the 
~ J growing boat market with experienced 
advice. 





WANTED — RAILS 











Management and Re-manufacturing. Have 
well rounded knowledge all other species. 
Future is important. Capable, responsible and 
—_ to go. Address Box Z-22, American 
Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 











LINE WANTED 
Successful Wisconsin and Upper Michigan 
Specialty Wholesaler — over 350 dealers lao 
ber, Block, Ready-Mix, Paint, Hardware. Es- 
tablished eight years, now ready to promote 
additional line. Address Box Y-44 American 
Lumberman, Inc. 





Manufacturers Representative with following 
among Building Material, Hardware and Ar- 
chitectural Distributors interested in new 
and/or established quality lines. Manhattan, 
Westchester, S. Conn., Long Island and North 
seman a rr aap sales coverage, 
integrity and creative merchandising. 

Box Z-26 American Lumberman, oy — 





SALES REPRESENTATIVES 
WANTED 











Manufacturers Re resentative — Sliding Door 
hardware. A leading manufacturer with na- 
tionally known complete line has active ter- 
ritories available in Wisconsin, Iowa, Min- 
nesota, Nebraska and other areas. Experi- 
enced representatives should contact: 


JOHN STERLING CORPORATION 
RICHMOND, ILLINOIS 
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RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M. E. FRANE 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bidg.. Pittsburgh 22, Pa. 





BUSINESSES FOR SALE 











Best building material business in best tourist 
area of Michigan. Modern salesroom and 
warehouse, private siding. Excellent prospects. 


ican Lumberman, Inc. 





For Sale or Lease 


Profitable Lumber and Supply yard, estab- 
lished 1925. Fastest growing area in Ohio. 
Inventory $65,000.00. Owner retiring. Address 
Box No. Z-24, American Lumberman, Inc. 








| usep MACHINERY FOR SALE 





TIMBER, RIPPING AND SURFACING UNIT 


Band Saw 64” wheels, 8’ saws 
Knight Carriage, 4 blocks 20 or 36’ lon bo 
No. 1 Boss Timber Surfacer, size 30°’x! 


Other Equipment For Sale 


Berlin Band Resaw, 54°’ Wheels 6" saws 
Ross Carrier, Model 70, 5 ton 

Mall Chain Saw #7 (Gasoline) 3 foot cut 
Monarch Uni-point circular CC Saw 5 H.P. 


OFFICE EQUIPMENT 


Burroughs Moon Hopkins Billing Machine 
Elliott Postal Card Printing Machine 

2 Kardexes - 14 drawers - cards 3x5_ 

Above equipment in excellent condition _ 
Now in place with motors, starters, switches 
and fans. 


Bishop Lbr. Co., 2315 Elston, Chicago, III. 





One used 6 ft. Prescott Resaw. 
Excellent Condition. 


THIEM PRODUCTS, INC. 


9800 W. Rogers Street 
Milwaukee 19, Wisconsin 





Owner retiring. Will lease land and g 
About sixty thousand will handle stock and 
equipment. Address Box Y-47 American Lum- 
berman, Inc. 





FOR SALE 


Profitable, well-established building supply 
and contracting business located near gigantic 
new industrial development and near large 
recreational area. This is in a prosperous 
small town with good labor conditions. er 
desiring to retire. Write to Box Y-61 American 
Lumberman, Inc. 





FOR LEASE 


Modern millwork plant which can be easily 
converted to furniture plant. Completely 
equipped, 2 Iders, 2 rf 8, straight 
line rip saw, drum sander, shapers, chain 
mortiser, etc. Modern Moore Automatic Dry 
Kilns, 2 track, b> to date maintenance sho; 
for equipment, plenty of raw materials avail- 
able. This plant located in Georgia with any 
amount of yard space desired. Can be seen 
in operation any time by appointment. Address 
Box Y-46 American Lumberman, Inc. 








For Sale: Northfield 27’ Band Saw, 2 H. P., 
3 phase direct drive $720.00. 
DeWalt-Monarch Hollow Chisel Mortiser. 
12 H. P., 3 phase, direct drive $530.00. 
Subject to prior sale. 

Machines in original crates. 


Write: 
Sabrosky Machinery Sales 


1115 So. Harrison St. 
Fort Wayne, Indiana. 





RAILS — FOR SALE 











Reconditioned steel rails, 257 and heavier 
for dry kiln or other purposes. 
Midwest Steel Corporation 


518 Dryden Street 
Charleston 21, West Virginia 
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MISCELLANEOUS FOR SALE 





BOOKS FOR SALE 











CARPENTERS APRONS 
Write tor prices and intormanon. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





INTRODUCTORY OFFER 


FREE—Latest complete catalog—FREE. Get ac- 
quainted special low prices on full line plumb- 


ing. heating, hardware, specialties. 


SEABOARD PLUMBING SPECIALTY CORP. 


1007 Atlantic Ave. Dept. AL—Brooklyn, N. Y. 


SALESMEN WANTED ALL TERRITORIES 


CYCLOPEDIA OF BUILDING TERMS 
Compiled by American Lumberman . 50c 
Usetul to newcomers in the industry and ex- 
perienced personnel alike. A handy reference 
to: over 1000 building terms, charts and tables: 
fundamentals of light construction; legal terms 
connected with the building field. 


BUILDING INSULATION 

Paul D. Close........... $5.25 
Anything you, your sales siaff and contractors 
want to know about insulation can be found 
in this book. Covers the entire field of heat 
and sound insulation, including the develop- 
ment of commercial insulations, types and how 
to apply, theory and economics of thermal in- 
sulation, relative heat-loss co-efficients of 
materials, fuel savings of various insulations, 
how to prevent condensation. 402 pages. 





HANDY LUMBER CALCULATOR Ste 
A useful pocket size manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and useful mis- 
cellaneous lumber tabulations. 


MASONRY, CLAY, CONCRETE 


CONCRETE BLOCK CONSTRUCTION 

FOR HOME AND FARM 

J. Ralph Dalzell and Gilbert Townsend $3.25 
The authors contend anyone can plan and 
build, correctly, a structure from concrete 
blocks. And they prove it. More than a con- 
cise, clear explanation of block construction 
for the handyman or novice, this book also 
presents the most efficient methods and prac- 
tical suggestions of value to even experienced 
block-layers. Includ s a typical job example, 
with step-by-step illustrations. 216 pages. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ili 





PONDEROSA PINE— SUGAR PINE 


WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Trade Mark 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


Registered 
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For News About 
How To Cash In On 


BIG NATIONAL 
PROMOTION 








REDUCE delivery costs 


KD. Easy 
Assembly & 


Promotes Sale of Lumber, 
Paint, Fittings, Glazing Material 


Each Sale Worth 
Up to $90 for You 


Mounting 


Unioad a Load 
or Half Load at a Time 


Write, wire, phone for 
Catalog ond Prices 


The R-B Company 


‘ 1921 Guinotte, Kansas City 20, Mo, 
— wall 
Circle No. 96 on Coupon, page 152. 
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LIFT TRUCKS 


(begins on page 96) 





the door of the car and then re- 
moved to a nearby open storage 
area via lift truck. 

Headaches eliminated. Truck- 
loads of shingles are unloaded in 
less than a half hour by one man; 
previously, this took three men 
working at least two hours. Similar 
man-hour savings have been 
achieved in unloading drywall ship- 
ments. 

Not to be overlooked, emphasizes 
Hyne, is that in all of these opera- 


tions, two former headaches have 
been eliminated completely: 
1—Deliveries are no longer being 
delayed because a truck is tied up 
by unloading or duplication of effort 
in the assembling of orders; 
2_There is no longer any need 
for hiring extra, unexperienced and 
unreliable help for unloading. 

With regard to the former, Bill 
Hyne points out: 

“It was taking us almost as long 
to get a truckload of orders assem- 
bled as it took to deliver the load 
to the various jobs. As a result, it 
was taking us almost a full day to 
deliver $500 worth of small lot 
orders.’ 





sneant-“X DAYS OFF” 


Your Winslow representative can call on you, at your convenience, and prove, 
with “details and facts'', how you can set up a profitable Winslow Ready-Mix 


plant at a reasonable overall investment. 


Here are some 
typical dealer 
reports... 


our Binanbatch in- 
vestment paid for it- 
self in approximately 
one year” ... “big 
increase in tie-in sales 
since handling Ready- 
Mix in our yard”... 
“we get additional bus- 
iness in our area be- 
cause we sell Ready- 
Mix.” Take advantage 
of the Binanbatch 
Ready-Mix profits .. . 
have our representa- 
tive prove to you a 
minimum investment 
puts you in the Ready- 
Mix business. 


Send coupon for 


complete details. Actual 


Ohio 


photograph, 
tion at Huston Lumber Company—at Carey, 


Benefits summarized. Broadly 
speaking, here is how the Hynes 
sum up the savings: 

“We have eliminated the need 
for the purchase of a new delivery 
truck costing $4,000, plus wages for 
extra help, which in 1956 totaled 
over $4,500. In addition, we are 
making savings in terms of operat- 
ing costs for one extra truck and in 
the maintenance of pole shed over 
conventional sheds. Besides, we are 
giving our customers better serv- 
ice. 

The Hynes figure they’ll have the 
$12,000 investment — figuring de- 
preciation, etc.—paid off well before 
the third year. 














J 


Ready-Mix : Instatla- 





WINSLOW SCALE CO. 
P. ©. Box 1198, Terre Haute, Ind. 
Please send information on Bin for Ready-Mix 


Name 

Address 

City 

DR asdsbacnes 














Mac’s rolling in the stuff — since he started 
suggesting “ScotcnH” Brand Masking Tape 











with every paint sale! 
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For lasting Beauty and Protection . 


choose ee Ridge : 


Decorator Styling and 
Superior Craftsmanship are 
carefully blended to 

bring you the finest in 
overhead doors! 


In our complete line, there is a Ridge Door for every home, taste and budget. 


DOOR 
MONMOUTH JUNCTION, N. 


- 


sooooooeeee) 


COMPANY 
J. 


Circle No. 99 on Coupon, page 152. 
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HOW TO INSULATE HOMES AND FARM 
BUILDINGS 


Paul Dunham Close. cree $025 


Isn'tita fact that how to apply insulation is becom- 
ing a big question from more of your customers 
every year? This book, in condensed form, helps 
your sales staff supply builders, farm and home 
owners with the answers and the insulation. 204 
pages, 117 illustrations, 19 tables. 


139 NO. CLARK ST., CHICAGO 2, ILL 


Enclosed is my check in the amount of $3.25 for 
the above book 





Name 


Address 
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City, State 
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Abesto Mfg. Corp. 
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Alberta Forest Products Assn. 
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Farrin Lbr. Co., The M. 
Fletcher-Terry Co., 
Flintkote Co., The 
Forest Products Div., 
Olin Mathieson Chemical Corp. 
Formica Corporation, 
Sub. of Cyanamid 
Friden Calculating Machine Co., Inc.. 


Georgia-Pacific Corp. 
Gering Products, Inc. 
Graham & Co., Inc., 
Griffin Co., G. W. 
Griffin Mfg. Co. 


Hager & Sons Hinge Mfg. Co. 

Hamer Lbr. Sales, Inc. 

Hanna Paint Mfg. Co., Inc., 

Heppner Sales Co. 

Hobbs Wall Lbr. Co. 

Homasote Company 

Home Improvement Products Show... 
Home Maintenance & Improvement. . 


Insulite Div. of Minnesota and 
Ontario Paper Co. 
International Salt Co., Ine. 


Jaeger Machine Co., The 
Johnson Co., C. S. . Pr er 
Jones & Laughlin Steel Corp. 





Kaiser Aluminum & 
Chemical Sales, Inc. 
Kennatrack Corporation 
Sub. of Ekco Products Co 
Keystone Steel & Wire Co. 
Knape & Vogt Mfg. Co. 
Kyanize Paints, Inc, 


Larson Co., Chas, O. 

Leigh Building Products Div., 
Air Control Products, Inc, 

Life 


BUILDING PRODUCTS MERCHANDISER 


Lufkin Rule Co., The 


Lumbermen’s Underwriting Allia 


Macklanburg-Duncan Co. 
Magna Power Tool Corp 
Masonite Corporation 
Master Lock Co. 

Master Mfg. Co. 

Mastic Tile Corp. of America 
McCracken & McCall, Inc. 
Menominee Indian Mills .... 
Mid-States Steel & Wire Co. . 
Millers Falls Co. : 
Minnesota Mining & Mfg. Co. 


National-American Wholesale 
Assn. : 

National Gypsum Co. 

National Hardware Corp. 

Neils Lbr, Co., J. 

Norjac Trading Corp. ... 


Olympic Stained Products Co. 


Perry Furniture Co. 

Pierce & Stevens Chemical ( ‘orp. 
Plumb yes ae 
Ponderosa Pine Woodwork 


R-B Co., 

ted Devil Tools 

Refliector-Hardware Corp. 

Republic Steel Corp., 
Truscon Steel Div. 

Richards-Wilcox Mfg. 

Richkraft Co., The 

Ridge Door Co. 

Rockport Redwood Co. 

Roddis Plywood Corp. .. 

Rounds Lbr. Co. 

ReOeW Sales Co. 

Russell & Erwin Div., 
The American Hardware Corp. 


Safe Padlock & Hardware Co. 
Sargent & Co. , ‘ 
Saturday Evening Pest, The 
Schlage Lock Co. a 
Sherman Products, Inc. 
Signode Steel Strapping Co. .. 
Simpson Logging Co. . 
Skillman Hardware Mfg. Co 
Southwest Lbr. Mills, Inc, 
Stanley Electric Tools, 

Div. of The Stanley Works 
Stanley Hardware, 

Div. of The Stanley Works 
Stanley Tools, 

Div. of The Stanley Works 
Superkleen Div., 

Devoe & Raynolds Co., Inc. 
Supplex Co., 

Div. of American Hard Rubber 
Surco International Corp. 


Tarter, Webster & Johnson, Inc 
Thilmany Pulp & Paper Co. 
Toro Mfg. Corp. 
Trinity White Cement . 
Truscon Steel Div., 

Republic Steel Corp. 


Union Fork & Hoe Co., The 
Union Lbr. Co. 

U. S. Plywood Corp. 

U. S. Steel Corp. 

U. S. Steel Export Co. ... 
United Steel Fabricators, Inc. 


Vestal Mfg. Co. 


Ware Laboratories, Inc. 

Warp Bros. 

Weller Electric Corp. 

West Coast Lumbermen’s Assn. 
Western Pine Assn, ...... 
Winslow Scale Co. 
Wood-Mosaic Corp, 


Youngstown Kitchens, 
Div. of American-Standard 
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* py FIRE PREVENTION -—_ 
Safeguards your plant 


>K BY MORE ADEQUATE INSURANCE 


Safeguards your investment 


¥ BY REDUCING INSURANCE COSTS 
Safeguards your working capital 





U. S. EPPERSON 
UNDERWRITING 
COMPANY, MGR. 


E. M. Lynn, President 
HOME OFFICE 


1000 R. A. Long Bidg. 
Kansas City 6, Missouri 


BRANCH OFFICES 


509 Terminal Sales Bidg. 
Portland, Oregon 


1554 Yonge Street 
Toronto 7, Canada 
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Dealer Helps Motel Owner Modernize Facilities 


When Klamath Falls, Ore., motel 
owner C. A. Tobius wanted to mod- 
ernize his high grade motel to meet 
the competition offered by several 
other motels built in his city this 
year, he got assistance from lumber 
dealer C. A. Clayton. Clayton is 
manager of the Klamath Falls re- 
tail yard of The Long-Bell Lumber 
Co. 

Tobius wanted to build a decora- 
tive covered car parking area along 
the entire front of the motel. Clay- 
ton provided Tobius with 8,000 
square feet of fiberglass panels to 


use as roof sheathing for the cov- 
ered area. This permitted daylight 
to filter through the roof and elim- 
inated the deep shadow in front of 
the motel units, which the 20-foot 
overhang would have caused if the 
roof deck had been opaque. Instead, 
a soft glow of daylight comes 
through the fiberglass panels into 
the car park. 

The panels are supported by 4x8- 
inch stained Douglas fir beams 
ordered especially for the job by 
lumberman Clayton. 





Spurs Screen Wire Sales 


A caster-mounted, mobile screen 
wire rack is helping the Lane-Morse 
Lumber Co., Muskogee, Okla., to 
cash in on screen wire sales. “For 
years screen wire was definitely a 
slow mover,” says assistant manager 
Bill Cook. ‘‘But as soon as we bought 
the rack and moved the stock onto 
the sales floor, screen wire changed 
from a dud that wouldn’t support 
itself into a red hot sales item. We 
are now selling 250 square feet of 
screen wire a week and sales are 
increasing steadily.” 

The portable display is helping 
the firm make a lot of related sales, 
too. Four times as many wom- 
en now buy screen wire as previ- 
ously. Seeing the stock displayed 
on the floor reminds them of a 
repair need and they buy the wire 
while browsing. 


Pushes Paint Brushes 


Installation of perforated hard- 
board on the four sides of this 
support pillar at Long Bell Div., In- 
ternational Paper Co., Fort Smith, 
Ark., provided a bonus display space 
of 30 square feet in which to show 
off paint brushes. 

“The four sided brush display is 
easy to work from,” says C. E. 
Leftwich, paint salesman. “By hav- 
ing this upright display next to the 
paint islands, we find it has in- 
creased brush sales considerably.” 


Parking Stop 
Prevents Accidents 


A minimum of obstruction in the 
customer parking area reduces pos- 
sibility of tripping and falling at 
Morgan Building Supply, Walla 
Walla, Wash. A customer drives 
forward until his right front wheel 
touches the wheel stop. With a car 
in this position their is no possi- 
bility of a customer finding any- 
thing else to trip over in the park- 
ing area. The wheel stop is a part 
of the concrete parking apron and 
requires no maintenance. 
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POPULAR 
SCIENCE 


LIFE] | POPULAR 


| MECHANICS 


j WAGASING 


POST 


told and gold on the advantages of 


Weller kicks off a great nation- 
wide campaign with a full color 
spread in Life on October 21, and 
gives a tremendous boost to sales 
right at your local level with a full 
page, full color ad in 33 Sunday Weller makes it easy for you to tie in 
Newspapers. All this is in addition and cash in on this national campaign: 


to Weller’s consistent advertising Convenient Dating Plan—gives you assistance in 
October through December in all ordering ample stocks to get your full share of Fall 
leading homecraft magazines. and Christmas sales. Ask your wholesaler about it. 
This means extra profits to Complete Point-Of-Sale Kit—Display material, 
lumber dealers who stock catalog sheets, counter literature, envelope stuffers 
Weller Power Tools. Be and newspaper mats are all available to sell Weller 


Power Tools for you. 


sure you’re one of them! 


| W ELLER ELECT TRE COOVLDYTY 601 Stone's Crossing Rd., 
7 4, . F ‘pl 
NIN LUI Easton, Pa. 
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ORMICA 
all Products Handled by 


Ahele & Olson Floor Covering 


More than tripled their Formica inventory in three years . . . that’s the story 
from Janesville, Wisconsin as reported by Sig Olson and Charlie Abele. 


Says Mr. Olson: ...and Mr. Abele adds: 


s§ “Formica has earned the position of “We believe in the merchandising aids 
f our number one item; responsible for a Formica has made available to us— 
4 ® larger sales volume than either carpet- ? Sunrise Color Panel, Self Service Color 
* ing, linoleum or tile. Formica is the x» Selector, Sheet Rack, literature, adv. 

finest product of its kind; offers an mats, films, etc.”’ 


excellent profit for the retailer.” 
P Mr. Abele concludes: 


aS a le _ ; ; Formica is backed by a sales cam- 
This firm takes Formica sales aids and adapts . om 
5 Gey: : a paign and sales effort which includes 
them to their local level. Their Formica profits ‘ : : 
: the finest promotional and merchandis- 
have increased—through both over-the-counter ; : : ‘ ; 
: : s ing aids. Formica selling is easy and 
and complete installation service. = 5 
profitable. 





An hour with your Formica representative F 0 R M | c A C 0 R p 0 R ATI 0 N 


could easily prove one of the most valuable 
hours you ever spent. There’s money to be 


made in fabricating Formica sink s00 OF , , - aay i : 
: . “ : S ewe 4630-7 Spring Grove Avenue, Cincinnati 32, Ohio 
just selling Formica to other craftsmen. ‘ 


. ——— 
Subsidiary of —€VYANAMID 


In Canada: Arnold Banfield & Co., Ltd., Oakville, Ontario 





Customers buy Formica because it is 


is 
a brand name they know and trust y/ Beauly Bonded 
DEMAND THIS CERTIFICATION Y eaten wal TC) po FORMICA 


Tone! Ong titune oF Laminated Plas ti 
G 
DAMP CLOTH (* Guaranteed by “Wecja Mie Jadumeceaees 
Good Housekeeping 
Stor 


We protect this faith in our product i 
by certifying every sheet witha 
wash-off Formica marking. It is for 
your protection and guarantee that you 


tti 2 B ty Bonded F : , . , ‘ 
ore getting genuine Beauty Bonded Formica Seeing is believing. If this wash-off identification is not on the surface, it's not FORMICA. 


45 aoveanist wat 
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